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ANOTHER  EXCELUM  FIRST! 

Just  completed— our  modern  half-million  dollar  extru¬ 
sion  plant.  First  in  the  East;  finest  in  the  country! 
We  control  production  throughout ...  and  pass  the 
savings  on  to  you. 

^  CiMirantMd 


Quality?  Design?  Delivery?  Price?  Name  it  — 
Excelum’s  got  it!  Dollar  for  dollar,  feature  for 
feature  there  isn't  a  combination  window  or 
door  on  the  market  that  compares  with  it! 

EXCELUM  IS  A  BUILDER'S  DREAM 
. . .  designed  and  produced  by  men  WHO  REALLY 
KNOW  storm  windows  and  doors  and  the  prob¬ 
lems  in  selling  them.  Excelum's  superior  3-track 
(with  exclusive  interlocking  inserts)  and  NEW 
PROMOTIONAL  2-track  are  outstanding  windows 
-  unequalled  in  year  'round  protection  or  cus¬ 
tomer  satisfaction.  And  every  Exceium  window 
and  door  is  a  PROVEN  SALES  BUILDER.  They 
can  mean  the  difference  between  an  ordinary 
and  B-0-0-M-4-N-G  year  for  your  firm. 


L  FE 


Malm  Ptmntt  New  Hyde  Park.  L.  I..  N.  Y.,  Fleldstone  7-1867 

MMwwatl  Ceniral-Exceliim, 

3119  Rut|rr  St.,  St.  Louis.  Mu. 

New  EnKlewdt  Mcrcury-Eacelum  ol  Nrw  EngUnd  Inc. 

27S  Main  St..  Hartford.  Conn. 

South!  Earrium  of  Maryland 

1810  Winchester  St..  Kaltinore.  Mil, 

Now  Jorooyt  Exceium  of  New  Jeraey 

JAMAia  SASH  I  DOOR  CO.  r  »  iw  « 

Central  New  Tork:  -^o-  Halli.H  street,  Syracuse.  X.  Y. 

Writm  tar  datalla  of  our  "EMCiwoivm  Territory"  KD  DIotrlbutor  Plan. 
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Ppr  STORM  ENCLOSURE  BUSINESS! 

ANIZATION  OFFERING  SPECIAL 
AND  SALES  ASSISTANCE 

WE  HAVE 
CASEMENTS! 


AVAILABLE  IN 
EITHER  K.D. 
OR  ASSEMBLED 
UNITS  FOR 
.  IMMEDIATE 
DELIVERY! 


ALUMINUM  HOME  PRODUGS 

BLOOM  and  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 


■i.  '•k  -v  v 
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A  SHORTCUT  10 


^  (LOWEST 
IN  THE 

industry) 


AIR  CONTROL  glass  jalousies  are  fast  becoming  America's 
favorite  window  and  door  enclousures. 

They  add  BEAUTY  to  any  architecture,  homes,  schools, 
foctories,  offices,  hospitals,  etc. 

They  are  PRACTICAL  —  the  glass  louvers  can  be  locked  in 
any  position  allowing  100%  ventilation,  or  AIR  CONTROL'S 
"SEAL-TITE”  feature  keeps  out  the  most  severe  weather. 
Using  AIR  CONTROL'S  standard  sizes  in  single  units  or  in 
combination  keeps  cost  low.  Completely  assembled  units 
individually  packaged  make  storing  easy  and  installation 
is  minimized  and  there  is  little  or  no  maintenance,  no 
painting,  no  glazing,  no  dry  rot. 

Mode  of  heavy  gauged  63-ST5  aluminum  extruded  frames, 
welded  corners,  4"  penciled  edged  glass  louvers  in  clear 
or  obscure  glass. 


AIR 

CONTROL 
GLASS 
JALOUSIE 
WINDOW 
and  DOORS 


4^ 


.  .  .  world's  largest  manufacturer 
of  glass  jalousie  windows  and  doors 


FOR  FURTHER  INFORMATION. 

PRICES  AND  INSTALLATION  DETAILS. 

WRITE  OR  WIRE  TODAY! 

Urc^^lALOUSIKTFTMTMCATlNC^ 

e.  0.  lox  417,  Allapatfoh  Station,  Miami,  Fla. 

Air  Control  Export  Dept.,  1401  Congress  Bldg.,  Miami,  Fla. 

Gentlemen;  DEPT 

Please  send  full  information  obout  Glass  BS-A* 
Jalousie  Windows  and  Doors. 

Che<k  one:  loblir  □  Contractor  □  Dealer  □ 


.or 


_  '  Mr  j^-  MT  jr  Mir  MaT  Jti. 


MINIATURE  SALES  SAMPLE  SHIPPED  ON  REQUEST  $8.50 
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2  2  6  4 
1  4  6  5  6 

9  5  0 


2  5  0  0 
2  6  9 

2  5  6  3  0 

3  6  0  0  0 
6  5  7  5 


0  0  6  9  0 
3  6  0  0 
9  5  0 

1  9  5  6  3 

2  3  0  9  5 


9  6  5  0 
1  2  9  6  3 
7  9  6  7 
1  2  5  C  6  3 


1  7  5  9  5 

1 

3  1  54  1  4  * 

THERE’S  PROFIT  IN 

MALIBU  SLIDING  GLASS  DOORS 


Tliere  is  high  volume  and 

big  profit  in  Malibu  Sliding  (bass  Dopi’s. 


,.Ly 

ed.  (i(“t\vour  shar<“  of  the 


Malibu  is  easv  to  sell, 

‘  '  f  ' 

to  install  and  unconditionallv 

Ir  '  '  ' 

(‘xpan'ding 


guaranteed.  (iet^> 

sliding  glass  door  market,  with  Malibu. 


W'l  itc  to  Salt','  Mananoi. 


r.  /! 

IV  i 


MALIBU  MANUFACTURING  CORPORATION 


|to\  ll-M."),  F-intrvrs  .Station  •  I.o~  IS,  Califoinia 


The  '^Cadillac''  of  the  Business 


aramaunt 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 

The  Only  Window  Line  wHh ^  these  FAST  SELLING  SUPERIOR  FEATURESI 


IPnillitrt  at 
Alinnimtm 
dbillrraft 


Cross  Seefion  View  of  ■ 
TRIPLE  TRACK  FEATURES  V 

I.  TOP  BUSS 


NEW  IMPROVED 


TRIPLE-TRACK 

ALL-ALUMINUM 

nORH  &  SCREEN 

W/NOOW  COMBINATION 

with  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Not  CHANNEL 

•  EASY  INSTALLATION 

—  Service  FREE 

•  TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Level 

.  •  CHANGEOVER  NEVER 

\  NECESSARY! 

!j  \  —  Make  Self-Storing 

\  Obsolete 

•  POSITIVE  100%  WEATHER 
^  STRIPPING 

V  •  HEAVY  EXTRUSIONS 


2.  SCREEN  •  HEAVY  EAIKUSIUN^ 

3.  BOnOM  glass" 

Complolo  «■'  iiC  ■  mm'wa 

WEATHER-STRIPPING  i;  MBaMSiSB  | 

America's  Finest  Fastest-self-  |  ^  |  |  I 

ing  ALL-ALUMINUM  Combi-  |  |  |  f 

nation  STORM  and  SCREEN  |  ^  ^  | 

door  7  I BS  I  I 

•  Fully  extruded.  |  j  ^  ^ 

•  Single  life  doors,  two  lite  |  ^  p  ■  j 

doors,  self-storing  doors.  |  ^  p  ^ 

•  Aluminum  Mfire  screen.  |  s  H 

•  Expander  on  sill — for  |  H 

tolerances.  |  K 

•  Reenforced  corners  for  '  H 

IHe-Hme  rigidity.  ^ 

•  Complete  with  ■lumlnum 
ensemble  and  stainless 
steel  hardware. 

•  BOTH  are  3  WAYS  BEHER!!! 

I.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF. 

1.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CAU-BACKS. 

ADVERTISING  MATERIAL  AVAILABLE:  Cuts,  Mats,  Literature! 


^introducing 
the  New  Sensational 
BUSINESS  BUILDER 

paramount 


ALL-ALUMINUM 


CilSEMEWT  MM  WIDOW 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  URGE  featm 


Some  other  Outstanding 

1.  Full  Length  PIANO  HINGE.  5 

Permits  easier  cleaning  from 
the  outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(#63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ( 

To  affect  a  perfect  seal  be¬ 
tween  Casement  window  and 
storm  window.  Eliminates  - 

Window  Condensation.  '■ 

4.  FULLY  EXTRUDED  Weathrr  * 

Stripping  installed  on  each  9. 

Window  Vent  opening  tor 
positive  teal.  10. 


Selling  Features 

Specially  designed  rubber  ex¬ 
trusion  to  seol  and  secure 
glass  in  plate,  for  permanen¬ 
cy.  And  permitting  simple  fc- 
piacements  of  broxen  grass  by 
home  owners. 

Designed  tor  Single,  Double 
thick  and  Demiplate  for  Pic¬ 
ture  Windows. 

Controlled  ventilotien. 

Draft  Free. 

Reenforced  tir  pcrmiinent 
rigidity. 

.  Priced  Right. 


paramount 


ALUMINUM  PRODUCTS  CORP. 

180-11  Jamaica  Ave.,  Jamaica,  L.  I.,  N.  Y. 


•  REPUBLIC  9-6664  • 
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Cover  of  the  Month 

This  month's  cover  shows  the  installation  oi  a 
set  oi  collapsible  aluminum  awnings  on  the 
home  oi  J.  E.  Jurgelas  in  East  Hortiord.  Conn. 
The  awnings  were  sold 
and  Installed  by  Ernest 
Ford,  owner  oi  the  Ford 
Home  Improvement  Co.. 

450  New  Britain  Avenue, 

Hartford,  Cotm.  The  awn¬ 
ings  are  oi  the  collapsi¬ 
ble  type  and  iold  bock 
against  the  house  when 
not  in  use.  Colors  used 
are  green  and  white.  Fin¬ 
ish  is  baked-on  enamel. 

These  awnings  ore  sold 
under  the  brand  name 
"Solorilex"  and  are  made  by  the  National 
Awning  &  Shade  Co..  67  Sudbury  St..  Boston 
14,  Mass. 
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Sell  This 
Quality  Product 
In  Three  Proven 
Markets!  _ m 


g  f  |e 

-ir,,  i 

i 

■/^P 

Never  before  has  a  jalousie  manufacturer  offered 
dealers  and  distributors  so  much.  The  ALENCO  Sales 
Plan  and  the  ALENCO  Jalousies  were  designed  to  answer 
the  demands  of  today’s  markets  . . .  and  to  help  you  profit 
from  these  tremendous  markets.  You  can  sell  a  product 
that  is  applauded  by  builders,  architects  and  contractors 
everywhere,  competitive  in  price  and  unconditionally 
guaranteed  as  to  quality  of  materials  and  workmanship. 
And  you’ll  have  the  full  assistance  of  a  manufacturer 
who  wants  to  WORK  WITH  YOU. 

Here’s  what  one  dealer  says:  “I  have  sold  glass 
jalousies  for  the  past  four  years.  Several  months  ago  I 
began  handling  ALENCO  Jalousies  because  I  know  what 
prospects  want — and  ALENCO  has  it.  The  ALENCO 


Sales  Plan  has  helped  me  from  the  very  first  day  I 
began  handling  these  jalousies.” 

This  proven-by-profit  sales  plan  includes  advertising 
material,  floor  displays,  signs,  decals  and  many  other 
tested  and  proven  sales  aids  as  well  as  sales  conventions, 
training  programs,  and  national  comsumer  advertising 
campaigns.  Dealers  enjoy  immediate  delivery  on  ALENCO 
stock  sizes  and  distributors  are  given  protected  territories. 

Proof  of  profits!  Here’s  an  actual  example  of  a  typi¬ 
cal  job;  Your  profit  on  the  six  windows  alone  in  the 
above  job  would  be  $158.66.  You  would  make  an  addi¬ 
tional  profit  on  the  materials,  installation  and  related 
items  you  sell  the  home  owner. 


ONIY  ALENCO  JALOUSIES  OFFER  YOU  ALL  THESE  FEATURES 


•  Sturdy  extruded  aluminum  frame 

•  Easily  and  quickly  adjusted  in  width 

•  Easily  assembled  with  only  8  screws 

•  Storm-proof  construction 


•  Installed  by  conventional  methods 

•  Easily  removable  screen 

•  Trouble-free  operation 

•  Available  in  36  stock  sizes 


Take  advantage  of  this  opportunity  for 
high  profits  as  a  dealer  or  distributor  in 
three  tremendous  markets.  The  ALENCO 
glass  Jalousie  and  the  ALENCO  Sales  Plan 
are  money-makers. 

MAIL  THE  COUPON  TODAY 


2S01  Wiwdon  ImnI,  Ha—f  5,  Twcm 

rUoM  sand  me  mera  information  ont  Q  Tha  Alanco 
dbtribwtorthip  plan  □  Tha  Aianeo  provan  daalar  tala* 
plan.  I  undarttond  Ihat  this  informatioa  will  ba  tant  Vo 
ma  vrHhowt  cof)  or  oblieotion.  »  ^ 


ALBIITTON  iNGINIflING  COlPOIATION 

250)  WROXTON  ROAD.  HOUSTON  S,  TiXAS  O  lYncl<b«tg  26SI 
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one  oiorotAondl*  ^erv  division,  every  facility 
in<ydfWice  of  tkPfuuiilMtx  Compony  stonds  reody  to  serve  ^ 
l^fie  needs  of  big  business  and  smoll  alike.  You'll  find  it's  good  * 
buSjMiess  to  rely  on  Alumex  dependobility  ond  know-how. 

Our  engineers  will  study  your  product,  sketches  or  ideos,  and 
give  you  their  complete  ond  professionol  recoqimendotions,  bosed 
on  their  mdny  yeors  of  work  ond  reseorch  in  the  extrusion  field. 
Ultimote  success  or  failure  of  your  product,  or  even  your 

compony,  moy  octuolly  depend  on  the  type  of  high  quality 
extrusions,  superior  finish,  close  toleronces,  lost  delivery, 

and  the  colibre  of  engineering  obility,  which  stonds  reody 
to  iifve  your  every  need  ot  Alumex. 


160*16' JAMAICA  aOI.,  JAMAICA^NY. 

•779[t  .1  ' 

\  -I  \ 


NEW  ENGLAND  I.  W.  BURNHAM  DIST.  CO.,  INC.  125  ALBANY  STREET,  BOSTON,  MASS  HAncock  6-3577 
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BIGGEST  PROFIT 


AMERICAN  fiTP 

•  WICK  ASSEmUNC 

•  HICK  PKOflT 


The  American  Carport  offers  the  ultimate 
in  colorful,  permanent  shelter.  Easy  to 

install,  it  can  be  used  to  the  utmost 
advantage  in  many  ways  for  home,  ranch, 

farm  or  business.  Perfect  for  all  climates, 
it  offers  protection  from  sun,  rain,  snow  and 
sleet.  Anchored  in  concrete,  there  is  no 
warping,  rattling  or  twisting,  and  the  gentle 
pitch  of  the  roof  drains  water  off  one  side. 
The  wide  overlap  offers  extra  beauty,  as  well 
as  extra  protection  from  wind-driven  rain. 

It  requires  no  upkeep,  since  it  is  constructed 
entirely  from  aluminum  and  steel. 


KNOCKED  DOWN,  IT'S  EASY 
TO  HANDLE  AND  STOKE 


•  Aluminum  Constructed  Top 

•  Steel  Pilasters 

•  High  Baked  Enamel  Finish 

•  Total  Weight  200  lbs. 

•  Ultra  Modern  in  Design 

•  Large  10  x  20  Feet 

•  Adds  Value  to  Your  Home 


2  MEN  CAN  EREa  IN  60  MINUTES 


PROTEaS  YOUR  CArS  APPEARANa 


10 
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American  Markee  Corp.,  Dept.  BS- 10 
4030  N.W.  29th  Street,  Miami,  Florida 

Q  Please  rush  {  )  American  Carports. 


MAKERi«^25fMs 


ass.ejmblir)q 

tjmne.*. 


MAIL  YOUR  ORDER  NOW! 


•  .  7 

^  Manufactured  to  sell  at  $399.50, 

/  ■ 

American  Carport  is  delivered  to 

you  for  $200.00.  2%  off  for  cash. 

DIALER'S  PRICE 

YOUR  PRICE— $196.00 

F.O.  B.  MIAMI 

suggested  RETAIL  PRICE  ^399^0 

FTC  WiU  PemH  Use  oi 
Word  "Free"  h  Specialty  Ads 


TN  ONE  of  its  most  far-reaching 
reversals  of  policy  since  coming 
under  Republican  control,  the  Fed¬ 
eral  Trade  Commission  has  ruled 
that  “free”  may  be  used  in  adver¬ 
tising  so  long  as  it  is  used  “honest¬ 
ly”  and  not  as  a  “device  for  de¬ 
ceiving  the  public.” 

It  did  so  in  dismissing  a  com¬ 
plaint  brought  last  year  against 
Walter  J,  Black,  Inc.,  of  New  York 
City,  publisher  of  the  “Classics 
Club”  and  the  “Detective  Book 
Club.” 

FT(’  policy  under  former  deci¬ 
sions  had  been  that  the  u.se  of 
“free”  to  advertise  a  product  for 
which  no  charge  was  made  was  a 
violation  of  the  Federal  Trade 
Commission  Act  if  it  was  not  in 
fact  a  gift  or  gratuity  that  could 
not  be  obtained  unless  the  recipient 
bought  .something  el.se  or  did  some¬ 
thing  else  of  benefit  to  the  giver. 

On  that  basis,  the  commi.ssion 
had  ruled  against  the  “free”  ad¬ 


vertising  of  the  Book-of-the-Month 
Club,  Inc.,  and  similar  organiza¬ 
tions. 

In  its  new  ruling,  written  by 
Commissioner  Albert  A.  Carretta 
and  concurred  in  by  Chairman  Ed¬ 
ward  F.  Howrey  and  member 
Lowell  B.  Mason,  the  commission 
held  that  the  use  of  “free”  will  be 
considered  “unfair  or  deceptive” 
under  these  circum.stances : 

“  ( 1 )  When  all  of  the  conditions, 
obligations  or  other  prerequisites 
to  the  receipt  and  retention  of  the 
‘free’  article  of  merchandise  are 


not  clearly  and  conspicuously  ex¬ 
plained  or  set  forth  at  the  outset 
so  as  to  leave  no  reasonable  prob¬ 
ability  that  the  terms  of  the  ad- 
verti.sement  or  offer  might  be  mis¬ 
understood;  or 

“(2)  When,  with  respect  to  the 
article  of  merchandise  required  to 
be  purchased  in  order  to  obtain 
the  ‘free’  article,  the  offerer  either 
(1)  increases  the  ordinary  and 
usual  price;  or  (2)  reduces  the 
quality;  or  (3)  reduces  the  quanti¬ 
ty  or  size  of  such  article  of  mer¬ 
chandise.” 


60%  of  American  Families 
Own  Their  Own  Homes 


T  TOME  ownership — looked  upon 
■I--*-  as  a  stabilizing  factor  in  the 
.social  and  family  life  of  a  nation — 
.soon  will  be  up  to  60  per  cent  in 
the  United  States. 

As  late  as  1940  only  43.6  per  cent 
of  American  families  owned  their 
own  dwellings.  Many  former  own¬ 
ers  had  become  renters  after  losing 
their  properties  on  mortgage  debts 
during  the  depression  years. 

The  Census  of  1950  showed  a  re¬ 
markable  upsurge,  bringing  the 
number  of  owner-occupied  resi¬ 
dences  up  to  55  per  cent  and  re¬ 
vealing  for  the  first  time  that  the 
number  of  owning  families  had 
passed  the  number  of  renters  in 
this  country. 

During  that  decade  the  number 
of  owned  residences  rose  from 
15,200,000  to  23,400,000.  With  pro¬ 
duction  of  housing  units  in  recent 


years  running  above  1,000,000  an¬ 
nually,  some  observers  believe  that 
by  the  end  of  1955  at  least  60  per 
cent  of  American  families  will  en¬ 
joy  life  in  their  own  dwellings. 

Citing  the  latest  figures,  the  Na¬ 
tional  Association  of  Home  Build¬ 
ers  is  slightly  more  conservative. 
That  organization  .says  it  may  be 
about  1960  before  the  ownership 
ratio  reaches  that  point. 

Breakdown 

In  the  1950  census,  the  associa¬ 
tion  points  out,  the  highest  percen¬ 
tage  of  ownership  was  found  in 
Michigan,  at  67.5,  with  Minnesota 
next  at  66.4.^  New  York  State  was 
placed  last  at  37.9  per  cent,  large¬ 
ly  because  of  the  vast  conglomera¬ 
tion  of  rented  tenements  and 
apartments  in  New  York  City. 


Since  those  figures  were  com¬ 
piled,  the  percentage  of  owners  has 
risen  steadily  in  nearly  all  states, 
including  New  York. 

The  complextion  of  the  national 
housing  inventory  has  changed 
radically  since  1900.  At  that  time 
there  were  7,500,000  owner-occu¬ 
pied  houses  in  the  United  States, 
accounting  for  40  per  cent  of  the 
housing  units.  The  number  is  be¬ 
low  the  volume  of  new  dwellings 
erected  since  World  War  II,  which 
has  reached  8,000,000  units. 

After  a  sharp  decline  during  the 
headaches  of  the  Nineteen  Thirties, 
the  percentage  of  ownership  went 
back  up  to  43.6  by  1940,  account¬ 
ing  for  15,200,000  units. 

Unofficial  estimates  now  place 
the  number  of  housing  units  in  the 
country  at  50,000,000,  with  occu¬ 
pancy  averaging  slightly  more 
than  three  persons  per  unit. 

In  1940,  with  a  population  of 
131,000,000,  the  nation  showed  an 
average  occupancy  of  3.7  persons 
for  each  house. 

{Continued  on  Page  70) 
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Heavyweight  Aluminum  Triple  Track 


i  ■  i 


A  New  High  in  Quality  ...  A  New  Low  in 
Price.  When  you  see  this  fabulous  value, 
you’ll  find  it  hard  to  believe  your  eyes.  You’ve 
never  seen  such  quality  at  this  price.  You’ll 
outsell  anyone  in  town  with  the  value  that 
beats  ’em  all. 

•  Made  of  63-ST-5  Extruded  Aluminum 

•  Air  Tight  •  Rattle-Proof 

•  Stainless  Steel  Spring  Locking  Device 
to  Prevent  Slipping  •  Self  Storing 


(compitti  with  acctstoritt) 
**tlwr  tittt  comparably  low 


fhT^RALCO 


Combination  Heavyweight  Aluminum 

STORM  DOOR 


Engineered  for  comfort,  designed  to  sell, 
it’s  a  best  seller  the  year  round.  Fully 
equipped  with  door  frame  jambs,  stain¬ 
less  steel  hinges  and  screws  and  all 
accessories. 

You'll  like  it  —  and  so 
will  your  customersl 


DURALUM  PRODUaS  CO.,  INC. 

33-25  127  St.,  Flushing  68,  N.  Y. 

Genllemen: 

I  am  interested  in  discussing  the  possibility 
of  a  Q  Dealership  Q  Distributorship 

NAME-..- . TITLE . 


Mkkofy  4417$ 


Q  Asiomblod  Q  Knocked  Down  Q  linoor  longths 


&  Home  Improvement  Dealer 


FIRM . 

BUSINESS . 

AOMFSS 

TFl  NO 

CITY . 

. ZONE . STATE . 

R,  B,  Leonard.)  Inc 

5775  N.W.  35fh  COURT  •  MIAMI,  FLORIDA 


EXCLUSIVE  TERRITORIES  OPEN 


for  Americans  Finest  Awning  Window 


COMPLETELY  WEATHERSTRIPPED 


HEAVY  GAUGE  EXTRUDED  ALUMINUM 

Frame  section  63S-T5  2  Vs”  deep 
for  greatest  strength 


QUICK,  EASY  INSTALUTION 

Simply  tighten  4  screws  in  ready¬ 
made  frame  buck  holes  for  quick 
installation 


SHIPPED  COMPLHE 

Operator  comes  attached  ...  no 
extra  parts — no  adjustment 
necessary.  Cuts  labor  costs 


EASY  TO  GUZE 

All  vent  glass  is  standard  IV' high 
. . .  3  widths  cover  all  12  stock  sizes 


DESIGNED  FOR  INTERCHANGEABLE 
SCREEN  OR  STORM  SASH 


NO  LUBRICATING 

Sash  operating  mechanism  rides  on 
self-lubricating  nylon  plastic  bearings 


Note  —  4  Vents  for  Standard  2-4  Windows 


CONCEALED  HARDWARE 

Housing  keeps  grit  and  dirt  out,  yet 
parts  are  readily  accessible  for 
proper  maintenance 
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»omp/e 


NO  fiKit  nowamkH.  noucoat 

gloM  . . .  «Mi  *»•  ••wily  fariw4  Into  oiiy 
awiil«B  •Itop*  wWioul  momiHi 

thvllitisit* 

NO  HIDNf N  COSTS.  JHmm  am 
€hat9a*-^aa  ‘‘•xlm*’’  In  KOiiCOyS 
pikn.  0*»  o»  ffc*  faelMnd  yen’ll  JJni 
ROUiCOAT  ce*is  yon  Hton  ««y  oHiof 
coil  *lrip  yon  eon  buy. 


ptOMPTSIliPIIBIT  IN  Ml  Size.  Wo  corry 
«H  popnlor  9hm  In  clock.  For  spociol 
sixoor  COO  con  ^  to  ony  datimd  dlmon- 
cion.  right  hoio  In  onr  plottl.  Yonr  ofrior 
fliladl  iminodiotolyl 

IS  ilOi  DUPONT  COIOIS.  Oorgoon*  iowol- 
toon  “DUIOX”  color*  by  Dnpont.  Solid 
cerfor  on  ono  »ido,  |H>Mniing  whbo  on  tho 
othor.  Color*  wooifiordoslod  for  durability 
ond  long  woenr. 


ROU  COATER/.INCORPORATED 
PlNDLETON,  INDIANA  . 

Pbona  Pandleton  531 


j  !  ^ND  f0if  j 

I  ' 

I  "««««,£ 

/  'NO/V/OO^ 

^  AOOSfsj 

f/  c/ry  ~  ■  — 


It UT  Ornamental  Iron 


SEE  THE  DIFFERENCE 


Total  investment  for 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
con  moke  this  offer. 


Would  you 


FOR  A  YEAR  'ROUND 
PROFITABLE 

BUSINESS  4UU  awning, 

Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


^COLUMNS  and  RAILINGS 

*  Manufactured  exclusively  by 

DALLAS  IRON  &  WIRE  WORKS 

6025  Denton  Dr.  P.  O.  Box  7202  Dallas  9,  Texas 


Pa'ent  Prndint  .  Copyriiht  1932 


factor  I E s 


lALOUSlES 


Schwab  Aluminum  Jalousies,  the  heavy  extruded  jalousie  with 
interlocking,  not  overlapping  vanes,  provides  protection  and  beauty 
for  homes,  factories  cind  public  buildings.  The  Schwab  Skylite,  a 
fixed  Glass  panel  at  top  is  also  available  for  ample  light  when 
jalousies  are  closed. 

Schwab  dealerships  for  both  Glass  and  Aluminum  Jalousies  ore 
still  available.  Write  to  - 


)  BREEZEWAYS 
X  WINDOWS 
/  PORCHES 


RcHUfflB) 


JALOUSIE  & 
AWNING  CO 


30  N.  E.  39th  ST.  MIAMI,  FLA. 
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DEALERS  and 
DISTRIBUTORS 


Who  Handle  SHAWNEE  ALUMINUM  STORM  SASH 
Handle  The  Finest  Window  made— at  the  Lowest  Price. 


Now  Ready! 


Casement  storm  sash  sales  can  be  much  more  profitoble  for  you 
if  you  handle  SHAWNEE.  We've  eliminated  your  chief  head¬ 
ache  by  making  installation  easier,  better.  SHAWNEE  cosement 
storm  sash  has  been  engineered  by  men  who  are  completely 
familiar  with  the  problems  involved.  We  have  hod  30  years' 
experience  in  metals.  You'll  find  your  labor,  time  and  costs  lower, 
your  callbacks  and  service  expense  almost  nil. 

Naturally,  this  means 
HIGHER  PROFIT  for  you! 

SHAWNEE  windows  are  made  to  SELL,  too  .  .  .  they're  better 
looking,  neater,  sturdier  than  many  higher  priced  windows.  All 
63  ST  Aluminum  extruded  by  Alcoa.  You  can  sell  them  at  a 
price  to  meet  any  competition,  and  talk  and  show  qualify  to 
your  customers. 

DEALERS:  We  help  you  to  more  sales  and 

higher  profits  with  our  DEALER  PLAN,  including 
sales  literature,  samples,  sizeable  discounts. 

K.  D.  Packages  or  Completely  Assembled 

IMMEDIATE  DELIVERY— we  carry  a  complete 
stock  of  standard  sizes. 

DISTRIBUTORS:  Exclusive  territories  available. 


SHAWNEE  TRIPLE  TRACK  EXTRUDED 
ALUMINUM  COMBINATION  WINDOW 

One  of  the  highest  quality  windows  on  the 
market  today.  Beautifully  designed,  finest 
craftsmanship,  heavy  Alcoa  extrusions. 


SHAWNEE  TRIPLE  ACTION  EXTRUDED 
ALUMINUM  COMBINATION  WINDOW 

Here  is  a  budget  priced  window  with  every 
feature  dealers  have  been  asking  for.  It  looks 
like  top  quality;  yet  you  can  sell  it  to  meet  any 
competition. 


MAIL  THE  COUPON  ...  OR  PHONE  US  TODAY 


METAL 

PRODUCTS  CO. 


1239  -  9th  St.,  N.W.,  Washington,  D.  C. 
Columbia  5-3422  —  3423. 


SHAWNEE  METAL  PRODUCTS  CO 
1239  -  9th  St..  N.W. 

Waitiington  1,  D.  C. 

PLEASE  RUSH  —  without  obligation  —  Litera¬ 
ture,  details  and  prices  on  SHAWNEE  Case¬ 
ment  Storm  Sash.  Q 

SHAWNEE  Double  Hung  Combinations.  G 

NAME . 

COMPANY  . 

ADDRESS  .  . 

DEALER  □  DISTRIBUTOR  □ 


I 

I 

I 

I 

t 


&  Home  Improvement  Dealer 
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SPEED  UP  PRODUCTION 


I  I 


security  ScrMM  Splm* 

KaUmg  Machim* 

SecuniUf 

MIGHTY  MITRE 

•  SAVES  300%  IN  LABOR  COSTS 

•  GAIN  GREATER  SAW  CAPAaTY 

•  SAVES  MATERIAL 

•  3  TIMES  FASTER  THAN  SINGH 
BLADE  SAWS 

Two  saw  blades  cut  two  per¬ 
fectly  mitered  corners  simultane¬ 
ously  with  one  vertical  drop  of 
the  bladet.  Your  eight  foot  rule 
has  adjustable  stop. 

SPEOFICATIONS: 

1- t'A  to  12'  Circulor  Saw  Blodas 

2- 1 H.P.  ilactric  Mefers  (3750  r.p.m.) 
•'  rwla  wMi  odjwttabla  stop 

Farm  blacks  tw  type  of  movMines 
Oray-Milit  pumping  system 


•  SAFELY 

•  UNIFORMLY 

•  ACCURATELY 


Seemiti^ 

SCREEN  SPLINER 

Fabrication  costs  are  cut 
drastically  by  the  use  of 
this  Screen  Spline  machine. 
You  need  no  skilled  operator 
to  run  the  machine.  Your 
screen  splines  will  come 
out  uniformly  and  accurate 
giving  constant  quality 
control. 


Sscwrity  Oval  AVtr*  Cut-Off  Saw 


IMMEDIATE  DELIVERY 

FIELD  MEN  AVAILABLE  FOR  CONSULTATION. 


OFFERING  merchandise  for  an 
impossibly  low  price  will  al¬ 
ways  attract  a  great  many  prospec¬ 
tive  customers  but  this  type’  of 
merchandising  frequently  acts  like 
a  boomerang  and  results  in  angry, 
disillusioned  customers  and  a  bad 
reputation  for  the  advertiser.  Since 
no  businessman  can  possibly  stay 
solvent  and  continue  to  sell  items 
at  a  price  which  is  below  or  at  cost 
or  at  too  low  a  profit  margin,  there 
is  some  sort  of  gimmick  in  prac¬ 
tically  all  of  these  offers. 

*  *  * 

A  favorite  gimmick  is  the  quick 
switch.  The  customer  is  lured  by 
a  low  price  and  calls  for  a  demon¬ 
stration.  The  salesman  shows  the 
customer  a  miserable,  beat  up 
sample  that  looks  and  works  poorly 
which,  of  course,  the  customer  re¬ 
jects.  The  salesman  who  never  ex¬ 
pected  that  the  customer  would  ac¬ 
cept  the  low  priced  but  very  inferi¬ 
or  product  then  informs  her  that  he 
“happens”  to  have  a  much  better 
product  with  him  which  only  costs 
a  “little”  more.  The  better  product, 
how'ever  superior  it  might  be,  is  by 
no  means  the  bargain  that  the 
customer  originally  sought  so  she 
often  turns  the  salesman  out  of  her 
house. 

*  *  * 

This  particular  gimmick  is  now 
being  used  by  a  number  of  televi¬ 
sion  advertisers  selling  certain  sew¬ 
ing  machines  and  vacuum  cleaners. 
Thus  a  Singer  Sewing  Machine  may 
be  offered  as  “Factory  Rebuilt! 
$26.75.”  The  machine  may  actually 
have  been  rebuilt  in  a  factory  but 
not  in  a  plant  of  the  Singer  Sewing 
Machine  Co.  Rebuilt  machines  are 

(Continued  on  Page  32) 
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PRE-COATED  ALUMINUM  STRIP 

FOR  YOUR  PRODUCTS 

Chances  are  COATED  MATERIALS  Pre-Coated  Aluminum  Strip 
is  just  what  you’ve  been  looking  for  to  improve  your  prcxJucts, 
cut  your  production  costs,  increase  your  profits. 

Produced  by  a  new  continuous  prcxess,  COATED  MATERIALS  Aluminum 
is  thoroughly  cleaned,  Alodized  and  finished  in  baked-on  enamels — 
white  on  the  one  side  (if  desired)  and  any  one  of  many  colors  on  the  reverse  side. 
You’re  spared  the  time  and  expense  of  cleaning,  Alodizing,  spraying 
and  baking.  What’s  more,  COATED  MATERIALS  can  be  fabricated  to  any 
desired  shape  without  any  damage  whatsoever  to  the  finish. 

And  by  using  COATED  MATERIALS,  you  can  keep  your 
inventory  investment  to  a  minimum.  You  may  order  in  quantities 
as  low  as  500  pounds  and  still  take  advantage  of  the  savings  made  possible 
by  our  volume  purchasing  and  mass  production. 

Plan  now  to  make  COATED  MATERIALS  your  headquarters  for  pre-coated 
aluminum  strip.  You’ll  sewn  find  it’s  good  business. 

Write,  Wire  or  Phone  for  Complete  Details  and  Free  Samplel 


If  you  desire,  you  mny  furnish  the 
aluminum  ond  we'll  procer.s  it  for  you 
to  meet  your  color  specifications.  The 
charge  for  coating  is  the  same  whether 
we  use  your  oluminum  or  ours. 


&  Home  Improvement  Dealer 


Quincy  Jalousie 
Walls  unloaded 
ready  to  be  in~ 
stalled. 


Installation  completed 
— a  new  room  ready  for 
the  home-owners  use. 


OCTOBER  1953  BUILDING  SPECIALTIES 


We  really  feel  that  the  story  told  by  these  photo¬ 
graphs  needs  little  explanation  to  help  you  catch  the 
enthusiasm  that  is  running  high  these  days  here  at 
Quincy. 

Our  newest  “Clean  Face”  product,  this  fully  pre¬ 
fabricated,  all-aluminum  Quincy  Jalousie  Wall  is 
shipped  to  you  completely  assembled  except  for  the 
glass  vanes.  Even  the  screens  are  in  place.  All  you  have 
to  do  is  set  it  in  the  opening  and  secure  it  in  place  with 
a  moulding.  Think  for  a  moment  just  what  this  means. 
Your  present  storm  window  installation  crew  can  now 
install  jalousie  porch  enclosures. 

What  does  this  do?  It  puts  the  profit  in  and  takes  the 
hidden  costs  out  of  your  enclosure  sales. 

You’ll  find,  as  Quincy  Distributors  have  found,  that 
your  customers  will  be  enthusiastic  too.  They’ll  be  de¬ 
lighted  with  this  all-aluminum  and  glass  Jalousie  Wall, 


its  absence  of  maintenance  problems,  with  nothing  to 
paint  or  rot  and  nothing  to  warp  or  bind  the  jalousie 
hardware. 

This  entirely  new  Quincy  product,  coupled  with  the 
already  proven  Quincy  Tripl-Glide  Window,  the 
Quincy  Clean  Face  Door,  and  the  exceptionally  popu¬ 
lar  Quincy  Jalousie  Door,  provides  the  dealer  with  the 
most  versatile  line  with  which  to  meet  today’s  buyer’s 
market. 

Certainly  we  both  know  that  a  business  never  stands 
still  —  it  either  goes  forward  or  backward  —  and  of 
course,  we’re  interested  in  the  distributor  or  dealer 
who  is  going  forward.  We  feel  that  we  have  demon¬ 
strated  that  we  can  back  him  up. 

If  you  are  interested  in  moving  ahead  with  the 
Quincy  Distributor  —  Dealer  —  Manufacturer  Team, 
then  drop  us  a  card  —  or  better  still,  stop  in  at  the 
factory  to  see  us. 


. 

CLEA1\  FACE  LINE 


HESS 

MANUFACTUDINC 

COMPANY 


OUINCT.  PCNNSYLVANIA 


Storm  Windows  •Storm  Doors  •  Jalousie  Doors*  Jalousie  Wells 
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Corbin  Brings  Out  Low 
Priced  Cylinder  Lock 

The  Corbin  Guardian,  P.  &  F. 
Corbin’s  entry  into  the  low-price 
residential  cylindrical  lock  field, 
was  introduced  recently,  bringing 
to  completion  Corbin’s  program  to 
offer  cylindrical  locks  in  every 
price  range.  Claimed  to  bring  an 
unusually  high  standard  of  quality 
to  the  lower  price  class,  the  new 
Guardian  lock  features  both  hand¬ 
some  appearance  and  “Dura- 
Smooth”  operation.  External  parts 
are  solid  brass,  bronze,  and  alumi- 


ii 


'1 

num.  There  are  no  screws  in  either 
knobs  or  roses.  No  die-cast  parts 
are  used.  All  interior  working 
parts  are  steel,  zinc  plated  and 
dichromated. 

Guardian  locks  are  furnished  in 
all  functions  normally  required  for 
low  -  to  -  moderate  cost  residences. 
Installation  is  self-aligning  and  re¬ 
quires  only  two  standard-size  holes 
and  a  shallow  face-plate  mortise 
to  be  cut  in  the  door.  Fully  re¬ 
versible,  Guardian  locks  are  ad¬ 
justable  to  any  residential  door 
from  1%"  to  thick.  They  can 
be  keyed  alike  or  master-keyed 
with  other  Corbin  locks.  Special 
Boring  Jig,  Boring  Bits  and  Latch 
Front  Mortising  Tool  are  avail¬ 
able  for  quicker  installation. 

Other  members  in  the  Corbin 
cylindrical  lock  family  are  the 
Defender,  announced  in  June  of 


this  year,  and  the  long-established 
Heavy  Duty  Design.  For  more  in¬ 
formation,  write  P.  &  F.  Corbin 
Division,  The  American  Hardware 
Corporation,  Dept.  BS,  New  Brit¬ 
ain,  Connecticut,  U.S.A. 


Cee-Breeze  Develops  New 
Aluminum  Awning 

A  ventilated  aluminum  awning 
with  a  tight  roof  is  now  being 
produced  by  the  Cee-Breeze  Venti¬ 
lated  Aluminum  Awning  Co.,  To¬ 
ledo,  Ohio. 

Designed  specifically  to  permit 
the  proper  ventilation  needed  in  a 


metal  awning  by  employing  a 
unique  louvre  arrangement,  there 
is  no  need  for  any  air  passages  to 
be  built  into  the  roof;  thus,  elim¬ 
inating  any  possible  leakage. 


If  further  information  is  desired 
about  articles  appearing  ir  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


Custom  made  to  fit  any  require¬ 
ment,  the  new  Cee-Breeze  Venti¬ 
lated  Awning  is  finished  in  duPont 
Dulux  baked  enamel  and  comes  in 
any  one  of  fifteen  colors  or  in  any 
combination  of  these  fifteen  colors. 

Cee-Breeze  Ventilated  Alumi¬ 
num  Awning  Co.,  Dept.  BS,  628 
Huron  St.,  Toledo  4,  Ohio. 


Plastic  Finish  For 
Ornamental  Iron 

Tennessee  Fabricating  Co., 
manufacturers  of  cast  and  wrought 
ornamental  iron  products,  an-’ 
nounces  a  new  finish  specifically 
made  for  protecting  metal  surfaces 
from  rust  and  corrosion. 


The  product,  neither  a  paint  nor 
an  enamel,  has  a  plastic  base  that 
literally  “wraps”  metal  surfaces 
in  a  protective  coating. 

Produced  in  black  and  white 
plus  eight  decorator  colors,  the 
finish  can  be  applied  to  ornamental 
iron,  aluminum  and  other  porous 
metals  with  an  ordinary  paint 
brush,  spray  gun  or  by  dipping. 

During  the  expansion  and  con¬ 
traction  of  metal  during  tempera¬ 
ture  changes,  regular  paint  is  not 
elastic  enough  to  expand  or  con¬ 
tract  at  the  same  rate  of  speed. 
The  result  is  a  cracked  surface 
which  allows  moist  air  to  get  to  the 
metal.  Rust  quickly  follows. 

(Continued  on  Page  48) 
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Tliat's  why  CAPITOL  hat  b«coni«  a  rival  for  the 
potirion  of  fop  proifwcor  of  aluminum  tform-tcreen 
doort.  Tho  reasons  spoil  out  p*r-e>f-i-f  for  ovary 
mombor  of  its  widening  distribution  family. 


Competition  is  good  for  business.  Competition  made 
CAPITOL.  Where  rival  componies  shot  for  the 
immediate  conquest,  CAPITOL  prepored  for  the  long 
haul  by  developing  large-scale  production  methods. 
Where  others  concentrated  on  moss  selling,  CAPITOL 
put  its  effort  into  moss  production.  Where  some 
preferred  the  large  profit,  CAPITOL  contented  itself 
with  greater  quality  and  profited  equally  through 
moss  volume.  And,  where  most  looked  to  the  heavens, 
CAPITOL  kept  its  ear  and  principles,  speculations 
and  plans,  squarely  on  the  ground. 


7he  end  result  h  thit:  Today  CAPITOL  is  producing  a 
quolHy  door  in  quantity  .  .  .  dathoring  whan  and  os 
promirad  ...  at  a  price  no  one  can  equal  point  lor 
poinf.  Its  dealerr  and  di$trlhutor$  are  enjoying  a 
soundness  and  fluidity  of  turnover  few  other  brande  can 
match.  Sale*  charts  continue  to  sfww  healthy  progress 
in  spite  of  reputed  market  soHeniug  in  some  areas. 


The  message  is  obvious  to  shrewd  buyers:  To  meet  and 
keat  competition,  CAPITOL  is  the  brand  to  buy. 


If  you  buy  in  carload  lots,  CAPITOL  moy  hove  a 
desirable  distributorship  for  you  with  direct-from- 
foctory  delivery  in  our  own  trucks.  Smaller  quantity 
users  con  also  be  accemmodated  through  strategically 
located  distribution  points. 


BS-10 


A  P  I  T  O  L  M{g.Co..Ine. 


9019  Bridge  St.«  New  Cmeberlcmd,  Penna. 
PHONE:  HARRISBURG  4-3143 


CAPITOL  Mig.  Co..  Inc. 
New  Cumberland,  Penna. 

GenHemen: 

Please  send  full  details. 


6c  Home  Improvement  Dealer 


Presents  a  KD  Plan 

that’s  Mote 

YouVk6(5»;  ProfitaUe 

FOR  YOU! 


ft 


. . .  WHY? 

-  because  it's  the 

SET-UP  YOU'VE 
BEEN  LOOKING  FOR! 

The  JUNIPER  TRIPLE  TRACK 

all  aluminum  cambinatian 

STORM  &  SCREEN  WINDOW 
PiATURSS: 

•  63ST-5  extruded  aluminum. 

•  U-Shape  telescaping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  ony  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  aluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  ony  position  .  .  .  and 
STAYI 

•  Gadget-Free,  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  call  bocks. 

it  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 


ALUMINUM  PRODUCTS.  INC. 

322-324  ELTON  STREET 
BROOKLYN  8,  N.  Y. 
TELEPHONE:  TAylor  7-3519 


Prompt 

Dependable 

Deliveries. 


Hints  To 
SALESMEN 


(From  an  article  on  specialty  selling.) 

rp HE  average  salesman  is  very 
much  like  a  good  big  league 
pitcher.  He  is  a  master  when  it 
comes  to  pitching  a  sale  across. 
Yet,  when  he  is  facing  the  offerings 
of  a  Sales  Manager,  who  is  pitching 
a  deal  to  induce  the  salesman  to  go 
to  work  for  him,  he  does  not  know 
i  how  to  evaluate  the  job  being  of¬ 
fered  him.  So  in  self  defense,  he 
agrees  to  report  back  for  work. 

Then  he  answers  all  the  ads  in 
the  paper,  picks  a  sales- job  on  in¬ 
tuition  and  a  glib  sales  manager's 
talk,  and  when  the  firm  and  the 
j  product  turn  out  to  be  indifferent, 
i  he  goes  to  work  in  an  office  or  shop, 
firmly  convinced  that  selling  is  a 
lousy  profession. 

'  •  •  • 

As  every  salesman  knows,  all 
^  Sales  Managers,  take  over  the  in¬ 
terview,  and  the  salesman  listens. 

I  AFTER  the  Sales  Manager  is 
I  through  “Romancing”  the  prospec- 
I  tive  sales-job,  the  salesman  should 
take  over  the  interview  thus-wise : 
Now’  Mr.  Sales  Manager  do  you 
mind  if  I  ask  you  a  few  questions? 

Here  is  some  of  the  information 
you  should  try  to  extract  from  the 
sales  manager: 

Find  out  how  long  the  company 
has  been  in  business.  If  it  is  an 
ol  company  that  has  stood  the 
test  of  time  and  is  well  organized 
and  financed  your  chances  of  per¬ 
manent  employment  are  consider¬ 
ably  increa.sed  provided  you  are 
able  to  deliver  the  goods.  Ask  in 
i  what  national  magazines  the  prod- 
;  uct  is  advertised.  Advertising  is  a 
I  valuable  support  for  salesmen. 

I  Your  job  will  be  much  easier  if  you 
i  have  the  prestige  of  a  nationally 
;  advertised  product  behind  you. 

I 

*  *  * 

Large  national  retail  sales  vol- 
!  ume  is  usually  an  indication  of  how 

j  (Continued  on  Page  28) 


24 


OCTOBER  1953  BUILDING  SPECIALTIES 


MAIL  THIS  COUPON  TODAY  FOR  COMPLETE  DETAILS! 

National  Awning  ond  Shade  Company 
67  Sudbury  Street 
Boston  14,  Mossocliusetts 

Q  ri«ase  seii4  me  hiM  infoMuatien  «a  dhtribufortliip  bt  my  territory. 

G  Mease  send  me  f«U  iitfonMHoii  on  dealership  in  my  area. 

i  em  mierested  in  SOUUtaCX  □  .  SOLARGUARO  □ 

{ndividrMl  . . .  k..;.  . . .  Title  . 

Rrm 

Street  . . ...^Vw:,,. . 


:-Preductt  note 


No.  of  Soietmen 


Territore 


americas 


awning 


has  all  Ihe  advantages  of  conventional  awnings 

PLUS 

•  Lighfweigilf  aluminuni  coRstnictioii 
o  Collapsible  •  Decorative  color  combinations 
o  Self-storing  o  Ltfetime  baked-on  fbilsbes 

o  Permanent  o  Affords  ventilation 

o  Fire-proof  o  Simple  instaHafion 

o  Sun-proof  o  Weather-proof 

All  AwniflKs  Arc  Available  in  a  Range  of  Six  Colors 

Lisht  grocn  White  Bright  red 

Dork  green  Cream  Brick  red 

Light  blue  Maroon 

They  may  be  hod  in  solid  colors  or  any  combination  of  colors  listed  above. 

Special  frame  installation  makes  SOLARFUEX  a  complota  hurriciHva  pro* 
tectian  covering.  SOLARFLCX  wilt  solve  oil  of  year  casement  window 
awning  problems. 

^  SEE  FRONT  COVER  OF  THIS  ISSUE 


WE  ALSO  MANUFACTURE  AND  SELL 


S^flflliUflffD 


FIXED 

ALUMINUM 

DOOR 

CANOPIES 


AWNINGS 

patTo 

COVERS 

CAR~PORTS 


SOLID  COLORS 
OR  STRIPES 


Sturdily  constmeted  and  avaU*b!e  in  aU  colors  listed  above 
vMder  SOURaEX,  the  SOLARCUARD  fixed  tme  ofters  a 
teautihil  avnUng  in  Hie  lower  itriced  field.  Write  for  details 
today. 


nirai 


iiawHins 


'*lfN®"apsiblc 


OPEN  4 
<#-FOLDED 


DlSTRtBUTORS  WANTED  NOW! 

New  England  sales  have  tripled  since  July 
first.  Why  not  join  now  with  America's 
fastest  growing  awning  manufacturer,  that 
offers  ONE  COMPLETE  LINE,  -  SOLARFLEX 
collapsible  ventilated  aluminum  awnings  and 
SOLARGUARD  FIXED  awnings,  door  can¬ 
opies,  patio  covers  and  carports?  Use  the 
coupon  below  or  telephone  today  for  com¬ 
plete  particulars  on  territories  available 
throughout  the  Middle  West,  the  Middle 
Atlantic,  the  Southern  and  the  South  West¬ 
ern  areas.  Why  not  get  ready  now  to  cash 
in  on  a  best  seller  during  the  approaching 
season?  Don't  delay!  Others  in  your  terri¬ 
tory  may  be  writing  today! 


WATER  TIGHT 


UNIQUE  VENTILATION 


ALUMINUM  AWNINGS 

Toledo  4,  Ohio 


DEALERS: 


The  Awning  of  Distihctibn 


Here’s  your  chance!  Get  In  on  the  ground  floor  of  the  Aluminum  Awning  BusI 
ness.  Cee-Breeze  is  the  finest  engineered,  fastest  selling  awning  on  the  market 
Don’t  be  content  with  small  soles  and  low  profit.  Increase  your  sales  and 
make  yourself  some  real  money  with  Cee-Breeze,  “The  Finest  Awning  under 
The  Sun”.  Choice  territories  open.  Mall  Coupon  today  for  full  particulars 


Unique  louvre  design  allows  on 
abundance  of  air  circulation  while 
providing  maximum  protection 
against  all  weather  conditians.  Cee> 
Breeze  keeps  out  direct  eye  irritat¬ 
ing  sun  rays  yet  admits  a  pleasing 
amount  of  soft  indirect  light.  Cee- 
Breeze  eliminates  that  dreary  inside 
atmosphere  so  prevalent  in  ordinary 
awnings.  Performance  Is  Proof.  In¬ 
quire  today  about  our  Sales  Program 
fof  Dealers. 


Cee-Breeze  interlocking  panel  design  provides  an  awning  roof  entirely  free  from 
any  possible  leakage.  A  water  tight  roof  with  the  strength  to  withstand  the 
heaviest  storms.  These  qualities  plus  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish  put  Cee-Breeze  Awnings  in  a  class  by  themselves.  Here's  an  awning 
you'll  be  proud  to  sell,  at  a  cost  lower  than  any  of  the  various  metal  awnings  on 
the  market,  on  a  quality  basis. 


!■■■■■■ 


Aluminum  and  Fiber  Glass  Awning  Manufacturers  . . . 
Here’s  How  CEE  BREEZE  Will  Save  You  Money 


Roll  Formed  Aluminum  CHANNEL  SECTION  available  in  10  to  30  foot 
lengths,  High  Gloss  baked  enamel  finish,  fifteen  colors  to  choose  from  or 
unfinished  if  desired.  Interlocking,  snap-on  design  proves  the  channel 
ideal  for  use  in  the  construction  of  aluminum  awnings  and  canopies.  Other 
uses  include  interior  or  exterior  wall  covering,  partitions,  cabinets,  etc. 
See  Pictures  1  and  2. 


1 — Chortnel  $ectiori — 0.025 
Aluminum. 


2 —  Channel  overlap, 

3 —  Hal  section — 0.040  to 
0.051  Aluminum  or  Steel. 

4 —  Hal  section  punched. 

5— 6 — Hot  section  corner  joint^^ 


Roll  Formed  Aluminum  HAT  SECTION  available  in  10  to  30  foot  lengths.  High  Gloss 
baked  enamel  finish.  Comes  in  any  one  of  four  colors,  or  unfinished  if  desired.  Especi¬ 
ally  applicable  for  use  in  the  construction  of  framework  for  aluminum  and  Fiber  Glass 
awnings  and  canopies.  Very  practical  for  structures  such  as  racks,  benches,  and 
support  structures  for  piping  and  lighting  equipment.  For  the  latter,  the  section  is 
also  available  in  steel  unpainted.  See  Pictures  3  thru  5. 

Your  design  may  have  inherent  possibilities,  consider  the  following:  lower  cost,  both 
in  material  and  labor;  fewer  fabricating  operations;  production  speed  up;  greater 
functional  efficiency;  increased  strength  and  improved  appearance.  Our  engineering 
department  will  be  most  willing  to  assist  you  in  solving  your  problems. 


Cee-Breeze  Aluminum  Awning  Co. 

628  Huron  St.,  ADoms  1116 
Toledo  4,  Ohio 

I  I  I  wont  Dealership.  Send  information  on 
the  Cee-8reeze  Q  Hat  section,  Q  Channel 
section,  Q]  Hat  and  Channel  sections. 


The  beauty  of  them  all.  The  “Finesse' 
offers  dealers  three  most  important 
features— Quality,  Price,  Delivery! 
And  of  course,  the  result  has  been 
MORE  SALES,  MORE  PROFITS. 


Combination  window.  Full  extruded 
aluminum.  Self-storing  and 
interchangeable—  glass  or  screen  on 
top,  bottom,  in,  or  out— with  sliding 
inserts.  Overlap  or  blind-stop. 
Special  weather  seal  cams. 

Easily  installed. 


Every  house  is  wonderful  with 
“Finesse.”  Windows  are  available 
assembled  or  KD.  With  KD  plan 
total  cost  is  under  $10.00  for  24  x  24 
2-lights.  This  includes  all 
materials:  glass,  screens,  labor,  etc. 
Remember  that  low,  low  price. 


Combination  door.  The  light  weight 
door  with  the  heavy  wall  thickness. 

No  buckle,  no  twist,  no  stick. 
Available  in  I-pane  or 
2-pane  styles. 

All  dealers  who  are  interested  in 
more  sales  and  more  profits, 
send  today,  for  complete 
information.  Don’t  wait.  Ask 
about  the  new  “Finesse”  awnings  too. 

Small  da€Uer  inquiria*  inrited» 


Hints  to  Salesmen 

{Continued  from  Page  2A) 

successful  the  company  is.  If  you 
are  interested  in  latching  on  to  a 
successful,  fast-moving  outfit,  a$dv 
for  the  figures  in  dollars  or  unit- 
wise  of  the  company’s  national  re¬ 
tail  sales  volume  and  also  that  of 
the  office  or  branch  for  which  you 
will  work. 

Get  a  line  on  how  the  company's 
retail  price  stacks  up  against  that 
of  its  competitor.  An  unwisely 
priced  product  sometimes  imposes 
I  an  unnecessary  handicap  on  its 
salesman.  If  the  company  cuts 
!  prices  to  meet  competition  who 
I  stands  the  cut,  you  or  the  com¬ 
pany?  If  it  doesn’t  cut  prices,  that’s 
something  to  consider  also. 

•  •  • 

You  should  also  inquire  about 
the  extent  of  your  territory  and 
whether  you  have  to  share  it  with 
another  man.  Your  territory  may 
not  be  large  enough  or  too  sparse¬ 
ly  populated  to  be  worth  while. 

Your  possibilities  for  advance¬ 
ment  are  extremely  important  so 
i  ask  whether  promotion  to  assistant 
manager,  dealer,  contact  man,  etc. 

I  is  made  through  the  ranks,  by 
I  merit,  or  does  the  company  take  in 
i  men  from  the  outside  to  fill  these 
I  positions. 

I  If  you  feel  yourself  capable  of 
I  advancing  to  the  position  of  a  deal- 
J  er  find  out  what  your  chances  are 
of  owning  your  own  business,  how 
long  it  would  take  to  become  a 
dealer  and  what  dealerships  are 
open  in  your  territory. 

•  •  • 

Of  course,  you  will  inquire  about 
the  commission  rates  and  how  and 
when  they  are  paid.  Some  com¬ 
panies  have  rates  and  methods  of 
payment  that  are  unsatisfactory  to 
salesmen  and  it  is  wise  to  satisfy 
yourself  about  this  problem  in  ad¬ 
vance. 

Some  salesmanagers  like  to  paint 
a  glowing  picture  of  dazzling  finan¬ 
cial  success  for  their  prospective 
salesmen  and  cite  the  earnings  of 

{Continued  on  Page  32) 
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WEATHERSTRIPPEDfJALOUSIES 


THE  FIRST  COMPLETELY  VINYL 


With  Denison  KD  (knockdown)  units  you 
save  on  shipping  costs,  storage  space,  stock 
requirecLHead  and  sill  availal)le  in  4"  incre¬ 
ments,  janibs  in  3'/2  '  increments  .  . .  stipply 
imv  size  window  or  door  with  simple  saw  cut. 


Hugged  extruded-aluminum  construction 
weatherstripped  storm  sash  intt  rchange- 
ahle  with  recessed  screen,  sloping  sill  i»re 
features  that  sell.  .  .  and  these  exclusive 
features  make  new  customers  for  you  .  .  . 


Patented  udiustable 
tension-seal*  “louver 
clip“  “  *  provides  pos¬ 
itive  sealinff  of  K>u- 
vers  .  .  .  dbninates 
air,  water  infiltration 
. . .  prev  ents  rattling. 


Se\  en  packaged  KD 
Sennits  take  no  more 
.space  than  one  as- 
^^semhled  window. 


Specially  built  inte¬ 
gral  drip  cap  with 
full  overhang  directs 
r;iiii  and  roof  drain¬ 
age  away  from  lou¬ 
vers.  ^ 


^()nl>  a  screwdriver 
and  8  screws  needed 
for  simple  assembly 
of  Denison  KD  units. 


^JN>^Class  louvers  slide 
into  place  ...  are  held 
V^secure  with  e.vclu- 
■  'Sive  tension-seal® * 
louver  clip“““ 


^QoaiDlete  weather- 

I^sliipping  on  jamb*as 
^well  as  head  and  sill 
'  for  protection  in  any 
climate. 


•  ‘Par.  AppHed  Fur 
•Copyright  1953  Denison  Corp. 
Patented 


^  DENISON  CORPORATION 
[I  Dept.  BS-1 
I  1890  N.  E.  146th  Street 
I  North  Miami,  Florida 

I  Please  send  me  full  information  on  Denison  Jalousies. 


Denisou  Jalousie  provide  new,  sparkling  beauty^ 
for  regular  window  opefiing|l«;^,.:t}»^'iare  used 
for  doors  . . .  convertopea  pcHicli^id  year-’rbundl  3'"- 
all-purpose  rooms  .  .  .  make  Iweezeways  more 
useful. 

ESTABLISH  YOURSELF  IN  THIS  PROFITABLE  NEW  MARKET  NOW! 


Nome, 


I  Company. 


Address 


WEATHERMASTER  JALOUSIES  DIVISION  OF  j 


THE  TRADEMARK 
OF  QUALITY! 

]  It's  stamped 
j  on  the  sill. 


DEALERS  •  DISTRIBUTORS 
Certain  desirable  territories  are  avoiloble 
MAIL  THIS  COUPON  TODAY! 


&  Home  Improvement  Dealer 


II 


OJLA.aLA.SS  EQUIPMhXT 


COMPANY,  INC. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 


FOR  BIGGER  PROFITS! 


Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


•  For  exceptional 
weather-tight  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


OUR  "NEW  BABY"  IS  MAKING  MONEY! 


a  profit-making  addition 
to  the  Cadillac 


dealer  family 


*  Engineered  for  trouble-free 
operation. 

*  Heavy  duty  extrusions  throughout. 

•  Permanent  outside  installation. 

•  Nothing  to  remove  when  cleaning 
glass. 


^  ^  with  the 
FULL  LENGTH  PIANO  HINGE 
and  SPECIAL  EXTRUDED  KOROSEAL 

WEATHER  STRIP  CHANNEL 


CADILLAC 


Inquiries  for  Franchise  privi¬ 
leges  are  invited  from  well¬ 
rated  and  fully  established 
storm  sash  dealers  and  dis¬ 
tributors. 

MANUFACTURED  IT 
JERITH  MANUFACTURING  CO.,  Inc. 


NATIONALLY  DISTRIBUTED  BY 


JERITH  SALES  CO 


AlUHINUH  COMBINATION 
STORM  WINDOWS 
i  AND  UREtNS 


202S  E.  BOSTON  STREET 
PHILADELPHIA  25.  PA. 
TELEPHONE:  GArFIELO  3-1407 


'The  Monarch  of  Thom  All' 
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DESIGNED  FOR  COLD  WEATHER  CLIMATE! 


Rid9c  chonnel  .  .  .  the  rid9e 
meshes  with  the  embossed 
louvre  pockets  to  torm  on 
obsolutely  ti9ht  weather 
seol. 


Lorge  bronxe  beorings  .  .  . 
thot  insure  trouble-free  op¬ 
eration  —  odd  long  life  to 
your  window  no  further 

mointenonce  required. 


Embossed  louvre  pockets 
that  mesh  with  the  ridged 
channel  —  no  light  shows 
through  —  tight  weather 
seal. 


MAIL  THIS  COUPON  TODAY! 


Louvred  Window  Hardware! 

...  America ’s  largest 
selling  lowest  cost 
louvred  window! 


ONLY  SUN-SASH  gives  you  all  these  outstanding  EXCLUSIVE 
features  in  the  QQI  PATENTED  "Side-Seoi'' * 
louvred  window  hardwarel 


•  Largest  bron*  b»arliigs  .  .  . 

that  insure  trouble-free  easy 
operation.  These  large  bronze 
bearings  insure  longer  life  to 
your  window. 

•  PaMliig  .  .  .  with  the  new 
"Side-Seal”  unit  SUN-SASH  can 
be  repainted  up  to  three  (3) 
coats  of  ordinary  house  paint — 
no  rubbing  on  the  sides. 

•  Ploatlug  aetlo0  .  .  .  exclusive 
concealed  dual  operating  rods 
working  in  perfectly  balanced 
coordinated  opposite  directions 
means  easier  positive  operation. 
A  strong  rugged  handle  is  easily 
operated  with  one-linger  control 
...  no  gears  to  strip  or  pins 
to  break  with  SUN-SASH. 


•  Ridged  eftonnef  .  .  .  the  ridge 
meshes  with  the  embossed  louvre 
pockets  to  form  an  absolutely 
tight  weather  seal.  The  patented 
SUN-SASH  "Side-Seal"  makes 
all  other  louvre  windows  ob¬ 
solete.  —  No  light  shows  thru! 

•  Pressure  scaling  .  .  .  when  all 
glass  louvres  are  closed,  a  cam 
action  seals  the  glass  against 
glass  under  terrific  pressure. 

•  Wide  louvres  ...  the  SUN- 
SASH  6"  louvre  blades  gives 
better  visibility,  are  easier  to 
clean  from  the  inside,  keeps 
glass  replacements  to  a  mini¬ 
mum,  and  furnishes  better  air 
and  weather  control. 


DEALERS  .  .  .  before  you  buy  any  louvred  w-indow,  compare  SUN-SASH 
exclusive  patented  features  —  the  value  —  the  low  cost  and  adaptability 
of  this  largest  selling  louvred  window.  Write  today  for  more  information, 
prices  and  details  of  how  you  can  become  a  SUN-SASH  Dealer. 

♦PATENTED  BY  NACO 


Please  rush  me  information  on  how  I  can  become  a 
SUN-SASH  Dealer. 


NAME. 


SUN-SASH  COMPANY 


ADDRESS. 


38  Park  Raw  New  Yark  38,  N.  Y. 


CITY. 


STATE. 
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COMPARE  SemW:  FEATURES 


EXCLUSIVE  . . .  4~tvay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 


•  63  ST-5  Extruded  aluniiiium  •  Stainless  steel  springs 


•  Self-storing 

•  3  Sliding  Inserts 

•  Alelad  screening 


•  Finger-tip  Control 

•  Weatlierstripped  sills 

•  AH  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write: 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


On  the  House 

(Continued  from  Page  18) 

sold  for  $60  by  Singer  and  only  in 
its  own  1200  sewing  centers.  The 
salesman  then  shows  up  at  the 
home  of  the  prospect  with  a  very 
old  machine  and  then  tries  to 
switch  her  to  a  new  sewing  ma¬ 
chine  that  is  terribly  overpriced  and 
often  breaks  down  shortly  after 
the  sale.  This  kind  of  racket  used 
to  be  practiced  by  phony  dealers 
in  the  window  business  but  fortun¬ 
ately  this  practice  is  dying  out  be¬ 
cause  of  the  activity  of  the  Better 
Business  Bureaus,  aided  by  legiti¬ 
mate  dealers  and  others  in  the 
storm  window  industry  who  realize 
that  no  industry  can  hope  to  flour¬ 
ish  without  the  confidence  of  the 
public. 


Hints  to  Salesmen 

(Continued  from  Page  28) 

their  top  salesmen.  They  seldom 
mean  to  deceive  you  but  they  just 
can’t  help  putting  things  in  the 
most  optimistic  light  possible.  You 
will  do  both  yourself  and  the  sales- 
manager  a  good  turn  if  you  ask 
him  for  the  average  weekly  earn¬ 
ings  of  the  top,  middle  bracket, 
and  lowest  salesmen.  This  should 
give  you  a  better  idea  of  where  you 
might  fit  into  the  scheme  of  earn¬ 
ings  possible  with  that  particular 
company. 


•  •  • 

If  the  company  has  a  sales  train¬ 
ing  program  that  is  something  you 
should  know  about  since  such  a 
program  can  be  of  great  advantage 
to  you  and  mean  more  successful 
sales  and  higher  earnings. 

Take  into  consideration  the  in¬ 
tegrity  of  the  Company,  the  possi¬ 
bilities  of  advancing  to  become  an 
executive  or  have  a  dealership  of 
your  own,  and  the  rate  of  money 
return  to  you  for  sales  effort  ex¬ 
pended.  If  the  answer  is  yes  to 
(Continued  on  Page  110) 
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. ...  NOT  A  SUBSTITUTE,  BUT 
A  RICH,  FULL  8  INCH  LAP  SIDING 
THAT  ENHANCES  THE  BEAUTY  OF 
ANY  TYPE  HOME-OLD  OR  NEW 
—  StUeA 


AMERICA’S  BIG  PROFIT 
SIDING! 


—  "Ho- 


PHONE  •  WIRE  •  WRITE 
Yountstown  Riverside  7-3250 


—  "H«-  Svtoiec  ‘PjtoiUtK 


NATIONAL  OISTRIBUTORS 
3180  BELMONT  AVENUE  .  YOUN6STOWH,  OHIO 


THE  TRADITIONAL  LAP  SIDING 
WITH  THE  PRE-PAINTED 

Baked  Enamel  Finish 
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K.D.  PLANT  OPERATORS  TO  MAKE 


STAYLITE  FIBERGLASS  awnings 


SMALL  INVESTMENT  . . . 

makes  you  an  awning  manufacturer  so  you  can 
retail  or  supply  your  dealer-organization 
with  a  profitable  companion  product. 
Many  successful  K.D.  plants  (names  on 
request)  now  in  operation.  Simple  to 
fabricate  —  easy  to  install.  A  big 
sales  builder  because  no  other 
awning  offers  these  exclusive 
advantages  .  .  . 


LOOK  AT  THESE 

SELLING  POINTS 


Rugged  Fiberglass,  also  used  for  boats, 
car  bodies,  fishing  rods,  etc. 

Shuts  out  glare  but  lets  soft  light  filter  through. 
Impregnated  colors  cannot  chip  or  peel. 

Nothing  to  deteriorate,  nothing  to  rust. 

For  windows,  patios,  door  shelters,  etc. 

Lighter  than  aluminum  .  .  .  stronger  than  steel. 


EXCLUSIVE  TERRITORIES 


Only  o  limitsO  number  of  plants  still  available, 
due  to  our  recently  expand^  facilities  .  .  e  you 
must  act  at  once  to  be  in  operation  by  spring. 


WRITE  OR  CALL 


Dealers  —  Write  for  Address  of  Your  Nearest  Supplier 


STAHL  INDUSTRIES,  Inc. 

,  PRIME  MANUfACTURiRS  Of  flBtROLASS  PANILS  ' 

807  MARKET  ST.,  YOUNGSTOWN,  OHIO  -  PHONE  Rl.  6-7687 
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Home  Owners  Spending 
Freely  On  Improvements 

Federal  Reserve  Board  Study  Shows 
Expenditures  On  Home  Range 
from  50  To  500  Dollars 


A  FEDERAL  RESERVE 
BOARD  study  indicates  that 
a  strong  consumer  demand  for 
housing  will  continue  through 
1953. 

Reporting  on  the  results  of  a 
survey  made  earlier  this  year,  the 
board  said  a  large  number  of  con¬ 
sumers  were  considering  the  pur¬ 
chase  of  a  home  during  1953.  The 
elements  underlying  housing  de¬ 
mand  still  were  strong  in  the  first 
months  of  the  year,  it  declared. 

The  board  said  a  larger  propor¬ 
tion  of  the  consumers  intended  to 
buy  houses  during  1953  then  had 
intended  to  buy  them  during  1951 
and  1952.  “Those  planning  to  buy 
this  year  expected  to  pay  about  the 
same  amount  for  their  houses  as 
was  paid  on  the  average  in  1952,” 
it  added. 

But  the  board  found  that  the 
number  of  people  planning  to  make 
major  improvements  and  repairs 
in  1953  was  only  about  half  as 
large  as  the  number  that  actually 


had  made  such  outlays  last  year. 
The  board  was  unable  to  compare 
1952  and  1953  intentions  since  this 
marked  the  first  time  that  it  had 
investigated  improvements  and  re¬ 
pair  plans. 

Plans  for  spending  $500  or  more 
during  1953  were  almost  as  com¬ 
mon  as  actual  outlays  of  such 
amounts  in  1952,  the  board  said. 

19.53  Expenditures 

“The  total  number  of  families 
making  some  outlays  for  improve¬ 
ments  and  maintenance  in  1953 
will  probably  be  considerably 
greater  than  indicated  early  in  the 
year  since  a  very  substantial  num¬ 
ber  of  smaller  but  unforseen  ex¬ 
penditures  is  likely  to  be  made,”  it 
said. 

About  12  million  home  owners 
spent  at  least  $50  on  their  houses 
last  year  and  about  one-third  of 
these  spent  $500  or  more,  the  board 
noted. 


Discussing  the  market  for  new 
houses,  the  board  said  that  pros¬ 
pective  buyers  were  concentrated 
in  the  same  groups  that  have  been 
active  in  the  market  since  World 
War  II. 

“About  60  per  cent  of  prospec¬ 
tive  purchasers  were  younger  mar¬ 
ried  couples  (under  45),  although 
they  made  up  less  than  40  per  cent 
of  the  population.  Veterans  con¬ 
tinued  to  show  more  interest  in  the 
housing  market  than  non-veterans. 
Nearly  one-half  of  those  planning 
to  purchase  houses  in  1953,  as  in 
recent  years,  were  veterans  of 
World  War  II.” 

Here  are  other  highlights  of  the 
board’s  findings: 

1.  The  proportion  of  homes  val¬ 
ued  at  $12,500  or  more  rose  from 
2  in  10  in  early  1949  to  3  in  10  in 
early  1953. 

2.  Nearly  one-half  of  the  home 
owners  had  mortgage  debt  in  early 
1953,  about  the  same  proportion  as 
four  years  earlier.  But  the  aver- 
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Bankets  And  Economic  Expeits  Expect  Prosperity 
To  Continne  With  Slight  Decline  Hero  And  There 


age  size  of  the  mortgage  has  risen 
from  about  $3,700  to  nearly  $4,500. 
At  the  beginning  of  this  year, 
about  two-fifths  of  the  mortgages 
on  owner-occupied  houses  amount¬ 
ed  to  $5,000  or  more  as  compared 
with  about  one-third  of  the  mort¬ 
gages  four  years  earlier. 

3.  Four  out  of  10  families  were 
paying  $50  a  month  or  more  in  rent 
by  early  1953,  as  compared  to  less 
than  2  in  10  in  1948.  Average  rent 
payments  amounted  to  about  14 
per  cent  of  the  average  money  in¬ 
come  of  renting  families,  against 
12  per  cent  five  years  earlier. 


The  economy  is  “very  healthy” 
and  there  is  a  “great  possibility 
of  a  pickup”  in  economic  activity, 
W.  Harold  Brenton,  president  of 
the  American  Bankers  Associa¬ 
tion,  said  recently. 

Mr.  Brenton,  who  was  in  Wash¬ 
ington  for  the  opening  of  the  79th 
annual  convention  of  the  ABA,  de¬ 


scribed  the  economy  as  being  “not 
on  an  upgrade  —  we’re  on  a  pla¬ 
teau.” 

Conceding  that  there  might  be 
some  slideoffs  from  the  plateau,  in 
the  case  of  individual  industries 
the  ABA  president  expressed  hope 
that  the  Government  w’ould  “let 
nature  take  its  course”  if  there  are 
slideofTs. 

Mr.  Brinton  explained  that  the 
country  has  become  too  accus¬ 
tomed  to  inflation,  which  is  too 
easy.  If  some  industries  slow  down, 
“we  might  jump  in  to  do  some 
things  when  nature  should  take  its 
course,”  he  declared.  Expressing 
confidence  in  Administration  offi¬ 
cials,  Mr.  Brenton  nevertheless 
said  that  the  public  might  demand 
steps  that  should  not  be  taken. 

“Let  the  adjustments  take 
place,”  he  said. 

Mr.  Brenton’s  remarks  today 
preceded  a  busy  three  days  during 
which  some  7,000  to  8,000  bankers 
heard  high  Government  officials 
discuss  their  economic  programs 
for  the  nation. 

Home  Expansions 

At  a  press  conference.  President 
Brenton  saw  little  to  be  concerned 
about  in  the  national  economic  out¬ 
look.  There  should  be  a  pickup  in 
housing  through  expansion  of  ex¬ 
isting  homes,  he  said.  Further¬ 
more,  it  would  not  be  necessary  to 
liberalize  FHA  and  GI  mortgage 
terms  to  have  such  an  expansion. 

The  Government  should  not  have 
to  issue  another  regulation  limit¬ 
ing  consumer  credit,  such  as  Regu¬ 
lation  W  of  the  Federal  Reserve 
Board.  “Let’s  learn  to  police  our¬ 
selves,”  he  declared. 

The  increase  in  interest  rates  is 
purely  a  “supply  and  demand  situ¬ 
ation,”  the  ABA  president  said. 

{Continued  on  Page  70) 


TV's  Comedian  "Mi.  Peepeis"  Popnlarizes 
Aluminum  Stoim  Windows  and  Doois 


Wally  Cox,  one  of  America's  favorite  TV  comedians,  is  shown  here  examining  combina¬ 
tion  storm  sash  and  doors  used  to  demonstrate  the  many  uses  of  aluminum  products  on 
the  actor's  Sunday  night  show  sponsored  by  the  Reyno''*'s  Meta'-  Co.  Popularity-wise, 
surveys  reveal  that  Mr.  Peepers  is  one  of  the  most  seen  shows  on  TV,  dialed  in  to  seven 
and  one-half  million  homes  weekly.  This  means  that  approximately  20  to  23  million  people 
watch  Mr.  Cox.  The  show  is  broadcast  from  more  than  50  stations  of  the  NBC  network, 
coast  to  coast.  Traceable  response  reveols  that  Mr.  Peepers  has  been  extremely  successful 
as  a  selling  vehicle. 

The  program's  commercials,  usually  of  the  demonstration  variety,  are  handled  by  the 
well-known  announcer,  Rex  Marshall.  On  the  show  devoted  to  aluminum  storm  sash  and 
doors,  Mr.  Marshall's  commercial  was  as  follows:  "I'd  like  to  show  you  one  of  the  many 
ways  aluminum  can  increase  the  value  of  any  home— —old  or  new.  Aluminum  combination 
storm  windows  .  .  .  aluminum  combination  storm  doors.  They  increase  a  home's  volue 
because  they  make  it  more  comfortable,  in  a  decidedly  economical  way.  These  storm 
windows  save  a  lot  of  time  and  trouble  because  you  never  hove  to  take  them  down  .  .  . 
they're  self-storing.  They  fit  tight  .  .  .  and  so  does  an  aluminum  storm  door  .  .  .  because 
aluminum  will  never  warp,  or  tog,  or  swell,  or  bind.  It  won't  rot  or  split,  either.  And  it 
won't  rust— ever  .  . 
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Dealer  Association  Formed  in  Houston 
to  Check  Unfair  Practices 


SPURRED  by 
uncovering 
widespread  “gyp¬ 
ping”  and  Title  1 
abuses,  improve¬ 
ment  contractors 
themselves,  their 
lending  institu¬ 
tions,  their 
wholesalers,  their 
distributors,  the 
trade  associa¬ 
tions  and  even  certain  of  the  build¬ 
ing  crafts  in  Houston,  Texas,  are 
flocking  to  the  newly-raised  stand¬ 
ard  of  the  Improvement  Contrac¬ 
tors’  Association,  Inc, 

This  trade  association  for  the 
alleviation  of  some  of  the  grow¬ 
ing  pains  being  experienced  by 
the  still-infant  home  improvement 
industry  was  a  natural  outgrowth 
of  all  of  the  evils  growing  out  of 
uncontrolled  access  to  FHA  Title  1 
funds  by  almost  any  type  of  con¬ 
cern  or  individual.  (See  Building 
Specialties,  July,  1953). 

Meeting  Called 

Working  closely  with  the  Better 
Business  Bureau  of  Houston,  who 
released  to  the  newspapers  the  in¬ 
creasing  load  of  complaints  about 
abuses  such  as  those  enumerated 
in  Assistant  Commissioner  Arthur 
J.  Frentz’  article  in  July  Building 
Specialties,  an  industry-wide  meet¬ 
ing  was  called  in  an  oil  company 
auditorium  by  several  established 
home  improvement  firms.  An  over¬ 
flow  crowd  resulted. 

After  a  thorough  accounting  by 
BBB  officials  of  the  type  of  com¬ 
plaint  they  were  receiving  and  re¬ 
sults  of  their  investigation  of  the 
majority  of  the  more  serious 
abuses,  the  Houston  director  of 
the  FHA  insuring  office  and  his 


Title  1  representative  outlined 
what  steps  could  be  taken  to  ma¬ 
terially  reduce  the  evils. 

Realizing  that  specific  action 
was  necessary  promptly  and  that 
a  long-range  program  of  discipline 
within  the  industry  itself  and  of 
public  education  were  vital  ad¬ 
juncts  of  a  really  effective  pro¬ 
gram,  all  actions  of  the  meeting 
were  directed  along  this  channel. 
It  was  also  felt  that,  while  a  local 
organization  would  be  needed  in 


IN  July  of  this 
year,  an  or¬ 
ganization  known 
as  the  “Window 
and  Awning  As¬ 
sociation,  Inc.” 
was  set  up  in 
St.  Louis,  Mo., 
spurred  by  the 
efforts  of  Mr.  J. 
Inger  of  the 
Home  Comfort 
Roofing  and  Siding  Co,,  of  that 
city.  Since  this  represents  an 
important  step  forward  in  a  con¬ 
certed  attempt  to  solve  the  prob¬ 
lems  common  to  a  group  of  home 
improvement  dealers,  Mr.  Inger’s 
remarks  concerning  the  inception 
of  the  organization  in  his  city  are 
of  particular  interest  to  dealers 
everywhere. 

The  question  has  been  asked  .so 
many  times — “Why  an  organiza- 


each  community  for  on-the-hand 
reports  and  action  on  purely  local 
matters,  a  nation-wide  group  of 
local  chapters  would  both  be  more 
effective  and  a  more  feasible  pro¬ 
cedure. 

Accordingly,  with  the  full  co¬ 
operation  of  the  local  FHA  office; 
of  the  Title  1  lending  institutions 
represented  at  the  meeting;  of 
building  specialties  and  building 
materials  manufacturers  and  dis- 
(Continued  on  Page  74) 


tion  of  building  specialty  dealers?” 

In  a  letter  to  members  and  pros¬ 
pective  members  of  the  St.  Louis 
association,  Mr.  Inger  formulated 
a  provocative  and  highly  signifi¬ 
cant  answer.  “If  I  thought,”  he 
stated,  “that  we  were  to  form  an 
organization  in  the  city  of  St. 
Louis  and  stop  there,  I  would  be 
only  mildly  interested.  I  would  be 
interested,  of  course,  from  the 
standpoint  of  knowing  that  we 
were  strong  enough  to  police  our 
local  dealers  to  prevent  dragging 
the  business  down  and  instead  try 
to  place  it  on  a  higher  level.  That 
is  fine.  Continual  efforts  should  be 
made  to  place  the  bu.siness  on  a 
higher  level. 

“I  would  also  be  interested  in 
the  formation  of  the  organization 
in  order  to  facilitate  our  relations 
and  dealings  with  the  union.  That 
also  is  fine,”  (Cont.  on  Page  88) 


SL  Lonis  Dealer  Sparks  New 
Regional  Dealer  Association 


J.  Inger 
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Moisture  Control 


From  Data  Furnished  By 
Notional  hGneral  Wool 
Association 


DIRECT-TO-CONSUMER  sales¬ 
men  in  the  home  improvement 
industry  are  key  figures  in  Big 
Business  —  “big”  by  any  yard¬ 
stick,  for  house-to-house  sales 


Loose  construction  of  old-fashioned  houses 
prevented  excessive  humidity. 

mount  annually  above  the  billion- 
dollar  mark.  And  in  the  home 
improvement  lines,  as  in  any  big 
business,  competition  for  the  con¬ 
sumer’s  dollar  is  keen.  To  get  his 
share  of  that  dollar,  the  home  im¬ 
provement  dealer  must  take  ad¬ 
vantage  of  every  opportunity  to 
offer  the  “extra”  service  that 
means  customer  satisfaction  and 
sound  health  for  the  home  im¬ 
provement  industry. 

The  problem  of  moisture  con¬ 
trol  in  the  modern  home  opens 
an  avenue  for  the  salesman  to 
offer  just  such  a  service  —  a  serv¬ 
ice  that  is  of  real  benefit  to  the 
home  owner  and  that  leads  to  in¬ 
creased  sales  of  home  improve¬ 
ments  such  as  insulation,  storm 
windows,  weather  stripping,  ex¬ 
haust  fans,  de-humidifiers  and  the 
like.  In  cooperation  with  the 


National  Mineral  Wool  Associa¬ 
tion  —  whose  booklet,  “How  to 
Control  Moisture  in  the  Home,” 
by  Engineer  Frank  E.  Parsons, 
is  the  latest  and  most  authorita¬ 
tive  in  the  field  —  Building  Spe¬ 
cialties  offers  this  series  of  articles 
on  moisture  control  as  a  service  to 
the  home  improvement  salesman 
and,  through  him,  to  the  American 
home  owner: 

First:  Why  moisture  control? 
Why  is  there  a  problem  of  exces¬ 
sive  moisture  in  the  modern  home? 

Years  ago,  excessive  humidity 
posed  no  problem  for  the  home 
dweller.  Houses  were  bigger,  more 
loosely  constructed.  Air  circulated 
through  and  around  windows  and 
doors  and  up  chimneys.  Excessive 
humidity  would  seldom  develop  in 
such  houses. 


In  today's  tightly  constructed,  insulated 
house  condensation  becomes  a  severe 
problem. 

But  times  and  houses  have 
changed.  Today  the  tendency  is 
to  construct  tight  dwellings  of 
modest  size.  Homes  are  insulated, 
calked,  weather-stripped,  equipped 
with  storm  sash  and  storm  doors 
to  make  them  more  comfortable 
and  easier  to  heat.  If  they  are  not 
built  with  these  aids  to  better  liv¬ 
ing,  the  home  owner  adds  them, 
buying  them  often  through  door- 
to-door  salesmen. 

Frequently,  the  modern  home  is 
built  without  a  basement,  over 
damp  earth.  Modern  labor-saving 


appliances  such  as  mechanical 
laundry  and  drying  equipment, 
dish  washers  and  humidifiers  are 
in  widespread  use.  If  unvented, 
these  conveniences  may  add  exces¬ 
sive  water  vapor  within  the  house. 
Too,  humidity  can  be  increased  by 
such  things  as  drying  clothes  in¬ 
doors,  shower  baths  and  cooking. 
Or,  water  damage  may  result  from 
leakage  through  foundation  walls, 
roofs  or  side  walls.  Other  causes 
may  be  ice  dams,  clogged  gutters 
or  downspouts. 

Whatever  the  cause,  excess 
water  vapor  works  slowly  but 
surely  to  damage  the  home  where 
it  exists.  It  may  cause  mildew 
and  rust.  If  it  condenses  it  can 
spoil  decorations.  If  not  controlled 
it  can  push  into  cool  hidden  spaces 
inside  walls  to  condense  and  soak 
sheathing  and  timbers,  causing 
rot  and  structural  destruction.  It 
can  continue  its  course  outward 
from  within  the  house,  getting  un¬ 
der  exterior  paint  and  causing  it 
to  blister  and  peel. 

And  now:  Why  is  this  the  con¬ 
cern  of  the  home  improvement 
salesman? 

Simply  because  insulation,  paint 
and  its  application,  windows. 


With  proper  ventilation,  warm  water  vapor 
indoors  finds  its  way  to  cool  outside  air 
without  damoge. 
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Knowledge  Can  Mean  Money  For  You! 


weather-stripping,  calking,  storm 
sash,  storm  doors  and  other  sound 
building  products  have  been  un¬ 
fairly  blamed  when  excessive  mois¬ 
ture  has  caused  damage. 

Side  wall  blown  insulation  and 
some  types  of  windows,  especially 
storm  sash  have  been  unfairly 
blamed  so  often  for  moisture 
troubles  by  those  who  do  not  un¬ 
derstand  its  basic  causes  that  a 
fear  has  developed  against  their 
use.  Millions  of  homes  are  equip¬ 
ped  with  both  products  without 
any  sign  of  a  troublesome  mois¬ 
ture  condition.  The  few  that  have 
experienced  moisture  troubles  have 
been  found  to  have  violated  the 
principles  of  sound  design,  good 
construction  practices,  and  main¬ 
taining  the  house  in  good  repair. 


ouLuJji 


In  home  insufficiently  ventilated,  water 
vapor  connot  escape,  condenses  indoors, 
causes  damage. 

Moisture  troubles  occur  when 
moisture  is  permitted  to  get  into 
places  where  it  should  not  be. 
Fortunately  there  are  well  known 
methods  for  preventing  this  un¬ 
welcome  intrusion.  However,  too 
few  know  what  to  do  and  how 
to  do  it. 

It  is  the  purpose  of  Building 
Specialties  to  explain  how  exces¬ 
sive  moisture  develops,  where  to 


look  for  and  how  to  recognize  the 
signs  of  such  development  and 
how  to  correct  the  condition  or 
minimize  its  unfavorable  effects. 

It  must  be  emphasized  that  there 
is  no  reason  why  moisture  damage 
or  condensation  should  occur  in  a 
house  if  the  following  precautions 
are  observed: 

1.  Recognition  of  the  places 
where  moisture  enters  the  struc¬ 
ture. 

2.  Steps  taken  to  eliminate  it 
or  prevent  its  entrance. 

3.  Regulation  of  indoor  humid¬ 
ity  within  the  following  safe 
limits : 


Relative  Inside  Humidity 
Outside  Air  for  Indoor  Air 

T  emperature 


— 20°F  or  below 
— 20°F  to  — 10°F 
— 10°Fto  0°F 

0°Fto  10°F 
Above  10  °F 


at  70°  F.* 

Not  over  15% 
Not  over  20% 
Not  over  25% 
Not  over  35% 
Not  over  40% 


♦Instruments  which  indicate  the  percentage 
of  relative  humidity  are  commercially  avail¬ 
able  at  a  nominal  cost. 

Indoor  humidity  can  be  readily  controlled 
automatically  or  manually  through  ventila¬ 
tion. 


Every  maferinl  has  its  own  rote  of  wafer 
vapor  permeability.  One  sq.  ft.  of  plaster 
on  lath  allows  1 1  grains  to  pass  through. 


4.  Cooperation  by  the  occupants 
themselves  in  prompt  repair  of 
leaks,  and  ventilating  when  dew 
or  frost  appears  on  single  glass 
window. 

“Indications  are  that  many 
houses  are  inadequately  ventilated 
by  natural  means  and  that  the 


Accumulation  of  water  on  a  cold  window 
pone  it  evidence  of  condensation  of  water 
vapor  out  of  the  air  in  room. 

time  has  arrived  when  automati¬ 
cally  controlled  ventilation  of  some 
kind  is  needed,”  Mr.  Parsons 
states.  “Kitchen  ventilating  fans 
are  excellent  means  of  removing 
excessive  water  vapor  as  a  result 
of  cooking.  The  same  type  of  ven¬ 
tilating  fan  can  perform  in  the 
removal  of  excessive  moisture 
from  other  parts  of  the  house 
where  living  habits  such  as  bath¬ 
ing  and  laundering  create  vapor. 
In  fact,  a  ventilating  system  or 
dehumidifiers  which  will  begin 
operation  automatically  as  soon 
as  the  relative  humidity  in  a 
house  reaches  the  above  safe 
limits,  will  help  materially  to 
avoid  excessive  water  vapor  con- 
(Continued  on  Page  78) 
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N.  Y.  Dealer  Bnilds  Business 
On  Promotion  and  Good  Service 


Photos  obove  show  one  of  the  trucks  and 
part  of  the  store  front  of  American  Projects 
Corporation  in  Richmond  Hill,  New  York 
City.  Note  storm  sash  display  in  store  win¬ 
dows  and  signs  above  advertising  building 
specialties. 


By  O.  I.  MARR 
Special  Correspondent 
Building  Specialties 


WHEN  L.  A.  Kahn,  elder  states¬ 
man  of  Nersica,  and  brothers 
Dave  and  Joe  expanded  their  roof¬ 
ing,  siding,  and  insulation  business 
to  take  on  aluminum  building 
specialties  two  years  ago,  they 
knew  they  were  facing  a  challenge. 
They  were  entering  a  fluid  indus¬ 
try,  wdth  plenty  of  objectionable 
practices  around,  but  that  offered 
“Lou”  another  opportunity  for  re¬ 
sponsibility  and  leadership — in  im¬ 
proving  the  product,  in  workman¬ 
ship,  in  business  practices. 

The  Kahns  started  their  Amer¬ 
ican  Projects  Corporation  of  Rich¬ 
mond  Hill  in  1933,  after  the  usual 
chastening  experience  in;the  crash 
and  the  depression.  They  took  their 
present  location  on  the  corner  of 
109  Street  and  Jamaica  Avenue  in 
1936,  and  have  since  become  a  land¬ 


mark  in  a  fairly  old  and  stable 
community.  Having  got  to  the 
point  where  they  were  putting  sid¬ 
ing  on  houses  they  had  roofed  fif¬ 
teen  years  ago,  and  were  going  far 


out  on  the  island  to  do  jobs  for 
young  matrons  who  remembered 
the  roofers  who  did  a  good  job  for 
mother  a  generation  ago,  they  felt 
{Continued  on  Page  100) 


Lou  Kahn,  presi¬ 
dent  of  American 
Projects  Corp., 
left,  and  one  of 
his  brothers. 
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Trend  Toward  Home  Incinerators 
A  Profit  Cue  for  Dealers 


By  E.  E.  SMAUDER.  Pres., 
American  Incinerator  Corporation 
Detroit,  Mich. 


The  modern  Home  Incinerator  is 
rapidly  gaining  in  popularity 
both  with  building  specialty  deal¬ 
ers  and  home  owners.  From  the 
dealer’s  point  of  view  this  appli¬ 
ance  has  many  attractions.  It  of¬ 
fers  a  very  satisfactory  profit,  is 
easy  to  install,  and  its  market  is 
constantly  increasing. 

The  reason  why  the  market  for 
Home  Incinerators  is  expanding  so 
rapidly  is  that  thousands  of  Amer¬ 
ican  communities  find  their  pres¬ 
ent  system  of  collecting  and  dis¬ 
posing  of  garbage  costly,  inefficient, 
and  unsanitary.  When  the  city  or 
town  government  assumes  the  cost 
of  garbage  collection,  property 
owners  usually  find  themselves 
burdened  with  higher  taxes. 

Furthermore,  the  garbage  is  usu¬ 
ally  hauled  away  to  a  town  dump 
for  land  fill  with  the  result  that 
this  area  permanently  depresses 
realty  values  around  it,  gives  off  a 
terrible  odor,  and  provides  an  ideal 
breeding  places  for  flies,  rats,  and 
other  disease-bearing  pests. 

Often  the  wind  blows  across  the 
dump  carrying  flies  and  vile  smells 
into  the  town  to  the  discomfort  of 
the  citizens  who  have  to  pay  taxes 
to  support  this  incredibly  outmoded 
and  dangerously  unsanitary  meth¬ 
od  of  waste  disposal.  It  is  no  won¬ 
der,  therefore,  that  municipal  offi¬ 
cials,  faced  with  the  high  costs  of 
garbage  collection  and  the  corn¬ 
ed  Home  Improvement  Dealer 


plaints  of  taxpayers,  are  encourag¬ 
ing  the  use  of  Home  Incinerators 
by  private  home  owners. 

From  the  home  owner’s  point  of 
view  the  garbage  collection  picture 
is  equally  discouraging.  Winter  or 
summer,  rain  or  shine,  he  or  his 
wife  must  lug  the  garbage  pail  out 
to  the  big  garbage  barrel  or  can  in 
the  back  yard  where  it  stands  for 
days  attracting  flies,  stray  cats  and 
dogs,  as  well  as  mice  and  rats. 


Then,  of  course,  there  is  the  ever 
present  odor  so  near  the  house. 

It  is  true  that  covering  the  can 
wdll  lessen  the  odor  somewhat  but 
stray  dogs  and  cats  have  a  remark¬ 
able  way  of  pushing  these  covers 
off  and  they  are  seldom  tight 
enough  to  resist  a  small  push.  Fin¬ 
ally  comes  the  day  when  the  gar¬ 
bage  collector  arrives,  which  may 
be  once  or  twice  a  week  in  many 
places,  and  the  home  owner  has  to 


Right:  a  wall-type 
home  incinerator  in¬ 
stalled  in  flue,  either 
while  home  is  being 
constructed  or  after. 
It  is  off  the  floor,  re¬ 
quires  no  stove  pipe, 
and  is  an  integral  part 
of  building. 

Photo  courtesy  American 
Incinerator  Corp. 
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roll  the  big  heavy  can  out  to  the 
front  of  his  house  to  make  sure  it 
isn’t  overlooked.  Then  comes  the 
job  of  rolling  it  back  again.  Even 
when  the  can  is  empty  there  is  al¬ 
ways  a  residue  of  garbage  that 
clings  to  the  inside  and  attracts 
flies  and  roaches. 

Thus,  very  few  home  owners 
have  reason  to  be  wholly  satisfied 
with  garbage  collection  systems. 
Certain  other  types  of  food  waste 
disposers  other  than  incinerators 
are  available  but  they  do  away 
with  only  about  15%  of  combusti¬ 
ble  household  rubbish.  The  home 
incinerator,  on  the  other  hand,  ef¬ 
ficiently  destroys  all  rubbish  except 
metal.  When  properly  built  it  dis¬ 
poses  of  wet  and  dry  garbage  ivith- 
out  odor  or  smoke.  This  is  very  im¬ 
portant  because  most  home  owners 
are  poorly  informed  about  inciner¬ 
ators  and  do  not  know  that  the 
good  ones  are  odorless  and  smoke¬ 
less. 


In  selling  incinerators  to  the 
home  owners  the  salesman  should 
bring  out  the  following  points: 

1.  Incinerators  eliminate  the 
garbage  can  and  its  odors  and  in¬ 
convenience  as  well  as  the  cost  of 
removal. 

2.  Waste  disposal  in  an  inciner¬ 
ator  is  ODORLESS  and  SMOKE¬ 
LESS. 

3.  ALL  household  rubbish  (ex¬ 
cept  metal)  is  burned  to  a  small 
quantity  of  fine  ash  which  requires 
infrequent  removal. 

4.  The  incinerator  occupies  very 
little  space  in  the  customer’s  cellar 
and  is  easily  and  quickly  connected 
to  the  house  chimney  by  a  short 
length  of  flue  pipe. 

5.  Cost  is  very  moderate  and 
averages  about  $100  (more  or  less, 
depending  on  the  type  and  manu¬ 
facturer)  .  For  this  modest  sum  the 
home  owner  can  rid  himself  of  the 
garbage  nusiance  forever. 

The  growing  demand  for  home 


incinerators  has  resulted  in  an  in¬ 
crease  in  the  number  of  manufac¬ 
turers  making  this  product.  As  is 
to  be  expected,  some  of  the  models 
now  on  the  market  are  good  while 
some  are  not. 

The  public  has  a  right  to  expect 
that  a  home  incinerator  will  last  as 
long  as  a  modern  refrigerator  or 
kitchen  range.  This  means  that  in¬ 
cinerators  will  have  to  be  made  of 
good,  heavy  metal  and  properly 
lined  wdth  acid  and  fire  resistant 
material.  At  the  moment  good  con¬ 
struction  is  more  important  than 
appearance. 

For  these  reasons  the  effective 
incinerator  of  the  future  wdll  have 
to  be  higher  in  price,  probably 
around  $200,  until  production  in¬ 
creases  and  the  home  incinerator 
graduates  from  the  specialty  item 
category  to  a  standard  household 
appliance. 

The  incinerator  of  the  future 
will  work  on  the  high  heat  princi¬ 
ple  w  ith  a  smoke  and  odor  burning 
retort  rather  than  the  common 
slow’  dehydration  principle.  The  fu¬ 
ture  incinerator  will  have  full  safe¬ 
ty  pilot  controls  and  a  timer  ar¬ 
ranged  for  high  and  low  fire  ad¬ 
justment  which  will  automatically 
shut  off  when  the  garbage  or  re¬ 
fuse  charge  is  consumed,  the  com¬ 
plete  cycle  taking  minutes  rather 
than  hours  as  is  now  the  case. 

Wall  Type 

In  all  probability,  the  wall  type 
incinerator  will  be  the  preferred 
model  of  the  future.  This  kind  is  off 
the  floor,  requires  no  stove  pipe 
and  is  installed  directly  in  the  flue 
as  an  integral  part  of  the  building. 
However,  at  present  the  salesman 
can  offer  the  home  owner  the  wall 
or  portable  type,  depending  on  the 
customer’s  w’ishes.  Either  kind 
means  money  in  the  dealer’s 
pocket,  satisfaction  for  the  home 
owTier,  and  good  commissions  for 
the  salesman.  The  home  incinera¬ 
tor  is  an  absolute  necessity  in  most 
communities  and  every  dealer  owes 
it  to  himself  to  look  into  the  profit 
possibilities  of  this  wery  useful 
home  improvement  product. 
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For  Appearances'  Sake 


Clean  coveralls  on  your  mechanics  enhance 
your  reputation*  help  increase  your  sales 


By  JOHN  W.  GIBSON.  Director. 
Instihite  of  Industrial  Laiinderers 


T~\URING  the  baseball  season 
^  just  ended,  many  clubs  went 
back  to  the  tried  and  true  means 
of  promotinj?  attendance,  “Ladies’ 
Day.’’ 

While  it  pays  off  for  baseball 
owners  and  managers  to  set  aside 
one  day  a  week  for  the  fans  on  the 
distaff  side,  it  pays  off  even  more 
so,  for  businessmen  such  as  your¬ 
self  to  realize  that  every  day  is 
“Ladies’  Day’’  for  your  business. 

America’s  women  spend  eighty- 
five  cents  out  of  every  dollar  spent 
in  our  country.  That  means  that 
when  you  sell  the  woman,  you’ve 
made  a  sale. 

In  view  of  this,  it’s  astonishing 
how  many  men  in  the  home  im¬ 
provement  and  allied  fields  annoy, 
ignore  and  offend  the  woman  of 


the  house. 

Let  me  give  you  a  few  examples 
from  my  own  backyard. 

I  live  in  one  of  those  suburban 
areas  that  form  a  necklace  around 
Washington,  D.  C.  My  suburban 
area  is  no  different  than  the  ones 
to  which  you  despatch  your  teams 
of  door-to-door  salesmen,  and  fol¬ 
lowing  them,  your  mechanics. 

Interest  of  Women 

The  salesmen,  well  -  equipped 
with  good  sales  presentations  and 
sound  appeals,  manage  to  secure 
the  interest  of  the  women  in  my 
neighborhood  as  they  do  every¬ 
where  in  suburban  America.  The 
night  following  the  salesman’s  call, 
the  man  -  of  -  the  -  house  hears  his 
wife  —  the  best,  and  most  high 
pressured  of  all  salesmen  —  tell 
him  that  they  “simply  must  have 

a  new - ’’  whatever  it  is  that 

the  salesmen  talked  to  her  about 
that  day,  whether  it  be  awnings. 


doors,  attic  fans,  storm  windows 

—  or  any  one  of  the  countless 
things  that  she  wants  to  buy  with 
her  85%  of  the  spending  dollar. 

After  a  suitable  debate,  the  hus¬ 
band  says  yes,  the  next  day  the 
company’s  representative  is  called, 
and  in  all-too  many  instances,  the 
headaches  commence  —  for  you, 

—  the  dealer,  for  the  housewife 
and  for  the  long-suffering  husband. 

Why?  Very  often,  it’s  a  matter 
of  appearance. 

In  my  neighborhood  for  ex¬ 
ample,  many  of  our  neighbors 
wanted  to  fight  the  W^ashington 
heat-wave  with  an  attic  fan. 

No  Identification 

When  the  installers  arrived 
(late)  at  Mrs.  -  -  -  -  tw’o-doors 
down  the  block  from  us,  they  were 
dressed  in  ill-fitting,  dirty  work 
clothes,  and  as  they  walked  over 
our  neighbor’s  wall-to-wall  carpet¬ 
ing  they  left  a  trail  of  dust  and 
pebbles. 

Our  neighbor  looked  in  vain  at 
their  shirts  to  see  whether  or  not 
THIS  WAS  THE  COMPANY 
SHE  HAD  HIRED  to  install  a 
fan  in  her  attic.  The  men  wore 
no  identifying  labels,  designs  or 
signatures  on  their  non-descript 
work  clothes. 

When  they  returned  the  follow¬ 
ing  day  they  wore  the  same  “uni¬ 
forms’’  —  ragged  and  dirty  cover¬ 
alls,  the  woman,  judging  the  com- 
{Continued  on  Page  80)  ’ 

Left:  Clean,  trim,  well*fitting  uniforms  or 
work  clothes,  impress  customers,  identify 
and  advertise  your  compony,  build  prestige. 
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(Fourth  in  a  series  of  articles  on 
effective  selling  methods.) 


Selling 


Mr.  and  Mrs.  Homemaker 


ONE  Saturday  afternoon  not 
long  ago,  I  noticed  a  young 
fellow  selling  peanuts  at  the  ball 
park.  The  only  requirement  for  his 
type  of  selling  was  his  ability  to 
make  change  and  yell  “Peanuts!” 
once  in  a  while.  The  product  he 
was  selling  was  well  known  by  the 
consuming  public — it  had  an  estab¬ 
lished  demand — and  a  minimum  of 
sales  effort  or  product  knowledge 
was  necessary.  As  I  watched  the 
boy  sell  peanuts,  I  thought  of  all 
the  peanut  salesmen  who  are  try¬ 
ing  to  sell  home  improvements. 

Product  Knowledge 

Men  are  selling  glass  jalousies 
who  do  not  have  the  slightest  idea 
of  how’  they  are  installed  or  glazed. 
Men  are  selling  roofing  or  siding 
who  cannot  tell  you  the  composi¬ 
tion  of  the  material  they  are  sell¬ 
ing.  There  are  thousands  of  sales¬ 
men  passing  on  second  hand  infor¬ 
mation  about  the  product  they  sell. 

Product  knowledge  alone  will 
not  make  a  man  a  good  salesman, 
but  it  will  certainly  contribute 
greatly  to  his  success.  It  is  abso¬ 
lutely  essential  to  any  high  degree 
of  sales  success.  You  cannot  expect 
to  win  the  confidence  of  your  pros¬ 
pects  unless  you  know  your  prod¬ 
uct  thoroughly.  How  can  you  ex¬ 
pect  them  to  have  faith  in  your 
statements  unless  your  statements 
are  backed  up  by  knowledge.  You 
may  think  you  can  bluff  your  w^ay 
through  an  interview,  but  you  are 
fooling  yourself.  A  faker  is  soon 
discovered. 

One  distinct  weakness  in  special¬ 
ty  selling  is  that  most  salesmen 
don’t  know  the  detailed  P’s  and  Q’s 
about  the  technical  features  of 


By  L  P.  knight 
Director  of  Soles 

Albritton  Engineering  Corporation 


their  product.  Every  salesman 
should  be  able  to  discu.ss  his  prod¬ 
uct  wdth  reasonable  intelligence  .  .  . 
especially  with  the  prospect  who  is 
a  self-appointed  expert. 

The  lack  of  product  knowledge 
on  the  part  of  a  salesman  in  many 
instances  is  not  due  to  his  laziness 
or  his  ability  to  learn.  Most  manu¬ 
facturers  know’  their  product  thor¬ 
oughly,  but  few’  furnish  complete 
product  information  to  their  dis¬ 
tributors  and  dealers.  Still  few’er 
furnish  this  information  in  a  form 
that  is  easily  understood  and  re¬ 
membered  by  salesmen.  The  execu¬ 
tives  of  many  manufacturers  of 


building  specialties  are  engineers 
and  they  don’t  stop  to  think  that 
the  information  they  are  sending 
out  cannot  be  understood  by  the 
new’  salesmen  w’ho  recently 
switched  from  trumpet  playing  to 
the  lucrative  field  of  specialty  sell¬ 
ing. 

The  decrease  in  product  knowl¬ 
edge  from  the  manufacturer  down 
to  the  dealer  is  terrific.  At  each 
step  down  the  line,  the  knowledge 
diminishes.  The  jobber  salesman 
has  forgotten  or  never  learned  the 
technical  points.  The  dealer  and 
his  men  are  on  the  bottom  of  the 
ladder  of  product  knowledge.  The 
poor  home  owmer  often  cannot  de¬ 
termine  just  what  the  home  im¬ 
provement  salesman  is  trying  to 
.sell  him. 

(Couthiued  on  Page  120) 


Stanley  Kermish,  Vice  President  of  Hoffman  Publications,  (left)  greets  A.  J.  Zappone, 
president  of  Keystone  Alloys,  and  vice  president  of  NCSWDI,  at  the  recent  Nersica  west 
coast  conventian  held  in  San  Francisco. 
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Attractive  outdoor 
setting  ot  home  of 
Bond  Houser,  Jr.,  Troy 
Sunshade  Co.  presi* 
dent,  is  enhanced  by 
metal  awning  and  ex¬ 
panded  metal  tray 
cart  table  and  chairs. 


Sell  Metal  Patio  Awnings 
and  Furniture  as  One  Package 


The  current  trend  toward  out¬ 
door  living  was  brought  about 
through  the  extensive  use  of 
patios.  Most  houses  built  since  the 
war  have  incorporated  patios  in 
their  basic  design,  and  many  pre¬ 
war  homes  have  been  remodeled 


From  Data  Furnished  By 
Troy  Sunshade  Co. 
Troy,  Ohio 


because  the  homeowner  has  w’anted 
the  pleasure,  convenience  and 


health-benefits  that  the  patio  af¬ 
ford  himself  and  his  family. 

Essentially,  the  patio  is  simply 
outdoor  living  space.  Usually  a 
fairly  secluded  rectangular  area 
on  either  side  or  rear  of  the  home 
is  chosen.  Frequently,  a  permanent 
flooring  surface  of  some  type  is 
provided.  The  area  may  be  bricked, 
paved  with  concrete  or  fitted  with 
flagstone,  though  this  is  not  essen¬ 
tial. 

Awning  Needed 

Part  or  all  of  the  area  must  be 
covered,  however,  preferably  with 
an  awming,  to  provide  adequate 
protection  from  rain  and  sun.  The 
patio  also  has  pecular  require¬ 
ments  of  its  own  as  far  as  furni¬ 
ture  is  concerned. 

From  the  viewpoint  of  the  home 
improvement  dealer,  particularly 
those  who  sell  awnings,  patio  fur- 


Guests  enjoy  a  cool¬ 
ing  summer  beverage 
while  reclining  in  ex¬ 
panded  metal  patio 
furniture.  Note  at¬ 
tractive  patio  awning, 
above. 


Photos  couHcsy  Wheeling  , 
Corrugating  Co. 
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nishings  and  equipment  can  be  sold 
as  a  “package”  for  extra  profit,  for 
not  only  does  this  outdoor-indoor 
living  area  require  a  suitable,  col¬ 
orful  and  attractive  awning,  but 
many  other  items,  such  as  a  fire¬ 
place,  grill,  and  the  special  type  of 
furniture  that  will  not  be  affected 
by  prolonged  use  out  of  doors. 

Related  Items 

Merely  to  sell  an  awning  for  a 
patio  and  none  of  the  other  items 
which  are  used  on  or  around  the 
area  is  to  neglect  an  opportunity 
for  a  very  satisfactory  profit.  Ob¬ 
viously,  there  will  be  a  greater  sales 
volume  as  well  as  greater  profits  if 
the  dealer  sells  related  items  in  ad¬ 
dition  to  the  basic  patio  awning. 


For  many  years,  manufacturers 
have  been  making  all  kinds  of  lawn 
furnishings.  Usually,  these  are  of 
painted  wood  with  plastic  uphol¬ 
stery.  In  more  recent  years,  light 
metal  furniture,  particularly 
wrought  iron,  has  come  into  favor. 
Wrought  iron  in  combination  with 
w'ood,  gives  an  especially  graceful 
appearance,  favored  by  modern  de¬ 
signers  both  foreign  and  American 
and  has  been  extensively  used  for 
indoor  furniture. 

Now  all-metal  furniture  has  in¬ 
vaded  the  outdoor  field  and  has 
great  appeal  to  customers  for  use 
on  patiAs  and  lawns. 

This  type  of  furniture  is  mad  a 
of  sturdy  wrought  iron  or  tubular 
steel  framing  to  which  is  welded 


High-backed  rocker,  left,  is  made  by  Troy 
Sunshade  Co.  from  o  single  sheet  of  con¬ 
toured  expanded  metal.  Troy  cart  and  table 
set  odd  to  practicability  and  beauty  of  lawn 
setting.  Expanded  metal  used  in  this  furni¬ 
ture  is  made  by  Wheeling  Corrugating  Co. 

Photo  courtesy  IPhceling  Corrugating  Co. 


smooth,  one-piece  panels  of  dia¬ 
mond  -  patterned  expanded  metal 
for  seats,  back  and  table  tops. 

Complete  table  and  chair  sets 
are  available,  including  those  that 
fold  flat  for  easy  storage,  shipping 
and  carrying.  There  are  also  tables 
with  expanded  metal  tops  which 
set  up  quickly  for  dinner  or  cards, 
and  chairs  with  pivoted  backs  for 
seating  comfort. 

Another  profitable  item  dealers 
can  add  to  their  patio  furniture 
“package”  is  a  tray  cart  for  serv¬ 
ing  refreshments.  Some  of  the 
most  popular  tray  carts  manufac¬ 
tured  today  are  wrought  iron  or 
tubular  steel  framing  with  inter¬ 
changeable  expanded  metal  trays. 

Rockers 

Still  another  profit  item  for  deal¬ 
ers  to  promote  for  patio  or  lawn  is 
a  rocker.  These  are  made  with 
either  tubular  or  spring  steel  fram¬ 
ing,  and  have  high  or  low  backs. 

The  lightweight,  snag-proof 
metal  used  in  much  of  this  furni¬ 
ture  is  made  by  splitting  and 
stretching  solid  steel  sheet  in  resil¬ 
ient  panels. 
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POINT  4  PROGRAM 


PAYS  OFF  AT  THE 

DEALER  LEVEL! 


SHIELMLL  DEALER 


FULL  DEPTH  END  PANELS 


PORCHES  AND  DOORWAYS 


WINDOWS... PICTURE  WINDOWS 


STYLE  RITE”  SIDES 


QUALITY. 


PATIOS 


YOUNGSTOWN  INDUSTRIES 


STYLING. 


DELIVERIES. 


PRICE. 


me  ^ 

■"Vj  1  ,,  i 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  S.  State  St.,  Girard,  O.  Dept.  GAR 
Please  send  details  regarding  a  SHIELDALL 
Distributorship  □  Dealership  □ 


710  SOUTH  STATE  STREET  •  GII^ARD,  (^HIO 


'  ^  M  . 


NAME _ 

ADDRESS. 
CITY _ 


STATE 


I 

I 


I 
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HiW  Products— Ideas— Methods 

(Continued  from  Page  22) 


The  plastic  base  of  the  TFC 
Ornamental  Iron  Finish  is  elastic 
and  exhaustive  tests  have  shown 
that  its  surface  will  never  blister 
or  crack  under  any  weather  con¬ 
dition. 

Tennessee  Fabricating  Co.,  Dept. 
BS,  1490  Grimes  St.,  Memphis, 
Tenn. 

Unitron  Introduces  Woven 
Bamboo  Folding  Door 

Unitron  of  California,  one  of 
America’s  leading  manufacturers 
of  w’oven  wood  products  with 
headquarters  in  Los  Angeles,  are 
now’  in  full  production  with  their 
new'  Bam-Fold  Doors  and  Room 
Dividers. 

The  modern  trend,  in  new  con¬ 
struction  as  well  as  remodeling,  is 
the  use  of  accordion  style  folding 
doors.  They  are  space  savers  and 
so  practical  for  closets,  partitions 
and  room  dividers  in  homes,  apart¬ 
ments,  stores,  clubs,  schools  and 
institutions. 


Designed  for  maximum  beauty 
w’ith  minimum  overall  cost,  Bam- 
Fold  doors  and  room  dividers  are 
glamorous  and  practical  with  dur¬ 
able  construction. 

UNITRON  has  designed  and 
produced  a  decorative  and  practi¬ 
cal  folding  door  that  is  simple  to 
install,  easy  to  operate  and  retails 
as  low’  as  30^^  per  square  foot. 

Bam-Fold  doors  and  room  divid¬ 
ers  are  now’  available  ir»  Higo 
matchstick  bamboo  in  the  natural 
and  ten  standard  decorator  colors. 

(Cotitinued  on  Page  116) 


Charles  Co.  Puts  Out  New 
3*Track  Combination 

The  Charles  Co.  of  Philadelphia, 
Pa.,  has  introduced  its  new  Tri- 
Seal  Aluminum  Combination  Win¬ 


dow  to  the  home  improvement 
market.  Custom  built  of  63ST5 
extruded  aluminum,  this  triple 
track  combination  storm  window 
is  said  to  be  trouble  free  and  free  of 
gadgets.  Expander  frames  assure 
seal  tight  fit. 

Other  features  include  built  in 
w’eatherstripping,  interlocking 
meeting  rail,  controlled  ventilation. 
Charles  Co.  also  makes  2  and  3- 
track  aluminum  combination  win¬ 
dows,  combination  doors,  screens, 
casement  windows,  and  sliding 
ranch  type  windows. 

Charles  Co.,  Dept.  BS,  228  New 
Street,  Philadelphia  6,  Pa. 

Security  Oilers  New  Dual 
Mitre  Cut-Oli  Saw 

A  new’  saw  was  recently  an¬ 
nounced  by  the  Security  Companies 
of  Detroit.  It’s  to  be  called  The  Se¬ 
curity  Mighty  Mitre. 

Engineered  to  do  a  job  for  the 
fabricator  this  saw’  saves  material, 
gives  greater  saw’  capacity,  offers 


the  most  excellent  means  of  quality 
control  due  to  its  precision,  and 
saves  300%  in  labor  costs. 

The  operation  of  the  machine 
is  very  simple  and  safe.  Two  saw 
blades  are  operated  simultaneously 
by  foot  pedal  to  give  two  perfectly 
mitred  cuts  every  time  the  blades 
come  down.  There  is  an  eight  foot 
rule  equipped  with  an  adjustable 
stop  for  cutting  at  the  desired 
lengths  wanted. 

Form  blocks  of  the  shape  of 
moulding  you  w’ish  to  cut  are  at¬ 
tached  by  screw’s  along  the  rule  on 
both  sides  of  the  saw  blades.  The 
coolant  used  is  cut  40  to  1  with 
water  offering  economy  to  the  user. 
This  coolant  delivers  lubrication  to 
the  saw’  blades  by  continuous  re¬ 
circulation  provided  by  a  Gray 
Mills  pumping  system.  All  scrap 
pieces  in  the  form  of  a  small  tri¬ 
angle  are  dropped  into  a  screen 
lined  container  which  also  catches 
the  coolant. 

One  interesting  factor  about  the 
operation  of  the  saw  is  its  safety 
factor  of  having  both  saw  blades 
covered  at  all  times  by  two  shields. 
The  blades  in  cutting  drop  verti¬ 
cally  and  thus  do  not  swing  into  the 
work  piece. 


As  for  specifications  the  Security 
Mighty  Mitre  offers  two  10"  Cir¬ 
cular  saw’  blades;  two  IV2  H-P- 
electric  motors  (3750  r.p.m.) ;  eight 
foot  rule  with  adjustable  stop; 
form  blocks  for  type  of  n:oulding; 
and  the  very  excellent  pumping 
system. 

For  prices  and  information  write 
to  the  Security  Companies,  Dept. 
BS,  385  Midland  Ave.,  Detroit  3, 
Michigan 

(Continued  on  Page  68) 
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NeufcitSfei/ 


MATCHING 
AlUAIINUM 
CASEMiNT 
SCREENS  ALSO 
AVAIIARIE. 


AlUMINUM  STORM  SASH  FOR 
CASEMENT  WINDOWS 


•  Rides  along  with  casement 
actually  becomes  part  of 

the  prime  window ! 


Insulates  as  it  protects! 


•  Fasv  to  install ! 


•  Low  in  cost ! 


ALUMATIC  gives  you  an  answer  to  the  thousands  of 
customers  who  want  a  casement  storm  that’s  quality-built  — 
simple  to  remove  for  cleaning  .  .  .  the  ALUMATIC  PIN-ON! 


\ 


/ 


% 


\ 


I 


V 


■  \ 


\ 


THIS  WINDOW 


3  TRACK 


Velglide 


ALUMINUM  COMBINATION 
STORM-SCREEN  WINDOW 


We’ll  be  here 
tomorrow  to 
bock  up  what 
we  sell  today! 


ALL 

PRODUCTS 
FULLY 
GUARANTEED! 


STORM,  SCREEN 
AND  BUILT-IN 
WEATHER-STRIPPING 
—ALL  IN  ONE! 


•  Easiest  window  to 
install  —  by  far! 


The  industry’s  shining  light! 


•  Neatest,  most  streamlined 


window  on  the  market! 


•  Sash  and  screen  slide 
smoothly  and  quietly  — 
at  a  finger’s  touch! 


ry/ ROYAL 


BBggBi 


Blazing  across  the  aluminum  sky  . 

. ROYAL  is  the  ^ 

fastest-selling  all-aluminum 
storm  and  screen  door  on  the  V 
market  —  because  quality  is  1 
HIGHER  and  price  LOWER  ' 
than  any  competing  product! 

ROYAL  is  a  masterpiece  in  design 
.  .  .  a  top-quality,  combination 
door  that  can  be  sold  for  less! 


3>TRACK  aluminum  combination  ftorm<t<roon  windows 


ROYAL  all-aluminum  storm-scroon  doors 


ADDRESS 


mmxtK 


oradiKfsm 


IR  Mss  of  crfIM 


PI«o*«  t0nd  m#  informotion  on: 


rlN«ON  storm  sash  for  cosomont  windows 


Left:  Aluminum 
blocks  which  an¬ 
chor  bottom  of  jal¬ 
ousie  wall  being 
fastened  to  porch 
floor. 


Left:  Open 
porch  before  being 
enclosed  with  jal¬ 
ousie  wall  units. 


Below  left:  same 
porch  as  above 
after  being  en¬ 
closed  by  two  jal¬ 
ousie  walls  and 
ane  jalousie  door. 


From  Data  Furnished  By 
Hess  Mfg.  Co.  and  Union 
Machine  Co. 


JALOUSIE  walls  of  aluminum 
are  the  logical  outcome  of  the 
home  improvement  dealer’s  need 
for  an  easily  and  quickly  erected 
porch  enclosure  that  requires  no 
carpentry.  Basically,  a  jalousie 
wall  is  simply  a  number  of  glass 
jalousies  set  in  an  all  aluminum 
framework  to  form  a  single  unit 
which  is  used  as  a  complete  wall 
for  one  side  of  a  porch  enclosure. 
The  framework  consists  of  a  solid 
sheet  of  aluminum  which  rujis 
along  the  bottom  of  the  wall  under 
the  jalousie  units,  and  aluminum 


Below:  Interiar  view  af  enclosed  porch 
shown  at  left. 


Photos  OH  this  page  courtesy  Hess  Mfg.  Co. 
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Jalousie  Walls 


beams  or  channels  which  form  the  in  place,  with  the  glass  vanes  in¬ 
sides,  bottom,  and  top.  stalled  on  the  job,  or  sent  to  the 

The  salesman  who  sells  the  job  dealer  knocked  down  in  very  com- 


Left:  KD  parts  for  iolousie  wall  being 
removed  from  compact  carton. 


Below:  Cartridge  tool  used  to  shoot  stud 
through  aluminum  molding  into  concrete 
floor.  This  type  of  tool  is  a  real  time  saver. 


must,  of  course,  take  very  accurate  pact  packages.  The  KD  job  may 
measurements  of  the  space  to  be  be  assembled  in  the  dealer’s  shop 
filled  by  the  walls.  These  measure-  and  trucked  out  to  the  job  where 
ments  are  sent  to  the  manufacturer  the  walls  are  bolted  together  or  it 
w'ho  fabricates  the  entire  job  in  may  even  be  put  together  on  the 
his  plant.  The  walls  may  be  job  site. 

shipped  as  completely  assembled  (Continued  on  Page  114) 

units  which  can  immediately  be  set 


Right:  Jalousie 
wall  in  process  of 
assembly.  Entire 
unit  can  be  fast¬ 
ened  together  in  a 
very  short  time. 


Below:  Com¬ 
pletely  assembled 
jalousie  walls  in¬ 
stalled  on  porch 
with  glass  vanes 
inserted. 


Above:  Close-up  view  of  same  unit  as  at 
left  shown  being  bolted  together. 


Below:  Interior  view  of  completed  en¬ 
closure.  Note  complete  absence  of  wood 
supporting  pillars. 


Photos  on  this  page  courtesy  Union  Machine  Co. 
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Glenn  Thomas 


Robert  Dunlop 


Cee-Breeze  Appoints 
Robert  K.  Dunlop 

Glenn  Thomas,  president  of  the 
Cee-Breeze  Ventilated  Aluminum 
Awning  Co.,  Toledo,  Ohio,  an¬ 
nounces  the  appointment  of  Rob¬ 
ert  K.  Dunlop  as  Sales  Engineer, 
Mr.  Dunlop,  who  majored  in 
Mechanical-Industrial  Engineering 
at  the  University  of  Toledo,  comes 
to  Cee-Breeze  from  the  Electric 
Auto  Lite  Co.  w’here  he  was  em¬ 
ployed  as  a  time  study  engineer. 

Improvements  in  the  design  of 
Trailer  awnings  and  car  ports  by 
Mr.  Dunlop  are  being  utilized  in 
the  company’s  new  line  of  products 
in  that  field. 


Horry  Klein  Joins 
The  Charles  Co. 

Harry  Klein,  widely  known 
among  the  dealers  and  distributors 
in  the  home  improvement  and 
building  specialties  field  has  joined 
The  Charles  Co.,  228  New  St., 
Phila.  6,  Pa,,  as  sales  manager. 
The  Charles  Co.  are  manufacturers 
of  2  &  3  Track  Aluminum  Com¬ 
bination  Storm  Window  &  Doors. 
Screens,  Sliding  Ranch  Type  Win¬ 
dow’s.  Casement  Window’s. 


Tennessee  Fob.  Co. 

Appoints  Representatives 

Tennessee  Febricating  Co.,  1490 
Grimes  St.,  Memphis,  Tenn.,  has 
announced  the  appointment  of  the 
following  factory  representatives 
for  its  ornamental  iron  products: 

H.  Lewis  Pierce,  Dalton,  Pa., 
for  Pennsylvania,  New’  Jersey  and 
New’  York  state. 

Phil  Schwartz  and  Noah  Fleder, 
73-41  255th  St.,  Glen  Oaks,  Queens, 
N.  Y.,  for  metropolitan  New  York 
City  and  Long  Island. 


Arnold  Stanley  Associates,  12 
Seaview  Ave.,  Marblehead,  Mass., 
for  New’  England  states. 

John  W.  Hedges,  2210  S.  St. 
Paul,  Denver,  Colo.,  for  Colorado, 
Wyoming,  Utah,  New  Mexico  and 
El  Paso,  Texas. 

Ralston  R,  Cunningham  Co., 
Inc.,  71  Columbia  St.,  Seattle, 
Wash,,  for  Washington,  Oregon, 
Idaho  and  Montana. 


F.  Lockefer 


Abe  Sauer 


Above:  Cee-Breeze  Ventilated  Aluminum  Co.  plant,  628  Huron  Street,  Toledo,  O.  oee  the 
Cee-Breeze  production  story,  "Electronic  Brain,"  on  page  92. 


Frank  V.  Lockefer  Named 
Sales  Director  by  Tennessee 

Frank  V.  Lockefer  has  been 
named  Director  of  Sales  of  the 
Tennessee  Fabricating  Co.,  1490 
Grimes  St.,  Memphis,  Tenn. 

Mr.  Lockefer,  who  will  direct 
the  national  sales  activities  of  the 
ornamental  iron  company,  is  a 
native  of  Chicago. 

His  past  business  affiliations  in¬ 
clude  six  years  with  the  Rit  Prod¬ 
ucts  Corp.  Joining  this  organiza¬ 
tion  as  a  territory  salesman  in 
1939,  he  was  assistant  sales  man¬ 
ager  when  the  company  became 
an  affiliate  of  the  Best  Foods  Corp. 

In  1946,  Mr.  Lockefer  took  over 
the  operation  of  the  Mid-States 
{Continued  on  Page  66) 


AT  NO  EXTRA  COST  y^ith  every 


Keystone  Storm  Screen  Door! 


keystone  ^ 

1  Hvdtou\ii  /' 


reserved 


»  ®  •  3  S1150 

/detail  Value! 

dealers 

DISTRibutqrj 

"'‘■'■'e  Us  for 

Detojfe  , 

lorrHori^r  Oo.nl 


registered 


Guaranteed  to  close  more  sales,  just  as  it  closes  your  Key¬ 
stone  Aluminum  Storm  Doors  in  a  smoother  manner.  Strong' 
and  durable,  this  is  NOT  an  air  check  ...  it  operates  hydraul¬ 
ically.  Features  an  aluminum  housing,  contains  its  own  Safety 
Chain.  No  other  chain  is  needed.  Easy  to  install,  and  needs 
no  service  calls.  Insist  on  this  new  door  check  .  .  on  all  Key¬ 
stone  Doors!  ^ 
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1 


when  customers  see 


here’s  why  . . . 

•  NO  RUST  e  BAKED  ENAMEL  •  NO  ROT 

e  NO  RATTLE  O  LIFETIME  ALUMINUM  O  ONE  PIECE 

e  ALL  COLORS  •  FHA  APPROVED 

No  special  tools  needed,  just  fasten  to  frame  with 
specially  made  drive-screws  furnished  with  unit.  The 
all-new  Colonial  Shutters  require  no  assembly  ...  no 
painting  ...  no  cutting  .  .  .  are  pressed  from  a  solid 
sheet  of  heavy  aluminum  in  one  operation.  No  welded 
parts!  No  rivets!  Will  not  pull  apart! 

In  the  17”  width,  every  size  from  35^^” 
through  85%”  can  be  furnished  in  2"  mul¬ 
tiples.  A  number  of  sizes  are  also  made  in 
the  lU”  width  (Shutters  should  always  be 
1  *4"  longer  than  window  height.) 


Write  today  for  complete  details  and  prices 


COLONIAL 
P.O.  Box  403 


PRODUCTS,  INC. 
Magnolia,  Arkansas 

— Please  send  me  complete  information 

— Please  send  me . units,  sizes . 

j  ,  — tile  red  — blue 

Colors:  —light  green  —white 

yellow  — black  — gray  primer 

Name  . 

Firm  . 

City  . . Zone . 

State  . 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  are  necessary. 

All  parts  needed  to  make  windov/s  are 
furnished  except  glass  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  35,  III. 

Tuxeda  9-3252  —  Phones  —  Gladstone  3-8060 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  soling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  todayl  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount 

□  Enclosed  is  a  check  or  money  order. 

My  Nome . 

Position . 

Company . 

Address . 

City . State . 
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^^ive-Model,  Cold-Selling''  Pays 
Off  for  These  Conn.  Dealers 


By  O.  I.  MARK 
Special  Correspondent 
Building  Specialties 


The  old  Chinese  saying,  that  one 
picture  is  worth  a  thousand 
words,  may  be  true,  but  on  a  slow 
day  last  summer  a  couple  of  Con¬ 
necticut  dealers  found  that  one 
real  storm  door  is  worth  any  num¬ 
ber  of  pictures,  or  even  hand 
models. 

Bob  Assaline  and  Bill  Montano, 
who  do  business  as  Everseal  of 
Connecticut,  at  612  Maple  Avenue, 
Hartford,  had  taken  space  at  a 
local  fair  to  show  their  goods.  No¬ 
body  was  even  sticking  a  neck  into 
their  tent,  where  they  had  a  storm 
door,  a  combination  window,  and 
a  jalousie  on  display.  Along  about 


Montano  and  Moncaniello  showing  how 
their  door  would  look  on  a  neighbor's  front 
door. 


7  p.m.  on  that  Saturday  evening 
Bill  said  to  Bob  (or  maybe  Bob 


Bill  Montano  (I.)  and  John  Moncaniello  of 
Everseal  of  Conn.,  loading  a  full-size  storm 
door  into  Montano's  station  wagon,  for  a 
"live-model"  selling  expedition. 


.said  to  Bill)  “Well,  what  are  we 
waiting  for?”  In  ten  minutes  they 
had  their  display  bundled  into 
Montano’s  Dodge  station  wagon, 
and  they  were  off. 

At  that  moment  they  found, 
born  salesmen  that  they  were,  that 
they  could  make  a  virtue  of  neces¬ 
sity.  On  the  way  back  to  Hartford 
{Continued  on  Page  88) 


Below:  An  inferesfing  Everseal  of  Conn, 
installafion.  It  includes  four  distinct  types 
of  windows:  the  standard  double-hung;  the 
oriole;  the  picture  window  and  the  inside 
casement. 
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By  ROY  CUNDIFF 
Vice  President 
Childers  Monuiacturing  Co. 


T^O  you  remember  the  old  story 
^  of  the  two  ditch  digi?ers,  Pat 
and  Mike,  who  w^ere  having  a  tedi¬ 
ous  uneventful  day  when  late  in 
the  afternoon  something  clicked 


against  Pat’s  shovel  and  upon  High  labor  costs  and  extra  leisure  time  have  made  more  and 

^  .  ,  .  ,  more  Americans  want  to  "do-it-themselves" — you  can  capital- 

examination  turned  out  to  be  a  $10  ixe  on  this  trend  with  door  canopies. 


gold  piece.  So  excitedly  Pat  and 


Door  Canopies:  Your  Fall 


Mike  dug  and  dug,  turning  up  a 
new  $10  gold  piece  with  each  fresh 
shovel  full  of  dirt.  They  had  ac¬ 
cumulated  quite  a  pile  of  gold 
w^hen  suddenly  Mike  said  “Well, 
that’s  all  for  me!’’,  and  threw 
down  his  shovel.  Pat  with  amaze¬ 
ment  all  over  his  face  said  “Mike, 
what  are  you  doing?  There’s  .still 
gold  in  this  ditch!’’  Mike  replied 
—  “Maybe  .so,  but  me  old  lady  will 
be  waitin’  for  me  —  it’s  quittin’ 
time!’’ 

Unfortunately,  that’s  the  atti¬ 
tude  of  many  awning  dealers  to¬ 
day.  After  enjoying  a  profitable 
summer  of  good  awning  sales, 
after  setting  new  records  this  year 
throughout  the  industry,  they  sud¬ 
denly  conclude  that  it’s  the  end  of 
the  “season”  and  lay-off.  By  doing 
so  they  pass  up  30  to  40%  of  their 
annual  awning  sales  just  as  surely 
as  if  they  stopped  digging  gold. 
The  proof  of  this  is  written  in  the 
sales  records  of  dealers  who  con¬ 
tinue  to  advertise,  promote,  and 
sell  all  through  the  Fall  and  Win¬ 
ter  months.  Those  who  keep  “dig- 
ging  ”  find  the  gold  t;iat  is  buried 
in  the  “off  season”  Fall  and  Winter 
months. 

Our  experience  has  been  that 
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successful  dealers  keep  their  sales 
coming  in  during  the  Fall  and 
W’inter  months  by  featuring  the 
door  canopies.  It  is  common  knowl¬ 
edge  that  door  canopies  are  a  prod¬ 
uct  with  nearly  universal  demand 
all  year  long.  Our  records  show 
that  more  door  canopy  .sales  are 
made  from  October  1st  to  April 
1st  than  during  the  “summer  awn¬ 
ing  sea.son.”  The  reason  why  so 
many  door  canopies  are  sold  in  this 
period  is  because  dealers  are  pro¬ 
moting  them  as  a  door  canopy 
sea.son  special.  So  when  I  talk 
about  big  awning  sales  in  the  Fall 
and  Winter  months,  I  am  includ¬ 
ing  the  huge  volume  of  door  can¬ 
opies  that  are  sold  during  this 
period. 

There  is  no  denying  that  awn¬ 
ings  are  still  a  seasonal  item.  In 
spite  of  everything  that  all  of  us 


have  done  to  eliminate  the  .sea.sonal 
factor  in  awning  .sales,  they  ju.st 
by  their  nature  don’t  have  the  ap¬ 
peal  to  homeowners  in  Winter  as 
they  do  in  Summer.  But  I  also 
know  that  with  proper  promotion 
you  can  build  awning  sales  in  Win¬ 
ter  months  by  promoting  door 
canopies.  There  are  three  big  rea¬ 
sons  for  the  saleability  of  door 
canopies : 

Canopy  Function 

1.  The  function  of  a  door  can¬ 
opy — providing  protection  to  door¬ 
ways  is  more  es.sential  in  Winter 
than  in  Summer.  Hence,  the  sale 
of  door  canopies  is  easier  in  Win¬ 
ter  than  in  Summer. 

2.  Nearly  every  home,  even  if  it 
doesn’t  have  a  sun  problem  to  cre¬ 
ate  a  need  for  awnings,  does  have 
a  doorway  that  needs  the  protec¬ 
tion  of  a  door  canopy. 
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Door  canopies  con  be  installed  by  the  homeowner  in  20  min¬ 
utes.  By  offering  him  the  choice  of  installing  his  own  you 
can  offer  dollars  and  cents  savings  that  create  additional  sales. 


Photos  courtesy  of  Childers  Manufacturing  Co, 


Practically  every  home  needs  a  door  canopy  for  one  or  more 
doorways.  And  door  canopy  sales  frequently  lead  to  additional 
sales  of  awnings  or  your  other  products. 


and  Winter  Sales  Opportunity! 


3.  The  lower  unit  of  sale,  a  door 
canopy  as  opposed  to  a  complete 
awning  installation,  gives  you  a 
market  as  broad  and  as  deep  as 
the  market  for  any  home  improve¬ 
ment  product. 

I  have  had  dealers  say  to  me 
“Roy,  I  can’t  afford  to  send  a  sales¬ 
man  out  just  to  sell  a  door  canopy” 
—  and  here’s  what  I  tell  them.  All 
summer  long  you’ve  been  adver¬ 
tising  and  sending  your  salesmen 
out  following  up  your  leads.  These 
people  who  called  about  door  can¬ 
opies  are  the  same  kind  of  people 
who  called  about  awnings  —  only 
there  are  more  of  them.  And  the 
important  difference  between 
these  door  canopy  leads  and  a  reg¬ 
ular  awning  lead  is  that  practically 
100%  of  your  leads  are  ready  to 
buy  at  least  a  door  canopy.  When 
you  are  certain  of  at  least  making 
a  door  canopy  sale  and  have  a  good 


chance  of  making  additional  awn¬ 
ing  sales,  or  sales  of  your  other 
products,  how  can  you  afford  not 
to  send  a  salesman  out  on  every 
door  canopy  lead  you  develop? 

Additional  Sales 

The  additional  sales  developed 
from  door  canopy  leads  are  no 
accident.  They  result  because  your 
door  canopy  advertising  has  pro¬ 
duced  for  you  a  top  quality  lead. 
Every  lead  is  a  homeowner  ready 
to  buy  a  door  canopy.  Your  sales¬ 
men  reach  them  in  a  buying  mood 
and  a  proper  presentation  of  your 
complete  line  —  whether  it  be  just 
awnings,  or  a  variety  of  home  im¬ 
provement  products,  will  invari¬ 
ably  result  in  a  high  percentage  of 
conversions  to  sales  other  than  the 
door  canopy  itself. 

The  homeowner  who  installs  a 
door  canopy  becomes  a  prime  pros¬ 


pect  for  awnings,  if  not  now,  then 
surely  in  the  Spring.  The  door 
canopy  you  have  installed  on  his 
home  is  a  constant  reminder  to 
him,  and  just  as  important  —  to 
his  neighbors,  that  you  are  the  best 
local  source  for  awnings  and  door 
canopies. 

Another  objection  to  door  can¬ 
opy  sales  I  frequently  have  heard 
is  that  if  the  retail  price  is  set  low 
enough  to  attract  a  volume  of 
sales,  then  there  isn’t  enough  mar¬ 
gin  to  break  even  on  installation. 
There  are  two  answers  to  this 
objection. 

First,  there  will  be  enough  ad¬ 
ditional  sales  developed  from  your 
advertising  to  offset  the  low  selling 
price.  The  more  sales  you  make 
the  lower  are  your  selling  and 
advertising  costs.  (Don’t  forget 
the  additional  sales  you  will  create 
{Continued  on  Page  116) 
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KAY'SER  distributors  and  dealers  belong  to  the  “sound  business”  level 
of  their  communities.  Whether  success  came  first  —  or  following  their 
appointment  as  KAYSER  agencies,  the  fact  remains  that  KAYSER 
products  are  associated  with  success. 

You,  too,  can  enjoy  this  achievement.  From  the  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  &  B.  Effective  cam¬ 
paigning  and  merchandising  with  a  quality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  Write  —  right  now!  —  and  make  your  business  a  BUSINESS! 
(KD  operators  and  manufacturers  invited  to  inquire  for  available  fran¬ 
chise  territories). 


„J 


.insioii  wtoHitrsIr^iping 

you  can  malt*  y«nir  ccwo* 
>nt  windows  wifii  cM^acfafivo 
footvro— 'iu$t  by  odding 
tontion  wooHiomtripping.  Tbo 
cwtawoy  ifim^rodont  thow  how  > 
Hio  oniquo  dtsiM  tnakot  ottach- 
mont  quick  ond  oa$y  with  por* 
foct  rosults.  An  tdoal  ioiling 
loatufO  Of  ostro-preftl  talcs  unif,^ 


KAYSER  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
Custom-fitted,  permanent  installations, 
only  KAYSER  casements  are  equipped 
with  prefabbed  stripping!  You  can 
prove  KAYSER’S  superior  condensation 
control. 


A  &  B  MANUFACTURING  COMPANY 

10441  AAetropolitan  Avenue  •  *  Kensington,  Maryland 
LOckwood  4-6468 
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DEPT  GS,  15889  SCHAEFER 
DETROIT  27.  MICH.  VErmont  6-2005 
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P.O.  Box  175 

Brondiville  Station,  Maryland 

Please  send  me  complete  information  on  how  I  can  make 


EAGLE 

ENGINEERING  CO. 

P.  O.  BOX  175 


EAGLE  ENGINEERING  COMPANY 


bigger  profits  with  your  Double  Eagle 


CITY  . ZONl .  STATE 


pranchville  Station,  M^. 

.Main  rhiiil:  9026  SIst  Coll, ’tic  I'aik.  M,l. 


Eagle’s  NEW  Casement  Storm  Sash 
(All-Aluminum)  Practically  Sells  Itself 


This  brand  new  Casement  Storm  Window  is  available  for  immediate 
delivery.  .  .  .  1'/4"  Dead  air  space  to  control  condensation  .  .  . 
installed  permanently.  .  .  .  Drafts  through  primary  windows  are 
prevented  by  weather-stripping  seal.  .  .  .  Unlimited  quantity. 

Get  this  valuable  franchise  while  territories  are  available 


•  MORE  SALES 

•  QUICKER  PROFITS 


Eagle’s  NEW  Storm  Window 
(for  double  hung  windows)  Does 


Perfect  Selling  Job  for  Dealers 


Sell  'em.  Install  'em,  Forget  'em.  .  .  .  Thanks  to  the  amazing  simplicity  of  tfie 
newest  storm  windows  on  the  market  today.  Only  2  working  parts  in  rhe  entire 
installation  give  all  the  features  of  ordinary  double,  triple  and  even  quadruple  track 
windows.  Needs  only  2  tools  to  assemble. 

This  new  storm  window  costs  less  ...  so  you  sell  more!  You’ll  make  more  money 
selling  these  storm  windows  at  a  price  every  storm  window  should  be,  BUT  ISN’T. 

Price  S6.50  k.d.  also  available  assembled 
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how  a  qualified  dealer  can  get  in  on 
the  ground  floor 
as  a  MANUFACTURER 


Sunmaster,  the  only  truly  modern  all-aluminum  awning  sets  you 
up  as  a  manufacturer!  Lets  you  in  on  the  ground  floor  with  a  tested, 
new  product! 

Sunmaster  is  pre-fab  —  sent  to  you  in  pre-cut  lengths  and  widths 
for  simple  assembly!  No  middleman  to  pay!  No  expensive  plant 
to  maintain! 

Sunmaster's  exclusive  fashion-right  color  and  design  story  make 
it  easy  to  sell! 


•  Sunmaster  has  the  famous  Porcenamel  finish! 

•  Sunmaster  helps  you  sell  —  with  a  big,  exciting  merchandising 
plan!  No  heavy  inventory!  No  waiting  for  deliveries!  We  fill  orders 
in  a  matter  of  days!  And  you  manufacture! 

•  More  profits  —  because  the  average  cost  of  the  finished  awning 
is  less  than  50^  per  square  foot! 


Sunmaster's  first  dealer-manufacturer  in  New 
Jersey  made  and  sold  35  awnings  in  his  first 
week— out  of  season!  Because  Sunmaster  sells! 

Send  for  “The  Sunmaster  Story”  today!  Learn 
how  Sunmaster  can  earn  profits  for  you.  Simply 
clip  the  coupon  now. 


|~Sunmaster  Aluminum  Awninf  Company 
I  Haskell,  New  Jersey 

I  Please  rush  me  "The  Sunmaster  Story.” 


NAME _ j 

j  STREET _  I 

I  CITY _ ZONE _ STATE _  ( 

I  I  AM  NOW _ I 

LT _ _ _ 
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Left:  Horry  Mon¬ 
roe  ond  Joel  H. 
Yoncy  (R),  owner 
of  the  Yoncy  Co., 
Socromento,  Colif., 
shown  with  new 
convertible  Yoncy 
screen  door. 


Right:  Bruce  Hof- 
fine  of  Colif.  Dis¬ 
tributing  Co.,  Los 
Angeles,  greets  vis¬ 
itors  ot  Sun  Sosh 
booth. 


Above:  Williom  A.  Krull  (L),  soles  ntonoger.  Hutch  Mfg. 
Co.,  model  Dolores  Rowden,  ond  Jock  Hutch  (R)  ot  the 
Aerolite  door  disploy. 


Below:  Ernie  Ren¬ 
ner  (R)  of  Kirby 
Industries,  Temple 
City,  Colif.,  pre¬ 
sents  Kirby  oppli- 
cotor  won  in  o 
drawing  by  roofer 
J.  E.  Klein  ond 


Inspecting  Roliton's  roll-forming  mochine  ore  (L  to  R)  Not 
Hozen,  president  of  Roliton,  Roy  Hoyt,  Gene  Huntington, 
ond  A.  Hill. 


InousTWSS 

T-f?  ,  .  r  A  ^  r,A 
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Left:  Jock  A.  Berg 
of  Flexon  exhibits 
his  product  to  a 
visitor  at  the  show. 


At  Bondstone 
booth  Elliott  Mes- 
nick  (L),  general 
mgr.  of  Emco  Ce¬ 
ment  Prod.  Co., 
Shamokin,  Pa.,  E. 
F.  Smith,  Jr.,  and 
M.  A.  Mesnick, 
plant  manager. 


Pointing  to  Keystone  Klo-Sure  are 
(L  to  R)  R.  A.  Zappone  of  Zappone 
Industries;  C.  F.  Zappone;  A.  J.  Zap¬ 
pone,  pres,  of  Keystone  Alloys;  E.  C. 
Keller;  and  Jack  Zappone. 


Below:  Lee  Miller,  Nationol  Metal  Awning  Association, 
points  out  an  association  slogan  at  NMAA  booth. 


Bill  Lawton  (R) 
and  assistant  pose 
before  a  display  of 
Jasco  Aluminum 
Products  Co.  dis¬ 
play. 


im.iiu.nitNlllu  n»H. 


Below:  At  Denison  jalousie  disploy 
are  (L  to  R)  J.  J.  Jakobi  of  Parmco, 
Inc.;  P.  A.  Maccorron,  Denison  Corp., 
Miami;  Irving  Pike,  Parmco,  Ontario, 
Calif. 


Teamwork  IkiiMsSinx-ess! 


B.  S.  Reporter... 

(Continued  from  Page  54) 


Equipment  Co.  of  Chicago.  When 
the  firm  was  reorganized  and  be¬ 
came  the  Mid-States  Welder  Mfg. 
Co.,  Mr.  Lockefer  was  appointed 
president  and  general  manager,  a 
position  he  held  until  joining  the 
Memphis  concern. 

According  to  Abe  Sauer,  presi¬ 
dent  of  the  Tennessee  Fabricating 
Co.,  Mr.  Lockefer  wdll  spend  the 
major  part  of  his  time  directing 
the  activities  of  the  company’s 
nation-wide  sales  organization  and 
coordinating  its  efforts  to  the  best 
advantage  of  TFC  dealers.  He  will 
have  his  headquarters  at  the  TFC 
general  offices  in  Memphis. 

*  *  * 

Scott  Windows  Moves 
To  Larger  Quarters 

Quaker  Specialties  Corporation, 
manufacturers  of  Scott  Lifetime 
Aluminum  Combination  Windows 
and  Aluminum  Doors,  announces 
its  removal  to  the  N.W.  Cor.  of 
Emerald  and  Boston  Sts.,  Phila¬ 
delphia  25,  Pa. 

It  is  stated  that  facilities  here 
are  more  than  double  that  of  the 
previous  location.  Several  new' 
production  units  have  been  de¬ 
signed  and  built  especially  to  en¬ 
able  faster  and  greater  manufac¬ 
turing  volume.  The  company  re¬ 
ports  the  best  season  in  its  long 
history  of  manufacturing.  A  con¬ 
sistent  sales  and  promotion  cam¬ 
paign  has  been  productive  of  many 
new  outlets  throughout  the  country 
for  Scott  Windows  and  Doors. 

Stress  in  promotion  has  been 
laid  on  Scott  KD  assembly  which 
is  claimed  to  cut  work  as  much  as 
90%  for  installers. 

*  *  * 

M.  V.  Petal  and  F.  Pilgram 
Appointed  By  Nationwide 

Nationwide  Aluminum  Products 
Co.  of  385  S.  Main  St.,  Freeport, 
L.  I.,  N.  Y.,  announces  the  appoint¬ 


ment  of  Mario  V.  Petri  as  vice 
president  in  charge  of  sales.  Mr. 
Petri  has  been  in  the  prime  win¬ 
dow  and  louver  window  business 
since  1922  and  has  been  associated 
with  some  of  the  largest  companies 
in  the  field. 


M.  V.  Petri 


Nationwide  has  also  appointed 
Frank  Pilgram  as  general  man¬ 
ager.  Mr.  Pilgram  was  formerly  an 
official  of  the  National  Production 
Authority  in  Washington,  D.  C. 
Nationwide  manufactures  jalousies, 
and  combination  windows  and 
doors. 

*  *  * 

New  Packaging  Technique 
Speeds  Air  Master  Delivery 

As  an  aid  to  its  distributors 
throughout  the  country.  Air  Mas¬ 
ter  Corporation,  Philadelphia  has 


recently  developed  a  new  packag¬ 
ing  technique  for  the  shipment  of 
its  aluminum  storm  doors.  This 
unique  package  was  designed  ex¬ 
pressly  for  Air  Master  to  cut  pack¬ 
aging  and  shipping  time,  and  to 
prevent  any  breakage  while  en- 
route.  The  construction  incorpor¬ 
ates  the  latest  turn-and-fold  idea 
to  add  extra  protection  and 
strength  to  the  carton. 

The  need  for  such  a  package 
became  apparent  when  Air  Master 
Corporation  opened  its  national 
selling  program  recently.  So  that 
distributors  could  sell  without 
carrying  a  huge  inventory  of  all 
special  sizes.  Air  Master  devised 
this  new  shipping  method  to  give 
a  distributor  delivery  on  all  special 
sizes  of  Aluminum  Screen  and 
Storm  Doors  within  three  days. 

*  *  * 

Youngstown  Mig.  Co.  Has 
New  Anodizing  Unit 

As  part  of  an  extensive  expan¬ 
sion  program,  Youngstown  Manu¬ 
facturing,  Inc.,  aluminum  extru¬ 
sion  manufacturers,  Youngstown, 
Ohio,  has  installed  a  new  Anodiz¬ 
ing  Unit  at  their  Youngstown 
plant. 

Licensed  by  The  Aluminum  Com¬ 
pany  of  America  to  apply  their 
exclusive  “Alumilite”  finish. 


Above:  Air  Master  Corp.'s  new  packaging  technique  cuts  time,  prevents  breakage  of 
aluminum  storm  doors. 
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Youngstown  Manufacturing  will 
also  apply  their  own  “Satin”  and 
“Superlite”  finishes  to  extruded 
products  for  both  protective  and 
decorative  purposes.  Also  per¬ 
mitted,  in  addition  to  the  oxidation 
(anodizing)  procedure,  is  a  varie¬ 
ty  of  accessory  processes  which 
may  be  applied  to  modify  the  finish 
in  some  useful  manner. 

Youngstown  Manufacturing  has 
moved  extrusion  presses,  die  shop, 
smelter  and  heat  treating  opera¬ 
tions  to  Campbell,  Ohio.  The 
original  Youngstown  plant  will  be 
devoted  entirely  to  finishing  ex¬ 
truded  shapes  including  anodizing 
and  will  house  executive  offices. 


N.  A.  Jones  R.  D.  McCarthy 

Alsco  Appoints 

N.  A.  Jones,  R.  D.  McCarthy 

President  Harry  Sugar  of  Alsco, 
Inc.,  Akron  aluminum  storm  win¬ 
dow'  and  door  manufacturing  firm, 
announces  the  advancement  of 
Norman  A.  Jones,  formerly  chief 
product  development  engineer,  to 
Manager  of  field  sales  engineering 
—  a  new'ly  created  po.st  wdth  the 
company. 

Jones  has  been  associated  with 
Alsco  in  his  former  capacity  since 
1949.  Prior  to  that  time,  he  was 
an  aircraft  armament  and  equip¬ 
ment  design  engineer.  He  also  has 
had  four  and  one  half  years  ex¬ 
perience  in  tool  design  and  two 
additional  years  of  consulting  en¬ 
gineering  service. 

Simultaneously  with  the  dis¬ 
closure  of  this  move.  President  Su¬ 
gar  named  Richard  O.  McCarthy 
Mechanical  -  Industrial  Engineer¬ 
ing  at  the  University  of  Toledo, 

McCarthy  left  his  former  posi¬ 


Celebrating  the  opening  of  two  new  factory  branch  offices,  officials  of  the  Pamco 
Window  Mfg.  Co.,  Inc.,  drink  a  toast.  Left  to  right  —  Philip  Di  Lemme,  Sr. — President, 
Peter  Di  Lemme — Vice  President  and  Production  Manager,  Bert  Glaser — Soles  Man¬ 
age.',  and  Charles  Jacobs — Branch  Manager  for  the  Lodi,  New  Jersey  office. 


Above:  Artist's  drawing  of  Union  Machine  Co.'s  new  building  now  being  constructed  at 
708  Colfax  Ave.,  Kenilworth,  N.  J.,  which  will  permit  company  to  double  its  production. 
Building  has  10,000  sq.  ft.,  can  be  expanded  to  30,000. 


tion  as  president  of  the  United 
Development  Corp.,  consulting  en¬ 
gineers,  to  assume  his  new  duties 
at  Alsco.  Previous  to  this,  he  w'as 
a  member  of  the  research  and  de¬ 
velopment  staff  of  a  home  appli¬ 
ance  firm  and,  earlier,  with  an 
aeronautical  parts  manufacturer. 

*  *  * 

Pamco  Opens  Two  New 
Branch  Offices 

Pamco  Window  Mfg.  Co.,  Inc. 
of  New  York,  manufacturers  of 
the  “Parkchester  400”  combina¬ 
tion  storm  and  screen  window  has 
recently  opened  two  factory 
branch  offices.  The  new'  branches, 
Parkchester  of  Wilmington  in  Del- 
aw'are  and  Parkchester  of  New 


Jersey  located  in  Lodi,  have  been 
opened  to  serve  dealers  handling 
Parkchester  products. 

Along  w'ith  the  Trenton,  New' 
Jersey  branch,  which  is  now  one 
year  old,  Pamco  believes  that  they 
can  offer  dealers  in  New  Jersey, 
Pennsylvania  and  Maryland  top 
delivery  service  on  aluminum 
screens,  doors  and  combination 
windows. 

*  *  * 

Panelyte  Shown  At 
Homefumishings  Show 

The  varied  applications  of  dec¬ 
orative  Panelyte,  St.  Regis  Paper 
Company’s  plastic  laminate,  are 
graphically  demonstrated  at  the 
(Continued  on  Page  132) 
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{Continued  from  Page  48) 


New  Winsulite  "A-9" 

Three  Track  Storm  Window 

A  special  survey  recently  con¬ 
ducted  of  Winsulite  dealers  showed 
that  the  Winsulite  A-9  3-Track 
window  enjoys  special  popularity 
among  them.  Chief  reason  for  the 
popularity,  and  the  preference  for, 
the  Winsulite  A-9  was  the  win¬ 
dow’s  dependable  operation:  serv¬ 
ice  calls  after  installation  were  at 
a  minimum. 

Summer  and  winter  arrange¬ 
ments  with  the  A-9  can  be  made 
at  any  time,  with  no  trick  attach¬ 
ments.  It  is  a  completely  self-stor¬ 
ing  window  ;  screens  and  inserts 
stay  in  all  year,  slide  easily,  and 
lock  securely  in  desired  positions, 
with  controlled  ventilation. 

Dealers  who  carry  the  Winsu¬ 
lite  A-9  are  backed  100%  by  Win- 
sulite’s  well-rounded  promotional 
program  —  including  hard-hitting 
advertising,  with  newspaper  mats, 
and  colorful  brochures. 


The  Winsulite  Mfg.  Co.  offers  a 
special  discount-incentive  plan  for 
new  dealers.  Dealers  interested  in 
K-D  Setups  are  urged  to  write  for 
complete  details  to  the  Winsulite 
Mfg.  Co,,  Dept.  BS,  Baltimore  2, 
Md. 


Viking  Combinations  Have 
Stainless  Steel  Channels 

Rose  Window'  Prod.  Co.  of  Meri¬ 
den,  Conn.,  is  offering  dealers  an 
aluminum  combination  window 
with  triple  channels  of  stainless 
steel  which  assure  ea.sy  movement 
for  inserts  w’ithout  binding.  Easily 
interchanged  glass  and  screen  in¬ 


serts,  aluminum  mesh  in  screens. 
Positive,  full  sill  drainage,  glass 
panels  can  be  locked  in  any  posi¬ 
tion.  Full  width  interlock  seals  out 
cold  and  rain. 

{Continued  on  Page  120) 

♦  *  * 

B  &  G  Window  Has 
"Floating"  Tracks 

A  unique  “floating”  triple  track 
is  the  new’est  feature  of  the  ‘Storm 
Wizard”  combination  window,  cre¬ 
ated  and  designed  by  the  B  &  G 
Manufacturing  Company,  Dept. 
BS,  6905  Susquehanna  Street, 
Pittsburgh. 

The  all-aluminum  frame  is  pre¬ 
engineered  for  easy  use  of  glass  or 
screen.  All  that  is  necessary  is  to 
release  tw’o  buttons,  press  the 
tracks  inside  the  frame  lightly,  and 
the  inserts  literally  “slip  out.”  The 
track  itself  always  stays  in  place. 

Along  w’ith  fingertip  convenience, 
the  “Storm  Wizard”  provides  a 
maximum  of  combinations,  to  al¬ 
low  utmost  comfort  for  the  owner. 
The  screen  may  be  stored  at  the  top 
or  at  the  bottom. 

Economical  features  of  the 
“Storm  Wizard”  are  its  permanent 


installation,  lifetime  aluminum  un¬ 
conditionally  guaranteed,  no  cut¬ 
ting  nor  trimming  needed  for  in¬ 
stallation,  and  no  service  necessary 
thereafter. 

Other  “Storm  Wizard”  products 
manufactured  by  B  &  G  are  the 
combination  door,  the  self-storing 
window,  casement  window  with 
the  patented  “Magic  Hinge,”  and 
casement  screen. 

*  *  * 

Little-Beaver  "Triple-Tilt" 
Storm  Window  Now  Available 

After  several  years  of  research. 
The  Little-Beaver  Co.  of  Balti¬ 
more,  Maryland  is  introducing  a 
new  3-track,  the  “Triple-Tilt”*  — 
a  heavy  duty  combination  storm 
window  with  advanced  pattented 
features  unlike  any  other  on  the 
market. 

Built  into  the  corner  braces  of 
its  heavy  duty  aluminum  frame, 
are  automatic  click-in-locks  that 
hold  panels  in  place  for  simple 
cleaning.  A  slight  inward  tilting 
of  the  panels  trips  the  anchor  into 
a  secured  position  providing  easy 
access  to  both  inner  and  outer 
surfaces. 

Inserts  and  frame  corners  are 
machine  pressed  into  sturdy, 
notched  corner  braces  for  maxi¬ 
mum  rigidity.  There  are  no 
screws,  clips  or  gadgets  through¬ 


out  the  entire  construction.  The 
frame  is  ribbed  for  an  air-tight 
seal  to  facing ;  locks  are  completely 
hidden. 

Complete  information  on  the 
{Continued  on  Page  140) 
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Executive  Offices:  230  Fifth  Avenue, 
Plant:  Hialeah,  Florida 


doorway 

to 

QUICK 

SALES 


TARTAN  INDUSTRIES,  INC. 

230  Fifth  Avenue,  New  York,  N.Y. 
Gentlemen;  PLEASE  RUSH  FULL  DETAILS 
ABOUT  YOUR  JALOUSIE  DOOR. 

Check  one:  □  Dealer  □  Distributor 


NAME 


ADDRESS 


PRIME 
DOOR  Hi 


BECOME  A  TARTAN 

DOOR  DEALER! 


lARIAN 

WOOD  JALOUSIE  DOORS 

with  glass  louvers 

I  CHECK  THESE  FEATURES: 


CITY 


STATE 


PHONE 


Phone  New  York— Murray  Hill  6*0060 

MAIL  THIS  COUPON  NOW  I 


&  Home  Improvement  Dealer 


STOCK  THIS  BIG 
PROFIT-MAKER 
-TODAY! 


IIAUTIPULLY  DISiGNID 
3"  GLASS  LOUVIRS 


FLUSH  TYOl  SCRIINS 
(COMFLITiLY  INSICT  FROOP) 

— to  remove  simply  turn  5 
clips  and  lift  out... screens  inter¬ 
changeable  with  storm  sash. 


NO  FROTRUDING  CORNIRS  AND  IDGiS 
to  catch  clothes  and  cause  damage. 
Door  is  absolutely  flat  when 
louvers  are  closed. 


FOSITIVI  WiATHIRTIGNT  CLOSING- 
head  and  sill  are  especially  designed 
for  complete  weather  protection. 


IMFACT  FROOF— 

24  overlapping  glass  louvers  for 
greater  strength  and  impact 
resistance.  Extra  heavy  aluminum 
clips  (.051),  with  neoprene  rubber, 
hold  glass  louvers  in  a  tight, 
shock-absorbing  grip . . .  eliminates 
need  of  spring  clip. 


FROMFT  DILIVIRY  GUARANTIKD 

Wood  frames  are  made  of  Grade 
Douglas  Fir . .’.  California  Redwood 
available  at  slight  extra  cost. 


60%  Own  Homes 

(Continued  from  Page  12) 

Before  the  end  of  this  decade  it 
seems  certain  that  more  than  30,- 
000,000  families  will  own  their 
own  living  quarters.  In  spite  of  a 
slight  decline  in  housing  starts  re¬ 
cently  because  of  mortgage  difficul¬ 
ties,  the  rate  of  production  still  is 
around  1,000,000  units  annually. 

Some  experts  believe  the  steady 
growth  in  population  and  the  obso¬ 
lescence  of  perhaps  25  per  cent  of 
the  existing  houses  warrant  a  con¬ 
tinued  output  at  that  level  for  the 
next  ten  years.  Others  fear  an 
over-supply,  particularly  if  a  new 
depression  should  be  encountered 
within  the  next  few  years. 

Production 

They  point  out  that  production 
never  approached  1,000,000  dwell¬ 
ings  a  year  in  the  prosperous  era 
of  the  Nineteen  Twenties. 

The  more  optimistic  observers, 
however,  cite  the  great  backlog  of 
demand  which  was  created  by  a 


virtual  cessation  of  construction 
work  during  some  of  the  depres¬ 
sion  years  and  the  continued 
growth  of  population  as  major 
factors  in  sustaining  the  demand 
for  more  modern  homes  in  nearly 
all  parts  of  the  country  . 

Prosperity  to  Continue 

(Continued  from  Page  36) 
Describing  the  increase  as  “very 
helathy,”  he  noted  that  the  in¬ 
crease  on  rates  had  been  a  long 
time  in  the  making. 

Asked  about  the  adequacy  of  the 
supply  of  mortgage  money,  Mr. 
Brenton  said  “Pm  not  concerned,” 
and  added  that  he  did  not  think 
mortgage  money  w’as  inadequate 
in  most  communities.  Asked 
whether  the  Government  should 
drop  the  interest  rate  in  the  event 
of  a  recession,  Mr.  Brenton  first 
said  he  “shouldn’t  comment”  on 
that  but  then  remarked  that  “na¬ 
ture  should  take  its  course.” 

Asked  whether  there  was  not  a 


psychology  of  fear  spreading 
through  the  country,  the  ABA 
president  replied  “I  don’t  think  it 
is  at  all.  I  don’t  believe  fear  is  in 
the  air  in  this  country.” 

Other  bankers  from  across  the 
country  attending  the  convention, 
the  first  that  ABA  has  held  here 
since  1934,  echoed  President  Bren- 
ton’s  remarks  about  the  state  of 
the  economy.  Showing  some  con¬ 
cern  here  and  there  about  special 
situations,  such  as  the  automobile 
market  and  the  cattle  market,  as 
well  as  a  few  local  situations,  near¬ 
ly  all  of  them  believe  business  is 
good  and  will  continue  that  way. 

A.  G.  Elam,  president  of  the 
Southern  Commercial  &  Savings 
Bank,  St.  Louis,  said,  “We’ve  been 
disturbed  by  a  few  strikes  but  gen¬ 
erally  conditions  out  our  way  are 
pretty  good.  We  are  bound  to  have 
some  adjustment  economically  and 
that  will  be  healthy  for  the  country 
in  the  long  run.  We  have  to  squeeze 
some  of  the  water  out  of  our  in¬ 
flationary  condition.” 


Perfect  Permanent  Protection! 


SEAL  DRAFT 

Metal  Sash  Weatherstrip 


LOOK  AT  AU 

Highest  quality  full  spring  ten¬ 
sion  chrome  aluminum! 

No  drilling  —  no  rivets,  pins, 
cement  or  glue! 

“Snaps  on”  and  “stays  put”. 
Can’t  come  off! 

All  metal  —  no  rubber,  plastic 
or  felt  to  fall  off! 

Exceptionally  neat  and  trim — 
beautifies  any  window! 


THE  FEATURESI 

Easily  adjustable  to  warpage 
of  vent  frame! 

Absolutely  does  not  “bind”  ven¬ 
tilator  operation! 

Seals  p  e  r  f  e  c  1 1  y — shuts  out 
drafts,  dust  and  dirt! 

Quickly  installed  in  just  a  few 
minutes  per  opening! 
Permanent  for  all  time  —  no 
service  “call-backs”! 


LOW,  ECONOMICAL  PRICE! 

Thousands  of  installations  all  over  the  nation  have  conclusively  proven  eco¬ 
nomical  Seal-Draft  Metal  Sash  Weatherstrip  to  be  the  most  trouble-free  and 
fool-proof  weatherstrip  of  all. 

ATTENTION  DEALERSI 

For  Weatherstrip  Dealers  ...  A  whole  new  field  of  profitable  sales  on  the 
millions  of  un-weatherstrip[>ed  metal  windows  installed  the  last  few  years!  For 
Casement  Storm  Window  I^alers  .  .  .  Satisfied  customers  are  yours  with  positive 
elimination  of  “vent  crackage”  infiltration.  Seal  Draft  is  available  in  Lineals  and 
handy,  convenient  “Redi-Cut”  sets.  Write  for  Price  List. 


“The  West's  Foremost  Metal  Weatherstrip  Manufacturer" 


SUN  SCREEN  PRODUCTS 

107  N.  MAPLE  si.  SPOKANE,  WASHINGTON 
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GET  THIS  HANDY 
WORKING  TOOL 
just  off  the  press! 

FANNER  CATALOG 


AWNING  HARDWARE 


This  catalog  of  fine  FANNER  AWNING  HARDWARE  gives  you  complete 
information  on  the  parts  and  fixtures  used  in  modern  awning  installations. 
Illustrated  and  described  are  not  only  the  widest  range  of  awning  hard¬ 
ware  ever  offered  but  also  gear  rolling  fixtures,  lid-operating  fixtures,  lateral 
arms  and  many  other  accessories.  Also  included  are  drawings  and  details  of 
modern  store  awning  construction,  store  awning  measurements,  recess  dimen¬ 
sions  and  handy  tables  of  useful  information.  Completely  indexed  and  de¬ 
signed  for  quick  reference  this  116-page  FANNER  AWNING  HARDWARE 
catalog  will  save  you  time,  guesswork  and  money.  A  copy  is  available  to  you 
free  upon  request.  You'll  want  it  ...  so  send  coupon  below  for  this  new 
catalog  before  the  supply  is  exhausted. 


Also  a  complete  line  of  galvanized 
lag  screws  and  wood  screws,  expan¬ 
sion  shields  and  many  other  parts 
and  accessories  for  awning  installa¬ 
tions. 

Complete  foundry,  engineering  spe¬ 
cials  and  manufacturing  facilities  to 
design  and  produce  malleable  Iran 
parts  for  any  requirement.  Send 
drawings  and  details  for  quotation. 


Please  send  free  copy  Fanner  Awning  Hardware  Catalog 
Firm  . 


THE  FANNER  MANUFACTURING  CO. 

Brookside  Park  Cleveland  9.  Ohio 

Selling  Agent 

HENRV  EDELSTEIN  CO. 

Sprinsarn  Arcade  Bld^.  Jersey  City,  N.  J. 


State 


Address 
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Big  Fall  and  Winter  Market 
...Tap  It  With  This  Tested 


Refriferatir-type 

baked  enamel  finish  won't 
flake,  peel  or  crack . . .  stays 
new  looking  for  years. 


Every  Childers  door  canopy 
comes  in  one  package 
ready  for  installation. 


gives  longest  possible  life 


No  bundle  of  loose  slats 
to  fool  with. 


Special  channeling  and 
crimping  adds  extra 
strength,  beauty. 
Canopy  supports  180  lb.  man. 


No  special  tools  needed 

to  install  Childers 
door  canopies . . .  only 
pliers  and  screw  driver. 


Many  similar  door  canopies  sell  for  as  much 
as  $65.00  installed.  (If  you  question  this 
price,  just  call  door  canopy  dealer  and 
check.)  So  Childers  gives  you  a  real  talk¬ 
ing  and  advertising  price.  At  the  same  time 
you  make  long  profit  with  practically  no 
handling  cost . . .  and  you  get  leads  for  very 
profitable  additional  business. 


So  simple  to  install, 
most  customers  will  do 
it  themselves.  Only 
Childers  offers  you 
this  advantage  of  savings 
for  your  customer. 


Childers  door  canopies  and  awnings  backed  by 
national  advertising  in  America's  leading  magazines. 


'Net  F.O.B.  Houston  after  2%  cash  discount 


Hundreds  of  dealers  have  sold  profitably 
for  $29.95  plus  installation. 

(Childers  gives  you  the  lowest  price 
in  America  for  this  special  sale.) 


Cash  in  on  the  huge  Do-It-Yourself  market  with  Childers  Packaged  Door  Canopy 
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Proved  For  Door  Canopies 
Childers  Promotion  Plan: 

How  to  make  big  awning  profits  all  through  the  Fall  and 
Winter  and  get  good  leads  for  year  'round  business  tool 


You  can  forget  all  you  ever  heard  about  selling  door 
canopies  or  awnings,  because  Childers  has  changed  the 
business.  Last  fall  and  winter  353  Childers  dealers  used 
this  special  door  canopy  promotion  and  their  results  were 
amazing.  One  dealer  ordered  350  in  just  one  day!  Success 
after  success  was  reported  from  every  kind  and  size  of 
town  all  over  the  country  from  Florida  to  Oregon. 

Results  last  year  proved  you  can  make  big  awning  profits 
all  through  the  fall  and  winter  months! 

Here's  how  this  Door  Canopy  promotion  worked 
last  year  for  Childers  dealers: 

Charles  City,  Iowa:  “Sold  60  door  canopies  on  our  first 
promotion.  Never  made  such  quick  and  easy  sales!” 

Billings,  Montana:  “We  sold  door  canopies  with  18"  of 
snow  on  the  ground!  I’m  sold  on  Childers  three-way  com¬ 
bination  of  national  advertising,  quick  installation,  and 
low  prices  for  good  profits.” 


Here  are  all  the  details  you  need  to  start  selling: 

Dates:  September  8,  1953,  to  December  31,  1953. 

Product:  Regular  LH-48  Door  Canopies,  white, 
one  pair  of  stripes.  48"  wide,  43"  projection. 

Price:  Only  $19.97*  in  lots  of  24. 

How  dealer  benefits:  Tested  way  to  sell 
Childers  Door  Canopies.  Many  are  installed  by 
property  owner. 

A  complete  door  canopy 
in  every  package.  Top, 
ends  and  Quick  Attach 
Bracket,  plus  a  few 
screws,  are  all  you  handle. 


Chicago,  Illinois:  “We  featured  the  promotion  in  four  ads 
and  sold  342  door  canopies.  Got  better  than  a  hundred 
leads  on  other  jobs,  too.  Promotions  like  this  make  Childers 
Awnings  a  good  proposition  for  us  all  year  long.” 


What  Childers  does: 

1.  Childers  gives  you  sensational  low  price  starting  Sept. 
8  on  48-inch  wide  nationally  advertised  door  canopy. 


Indianapolis,  Indiana:  “We  did  more  awning  business  in 
November  than  we  did  in  July,  thanks  to  the  push  we  put 
behind  door  canopies.  With  a  little  ‘price’  advertising  we 
can  move  canopies  for  fall  and  winter  protection.” 

Here's  all  you  do  to  get  started: 

1 .  Order  your  stock  of  24  LH-48  Door  Canopies. 

2.  Run  frequent  Door  Canopy  promotion  newspaper  ads 
to  get  leads. 

3.  Feature  a  special  low  sale  price  below  regular  door 
canopy  price. 


2.  Childers  furnishes  FREE  complete  promotional  pack¬ 
age  —  newspaper  ad  mats,  radio  scripts,  1000  door 
canopy  folders — window  streamers.  Everything  you 
need  for  a  profitable  promotion.  Childers  also  offers 
you  all  the  selling  aids  your  salesmen  need — samples, 
3  dimensional  viewers,  sales  portfolios,  literature,  price 
lists. 

Don't  miss  out  on  these  extra  sales  this  year.  Be  the  dealer 
in  your  town  who  breaks  with  this  deal.  Make  extra  money 
and  stir  up  excitement  in  town  with  this  special  Door 
Canopy  sale.  Get  customers  talking  about  you  and  help 
your  business  all  year.  So  act  right  now.  Don’t  miss  a 
single  door  canopy  sale!  Clip  the  coupon  and  mail  it  today. 


CHIIDERS 

TRADEMARK 

ALL-ALUMINUM 

rWMl  Nn.  nt  wd  D  M,  H/,  M  OHMf  fMMh  Miif 

Childers  Awnings  ore  made  in  Amer- 
ico's  largest  aluminum  awning  plant. 


The  Childers  Franchise  is  the  most 
valuable  awning  franchise  in  America. 


MAIL  THIS  COUPON  ORDER  BLANK  TODAYI 


Childers  Manufacturing  Company 

3620  West  11th  Street  (BS-103) 

Houston  8,  Texas 

□  Please  send  me  24  LH-48  Door  Canopies  (white  with  stripe)  @  $19.97* 
each,  and  my  free  door  canopy  promotion  kit.  (For  quickest  delivery  of 
your  order  please  send  check  unless  you  have  established  your  credit 
with  us.)  Check  color  of  stripe:  □  Green  □  Red  □  Bmwri 

□  Please  send  me  full  information  on  how  I  can  become  a  Childers  dealer 
and  obtain  an  exclusive  Childers  franchise. 


Individual _ Tide 

Firm _ 

Street _ 

City _ Zone _ State_ 

No.  of  Salesmen _ Type  of  products  now  sold _ 

•Net  FOB.  Hnu^ton  after  2%  cash  discount 
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all  these  Awnings  and  m 
from  a  standard  stock  of 


Dealer  Association 

{Continued  from  Page  37) 
tributors ;  of  retailers  of  materials 
and  supplies ;  of  organizations  such 
as  the  electrical  contractors’  asso¬ 
ciation,  plumbing  contractors’  as¬ 
sociation,  fence  dealers’  associa¬ 
tion,  general  contractors’  associa¬ 
tion  and  of  the  various  credit  in¬ 
formation  groups,  it  was  decided 
to  form  a  non-profit  corporation 
as  the  framework  around  which 
the  improvement  dealers  could  set 
up  a  national  organization  to  build 
up,  correct  and  promote  the  im¬ 
provement  industry. 


Name  Chosen 


Improvement  contractors’  Asso¬ 
ciation,  Inc.,  was  chosen  as  the 
name  and  application  for  the  char¬ 
ter  was  filed  with  the  Texas  Secre¬ 
tary  of  State  and  granted  within 
48  hours. 

At  the  next  meeting  five  officers 
and  twelve  directors  were  elected, 
all  from  among  the  active  mem¬ 
bers,  one  of  the  two  general  classes 
of  membership  set  up.  Active 
members  are  defined  as  firms  do¬ 
ing  the  actual  work  involved,  such 
as  installation  or  construction  of 
anything  tending  to  improve  the 
building  or  property  and  only  such 
firms  are  entitled  to  vote  on  mat¬ 
ters  of  the  association. 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 

simple  to  assemble  as  a  child's  toy!  \\ 


Take  3  simple  measurements:  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  ports  you  will  need.  Reach  into 
your  stock  of  standard  packaged  parts — 
then  assemble  the  Awning  quickly  ond 
easily  on  location  or  in  the  shop.  No  spe¬ 
cial  tools  required.  The  ports  ore  pre¬ 
cision  manufactured  and  engineered. 


immediate  delivery  means 

immediate  Profits! 


Only  SHADE  King  ventilated  aluminum  awnings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  special 
machinery  or  tools  to  buy — strength  and  beauty.  Why 
speculate  when  you  can  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 


Memberships 


The  non-voting  memberships  are 
in  two  classes,  associate  and  sus¬ 
taining.  The  associate  members 
are  drawn  from  those  suppliers 
who  do  not  perform  any  of  the 
actual  work  and  includes  the  lend¬ 
ing  institutions  as  suppliers  of 
that  very  important  commodity, 
money  for  the  work.  Sustaining 
memberships  are  open  to  manu¬ 
facturers  of  specialties  and  sup¬ 
plies  and  to  any  group  or  organ¬ 
ization  wishing  to  contribute  finan¬ 
cially  to  aid  the  association  in  car¬ 
ving  out  its  aims. 

The  slogan  and  Code  of  Ethics 
adopted  significantly  enough  close- 
(Continued  on  Page  77) 


strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


BUTLER  STAMPING  CO.,  Butler,  Pa 
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An  Important 

OPPORTUNITY 

for  You  To  Join  the  0 rowing Jamify  of  _ 


,V)I* 


\H'i 


lA 


For  Dealefthip  Details 
In  Pittsburgh  Area  Write: 

ALUMAROLL  CO. 

6905  Susquehanna  St.,  Pittsburgh 
In  St.  Louis  Area  —  Write; 

ALUMAROLL  of  St.  Louis 
2616  N.  13  St.,  St.  Louis 

In  Mass.-Conneetieut  Area; 

ALUMAROLL  DIV.— SWETT  BROS. 

78  Island  Pond  Rood,  Springfield 
In  All  Other  Areas  —  Write: 


ORCHARD 
BROTHERS  INC* 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 
Phono  Rutherford  2*7400 


i.vV' 


lotted 

losekeepinf  ) 


'  METAL 
AWNIN6, 


w 

the  Only  Aluminum 
Awning  that  recognizes 
No  Competition 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn¬ 
ing  —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too— for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 


■•11.  r 


1. 


t-\  V. 
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ATTENTION  DISTRIBUTORS: 

4ter0(fsmmi> 


You  make  MORE  with  Air  Master  ...  a  complete  quality  line  of  aluminum  storm 
doors  and  windows  at  competitive  prices.  Here's  the  ONLY  1-1  16"  thick  door  in 
the  industry  ...  a  full  length  Piano  Hinge  .  .  .  an  exclusive  knob  lock  ...  to  sell  for 
as  low  as  $49  ! 


Air  Master 


18fh  and  LEHIGH  AVENUE.  PHIl4oELPHIA  32.  PA 


k  ABE  YOU  SATISFIED  TOUB  INSTAL- 
I  LATION  AND  SEBVICE  COSTS  ABE 
^  AS  LOW  AS  THEY  CAN  BE? 

You  save  TIME  with  Air  Master  .  .  .  and 
time  is  money  .  .  .  your  money!  Air 
Master's  Maid  of  Aluminum  door  goes  up 
fast  and  easy  ...  fits  tight . . .  stays  tight! 
Lower  installation  cost ...  No  service  calls! 


ABE  YOU  SATISnED  YOUB  VOLUME 
I  1$  U  HIGH  AS  IT  SHOUU)  BE? 

You  sell  MORE  with  Air  Master!  Advanced 
engineering  and  huge  manufacturing 
facilities  give  you  quality  features  home 
owners  go  for  .  .  .  because  the  price 
is  right! 

ABE  TOV  SATISFIED  WITH  TOUB 
I  PBESEHT  DEUVEBT? 

You  get  FASTER  delivery  with  Air  Master! 
Fast  shipment  distribution  gives  you 
immediate  delivery  of  “ready  to  install" 
units.  No  cutting,  sawing,  hammering, 
fastening  before  instollotion. 

ABE  YOU  SATISFIED  WITH  THE 
SELLING  AIDS  YOU  NOW  GET? 

You  get  COMPLETE  backing  with  Air 
Master!  Hard  selling  newspaper  ad  mats, 
catalog  photo  sheets,  stereo  slides,  esti* 
mating  aids,  sample  Idts  .  .  .  designed  to 
sell  for  you! 


Uoiv  is  the 
time  to 
make  the 

mma 


SUialess  steel 
luidwAie 

EifAsiable  beveled 
flssb  backsweep 
Study  alHBiHHm 
dMf  stop 

Itavy  f  aage  stacce 
csibosted  kick  panel 
Smooth  satin  Instie 


IMMEDIATE  DELIVERY 
ANYWHERE  IN  THE  U.  S.  A. 


AIR  MASTER  CORP. 


18TH  &  LEHIGH 


PHILADELPHIA  32,  PA. 


Please  send  me  foil  details  concerning  your  profit-making 


Q  Distributor  Plon 


Q  Dealer  Plan 


addreu 


Maeefacterers  ef  Alemieem  Cembleotiee  Sferm  WIedews  •  Deen 


Screens  »  Cosemeet  WIedewt  •  Sliding  HoikIi  Type  WIedews 
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ly  parallel  the  measures  recom¬ 
mended  by  Mr.  Frentz.  Designed 
for  wide  publicity  and  advertis¬ 
ing,  the  slogan  simply  states, 
“Know  Your  Contractor  —  Get  A 
Contract.” 

The  Code,  also  designed  for  pub¬ 
licizing,  is  supplemented  by  a  com¬ 
plete  set  of  standards  of  practice 
with  provisions  for  the  disciplin¬ 
ing  of  any  deviating  members. 
Together  they  make  it  mandatory 
that  all  members  must  clear  any 
salesman  they  contemplate  hiring 
with  the  A.ssociation  office;  that 
no  “cash  bonus,”  “model  house”  or 
“par  selling  contract”  may  be  used 
by  any  member  or  his  salesmen; 
that  complete,  detailed  contracts 
must  be  written  and  copies  given 
the  customers ;  that  guarantees 
and  warranties  be  reasonable  and 
always  limited  to  that  given  by 
the  manufacturer  where  such  is 
given.  Cooperation  already  pledged 
by  all  of  the  Title  1  lending  insti¬ 
tutions  is  such  that  their  influence 
— together  with  that  of  FHA  it¬ 
self — will  undoubtedly  soon  elimi¬ 
nate  the  unscrupulous  lender. 

Information  Exchange 

As  envisioned  by  Preston  E. 
(Jerry)  Smith,  president  of  the 
ICA,  and  partner  in  an  improve¬ 
ment  contracting  firm  and  an 
aluminum  awning  manufacturing 
firm,  the  national  organization 
should  be  composed  of  an  arti¬ 
culated  series  of  autonomous  self¬ 
policing  chapters  in  the  country’s 
major  cities,  each  with  a  delegate 
to  represent  them  at  regional  or 
national  meetings,  and  each  en¬ 
titled  to  organizational  plan  and 
operational  plan  help  from  the  na¬ 
tional  office,  with  a  country-wide 
exchange  of  information  as  to 
migrant  sales  personnel  and  effec¬ 
tive  promotional  and  sales  efforts 
of  any  member  anjrwhere. 

Mr.  Smith  said  the  Improvement 
Contractors’  Association,  Inc.,  1411 

{Continued  on  Page  78) 


ifis  dealarlK  choice,  boys.. 

The  Name  That  Means  The 
Biggest  Mark-Up  In  TV  Presents 


the 


ROOM  AIR  CONDITIONER 


THE  DEALER’S  CHOICE 

because  WEATHERKING 
is  priced  for  profits: 


I 


Tele  King  Has  Learned  That  Our  Best 
Deal  Is  A  Happy  Dealer,  Therefore 
We  Offer  The  Weatherking  Mark-Up  Policy 
.  . .  Geared  For  Greater  Profits! 


THE  DEALER’S  CHOICE 

because  WEATHERKING 
is  styled  for  sales: 


Vi,  %,  and  1  Ton  Units 
Smartly  Styled  . . .  Blends  With  Any  Room 
"All  Directional"  Cool  Air  Circulation 
5  Year  Warranty 

Scientifically  Circulated  "Tropic  Zone"  Heat 
Safety-Seal  Construction 
Silent  As  A  Whisper 

"Humid  Control".  .  .  Keeps  Moisture  Down 
.  .  .  Comfort  Up  "Life-Long"  Pure-Air  Filter 
"Trio  Fan”.  .  .  Triple  Bladed 
For  Greater  Comfort 

-And  The  WEATHERKING  “BIG  TWO’’ 

In  One  Unit  At  No  Extra  Cost! 

1 .  Heats  In  Winter . . .  Cools  In  Summer 

2.  Automatic  "Climate  Control"  Thermostat 


THE  DEALER’S  CHOICE 

because  WEATHERKING 
Engineering  practically 
eliminates  post-sales 
headaches  — 


I 


Easy  Installation  . . . 
Quality  Performance . 
Practically  Ends 
All  Service  Calls 


SALES  •  PERFORMANCE  •  MARK-UP 
make  WEATHERKING  truly  the  dealer’s  choice! 


^  There  Are  Still  A  Few  Distributor 
Territories  Available. 

Tele  King  Corporation 

601  West  26th  St.,  New  York  1,  N.  Y. 

Please  send  full  information  regarding 

TV  □  Radios  □ 

Room  Air  Conditioners  □ 

Im  interested  in  Dealership  Q 
Distributorship  □ 

Nome . 

Address . 
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general  c^luminum  J^roductd  Corporation 

MANUFACTURERS  of  Aluminum 

Weather-Protection  Products 


GEM^LUM 

Invites 

Dealers  and  Distributars  Throughout 
The  United  States  to  MERCHANDISE 

Ail-Aluminum  Awnings 
All-Aluminum  Storm  Doors 
All-Aluminum  Triple-Track  Storm  Windows 
Ail-Aluminum  Two-Track  Storm  Windows 
All-Aluminum  Casement-Type  Storm  Windows 


I 


NOW  You  Con  Sell  o  Complete  Line  of  Weather 
Protection  Products  Furnished  by  One  Manufacturer  — 

General  Aluminum  —  No  Inventory  Investment  Required 
You  Order  os  You  Sell  —  We  Deliver  Immediately 

Manufactured,  Sold  and  Shipped  Direct  to  You  From  Our  Own  Plant 


NOW  is  the  Time  to  Join  Our  Established  Organization 
Whose  Policy  Is  to  Offer  a  Complete  Line  of  Products  of  the: 

•  Finest  Aluminum  Construction  •  Competitively  Priced 

•  Smartly  Styled  •  Quickly  Delivered 

•  Thoroughly  Engineered 

TO  ASSURE  YOU  LEADERSHIP  OVER  COMPETITION 
Profit  RIGHT  Now!!  WR!TE  NOW!! 

GENERAL  ALUMINUM  PRODUCTS  CORP. 

CHICAGO  9,  ILLINOIS 


3949  SOUTH  FEDERAL  STREET 


KEnwood  8-5533 
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Broadway,  Houston  12,  Texas,  will 
be  glad  to  furnish  full  information 
on  obtaining  a  charter  from  the 
national  organization,  on  organ¬ 
izational  procedure,  on  local  pub¬ 
licity  methods  and  other  helps  to 
any  reputable  firm  interested  in 
forming  a  chapter  in  their  com¬ 
munity.  He  did  suggest,  however, 
that  the  owners  of  several  such 


firms  get  together  and  talk  it  over 
before  such  application  is  made, 
since  the  nucleus  will  thus  have 
already  been  formed. 

As  far  as  is  known,  this  is  the 
first  organized  effort  being  made 
to  combat  the  difficulties  and  evils 
besetting  a  brand  new  industry 
serving  the  owners  of  45,000,000 
dwelling  units  and  designed  to 
make  the  budding  industry  take 
its  rightful  place  as  one  of  the 
major  factors  in  the  nation’s 
economy. 


Moisture  Control 

j  {Continued  from  Page  39) 

I 

I  ditions.  Such  a  system  would  re- 
;  lieve  the  home  owner  of  the  re¬ 
sponsibility  of  constantly  watch¬ 
ing  relative  humidity  to  avoid 
excesses.” 

I  It  also  should  be  emphasized 
I  that  insulation,  storm  windows 
and  doors  and  other  such  sound 
and  comfort-promoting  products 
have  no  adverse  effect,  provided 
they  are  properly  installed,  that 
design  and  assembly  of  collateral 
materials  is  sound  and  that  water 
vapor  generated  within  the  house 
is  properly  controlled  by  ventila¬ 
tion  or  dehumidification, 
j  In  this  connection.  Professor 
I  C.  E.  Lund,  assistant  director  of 
the  Engineering  Experiment  Sta¬ 
tion  at  the  University  of  Min¬ 
nesota,  says: 

Erroneous  Satements 

‘‘There  have  been  many  erro¬ 
neous  statements  that  insulation 
is  one  of  the  primary  causes  of 
structural  condensation.  We  must 
consider  its  economic  aspects 
versus  faulty  design  and  construc¬ 
tion.  The  value  of  insulation  as 
an  economic  necessity  has  been 
accepted.  If  insulation  is  to  be 
considered  a  contributory  cause 
to  condensation,  then  likewise 
weather-stripping,  storm  sash, 
basement  walls  and  floors,  and 
the  necessary  living  operations 
within  a  home  are  also  to  blame. 
It  is  inconceivable  that  we  would 
recommend  the  elimination  of  any 
or  all  of  these  causes  due  to  the 
fact  that  we  fail  to  recognize  the 
principal  reason  as  being  faulty 
design  or  construction  and  lack 
of  vapor  control.” 

Here  the  important  point  for 
the  home  improvement  salesman 
lies  in  the  fact  that  the  ‘‘vapor 
control”  referred  to  is  possible — 
and  by  recommending  corrective 
measures,  the  salesman  can  build 
good-will  and,  at  the  same  time, 
{Continued  on  Page  80) 
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WRITE 

NATIONWIDE 


Gel  the  facts  about  our 
ALL  ALUMINUM 
weatherstripped 


Gel  the  fads  about  our  * 

Exclusive 

DEALER-DISTRIBUTOR 

PLAN! 


Learn  why  oor  window,  with 
every  fast  selling  feature 
(and  some  exclusive  ones, 
too)  is  breaking  sales 
records  everywhere! 


Get  the  facts  about  our 


From  coast  to  coost.  Nationwide  Jolousie 
Deolers  ore  reporting  .  .  .  "BIGGEST 
PROFITS  YET"!  Be  wise!  Join  the 
Nationwide  bandwogon!  ^ 


Often  imitated  .  .  .  never  improved  upon!  We  were 
first  with  a  perfect,  weatherstripped  jalousie  door. 
Learn  why  our  door,  with  its  exclusive  features, 
outsells  them  all! 


moRNfactarcrs  of 
all  alainiRHMi  joloMia 
wladaws  oad  doors 


Attention.'  DOOR  MANUFACTURERS 


335-387  So.  Moin  St. 
Frooport,  Long  Island 


Improve  your  door  with  jalousie. 
Write  for  our  special  plant 


\ 

\ 

» 


'i 
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VULCO 


Sufitn4«>i  STORM  SASH 
S<^  PART  FITS 
•k  easily 

★  ECONOMICALLY  . 

•k  SIMPLY 

Channels,  inserts,  handles,  corner  plates  are  engi¬ 
neered  for  utmost  simplicity.  For  a  small  cost 
VULCAN  furnishes  saws,  jigs,  punch  dies  and  full 
instructions.  Furthermore  our  company  reprasanta- 
tive  will  personally  help  you  sat  up  an  effi^Mit  shop. 
Full  cut  sheets  and  diagrams  eliminate  any  possible 
error. 


This  it  prim*  rMton  why  htiiidradt  of  fabricators 
ara  turning  to  SUPERIOR  aielitsivaly. 

•  Tha  SUPERIOR  Storm  Sash 

is  prafarrad  by  prospacts 
on  first  prosantation  and 
hundradt  of  satisfiad  utars 

a  or*  our  strongast  racom- 

mandation. 

*  Nominal  shops  andorta 

SUPERIOR  principally  ba- 
causa  of  low  cost  of  AM* 
tarial,  small  invoetory  and 
aliminatioA  of  axpanthra 
macMaary. 

•  DON’T  PASS  UP  THIS 

CHANCE  TO  THOR¬ 
OUGHLY  DISCUSS  PO- 
^  TENTIAL  PROFITS  WITH 

yy  ONE  OF  OUR  COMPANY 

REPRESENTATIVES. 


Full  line  of  tiardarare  aiMl 
tools  ovoilobla. 

A  loader  in  the  industry 
since  1945. 


Call,  writ*  or  wir* 

VULCAN  MITAL  PRODUCTS 

2t01  «  etb  Ayawuoy  Soutli 
■irminghom,  Alobease  Phooo  4-S439 


Please  send  me  catalogue  and  ftsther  details  rela' 
tive  to  SUPERIOR  STORM  SASH.  No  Obligation. 


Name. 


Address. 


I  Moisture  Control 

I  {Continued  from  Page  78) 

i  increase  his  sales  of  insulation, 
:  windows,  doors,  fans  and  similar 
I  sound  products.  But,  before  con- 
:  trol  is  possible,  sources  of  exces¬ 
sive  moisture  must  be  recognized. 

:  These  sources  can  be  inside,  out¬ 
side,  or  on  the  underside  of  the 
house.  They  can  be  controlled  by 
‘  elimination,  isolation  or  ventila- 
;  tion. 

In  succeeding  issues  of  Building 
;  Specialties,  inside,  outside  and  un- 
:  derside  moisture  sources,  with 
j  proper  remedial  measures,  will  be 
!  discussed.  Meanwhile,  the  sales- 
I  man  should  bear  in  mind  that  such 
products  as  insulation  and  storm 
windows  and  doors  do  not  cause 
moisture  damage.  By  making  use 
of  the  information  regarding  mois¬ 
ture  sources  and  control  proce¬ 
dures  outlined  here  and  to  be  taken 
up  in  the  next  two  issues,  the  sales¬ 
man  can  at  the  same  time  perform 
a  valuable  service  to  home  owners 
and  boost  sales  of  home  improve- 
i  ment  lines. 

I  Appearances'  Sake 

{Continued  from  Page  43) 

I 

i  pany  by  the  appearance  of  its  men, 
decided  that  she  didn’t  want  the 
work  done  after  all.  It  took  a 
dealer  a  lot  of  time  and  effort  to 
“re-sell”  her  on  his  company  and 
undo  the  harm  his  mechanics  had 
I  done. 

Another  example,  involves  a 
neighbor  who  decided  to  enclose 
her  terrace.  It  took  her  weeks  to 
decide  on  which  of  the  several  who 
called  on  her  was  the  one  ...  to 
do  the  job.  She  finally  decided,  not 
on  the  basis  of  cost,  materials  or 
experience,  but  on  how  “neat  the 
workmen  looked.”  They  wore  well- 
cut,  immaculate  coveralls. 

Her  next  door  neighbor,  notic¬ 
ing  the  name  of  the  company  on 
the  mechanic’s  shirts,  called  and 
{Continued  on  Page  84) 
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Featuring  the  Famous 

>^rth-east 

jalousie- 

Winner  of  the  1953  Lewis  & 
Conger  Safety  Award  As  Seen 
In  Life  Magazine 
Fashioned  of  63-ST-5 
Heat-Hardened  Aluminum 
Ail  Balanced  Louvres 
In  Choice  of  Clear, 
or  Obscure  Glass 
All  Machine  Riveted 
Sag  Proof 

Corners  Supported  with 
Reinforced  Castings 
Exclusive  Rib  Pattern 


THE  MARKEFS  BEST  VALUE 
IN  JALOUSIE  DOORS 

Here's  a  value  that  could  be  sold 
for  double  its  sensational  low 
price,  tt  beats  any  Jalousie  Door 
now  on  the  market.  It's  your  best 
buy  — make  it  your  best  setter! 


Embossed  Kickplate 

Complete  with  Stanley 
Stainless  Steel  Hinges  and 
Vinyl  Door  Sweep 

Extra-Heavy  Door  Check 


Distributor  Territories  Open  —  Write  or  Phone  for  Details 

ENERAL  SCREEN  &  SASH,  INC. 

Manufacturers  of  Aluminum  Windows  and  Doors 

50  TULIP  PLACE,  GARDEN  CITY  PARK,  L.  I.,  N.  Y. 

GArden  City  7-8204-871 1 
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Here’s  what 
you  want 


in  an 


ALUMINUM  AWNING 


No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


Fifteen  colors;  guaranteed  high- 
grade  auto  enamel. 

All  aluminum  fittings  —  fewer 


screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  it  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

^  Fall  will  be  a  BIG  awning  season!  WRITE,  PHONE 
OR  WIRE  TODAY  for  literature  and  details, 

Sterlina  AWNING  COMPANY 


Box  305 


Phone:  8-7998 


Belpre,  Ohio 


The  BBST  NBWS  for  Storm  Window  Men  in  Years 
We  will  shortly  be  in  Production  with  the 

HOLDEN 

Window  for 

CASEMENTS 


This  is  absolutely  different  from  any  window 
on  the  Market.  Sine?  a  PATENT  is  PENDING 
you  will  be  protecied. 

You  don't  have  to  "talk  around"  any  bad 
features. 


It  isn't:  —  a  Clip-on;  a  Piggy  Back;  an  Out¬ 
side  hung;  or  a  Slider. 

You  can:  —  Use  the  Lock  and  Roto  Crank 
without  alteration;  Get  100%  interlock  insu¬ 
lation;  Operate  the  Primary  Window  as  it 
was  designed  by  the  Manufacturer. 


Large  Territories  open  to  established  Companies 
with  proven  Financial  and  Distributional  ability, 

J,  MINSHALL  HOLDEN 


BROOKHAVEN  ROAD,  MEDIA  20,  PA. 
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Name 


A  New  Eagle-Picher  Aluminum  Combina-  I 
tion  Storm-Screen  Door.  Popularly  priced  j 
— finished  or  KD  form.  ■ 


&  Home  Improvement  Dealer 


EAGLE-PICHER 


Firm  Name 


Address 


City 


Zone .  State 


Since  1843 


Tell  me  how  I  can  become  a  □  dealer  □  distributor  for 
Eagle-Picher  Aluminum  Combination  Windows  and  Doors. 
I  want  to  discuss  in  detail  the  new  proposition  you  offer  as 
well  as  my  qualifications  for  a  franchise. 


Two  brand  new  products  that  bring  PROFIT 


An  improved  Eagle-Picher  "triple-slide” 
Aluminum  Window  featuring  Eraydo 
metal  tracks. 


Here’s  a  rare  opportunity  for  aggressive 
businessmen  —  an  opportunity  to  handle 
America’s  most  distinctive  line  of  window 
and  door  enclosures.  It’s  a  popular  line  — 
made  by  a  reliable  company,  in  business 
since  1843.  Every  product  has  exclusive  sell¬ 
ing  features  and  is  attractively  priced  — 
with  longer  discounts. 


This  is  a  once-in-a-iileiime  chance 
that  wiii  probabiy  never  be  repeated. 


Actually,  the  reason  for  the  expansion  pro¬ 
gram  lies  in  the  fact  that  the  aluminum  sup¬ 
ply  is  now  more  abundant.  Rather  than  mis¬ 
lead  you  during  the  last  five  years  of  short¬ 
age,  Eagle-Picher  held  back  .  .  .  waited  'til 
it  was  possible  to  assure  prompt  service  on 
every  order. 

For  full  information  about  profits  made 
possible  by  longer  discounts  and  famous 
Eagle-Picher  QUALITY  — MAIL  THIS 
COUPON  TODAY! 


The  Eaale-richer  Company 
Storm  Window  Department 
Cincinnati  (l).Ohio 


A  few  choice  dealer  and 
distributor  franchises 
now  available! 


She  told  my  wife,  “If  they  care 
so  little  about  the  appearance  of 
their  own  men,  how  can  I  be  ex¬ 
pected  to  believe  that  they  will 
care  about  improving  the  appear¬ 
ance  of  my  home?” 

Not  only  was  the  one  installa¬ 
tion  killed,  but  all  of  the  women 
to  whom  she  talked,  were  swayed 
against  the  dealer  by  this  woman, 
who  had  a  just  criticism. 


JALOUSIES  ACTUALLY 
DESIGNED  FOR  COLD 
WEATHER  PROFITS! 


Word-of-Mouth 


Talking  over  the  fence  still  goes 
on,  and  the  word-of-mouth  adver¬ 
tising  you  get  can  well  determine 
the  success  or  failure  of  your 
efforts  in  a  community. 

It’s  so  needless  for  dealers  in 
this  day  and  age  to  have  their 
workers  put  up  the  kind  of  appear¬ 
ance  htey  have  in  my  typical  com¬ 
munity. 

They  wouldn’t  tolerate  it  in 
their  salesmen,  why  do  they  put 
up  with  it  in  the  men  who  do  the 
actual  work? 

There  are  two  ways  a  dealer 
can  do  something  for  appearances’ 
sake.  He  can  buy  and  equip  his 
men  with  smart,  comfortable  work 
garments,  preminently  displaying 
his  name,  address  and  services  — 
or  he  can  RENT  these  uniforms 
from  his  local,  accredited  member 
of  the  Institute  of  Industrial  Laun- 
derers. 


New  Improved! 

Now  Louvre-Seal'a  iamous  pat¬ 
ented  interlocking  aluminum 
ilange  is  improved  ior  even 
greater  weatherstripping  efii- 
ciency  and  durability. 


A  match  for  the  coldest  winter 
this  Louvre  actually  is  designed 
ior  cold  weather  installation.  Ex¬ 
clusive  and  improved  flange 
weatherstripping  gives  you  sen¬ 
sational  advertising  and  selling 
advantages.  Available  in  indi¬ 
vidual  imits  or  multiple  units. 
Windows  complete  with  screens 
—  63ST5  extruded  aluminum 
throughout.  Write  or  Wire  for 
further  information! 


Perfect  for: 

*  Porch  enclosures 

•  Doors 

•  Window  walls 

*  And  all  windows 

Also  available  in  1”  Aluminum 
doors  or  handsome  Mahogany 
p/4"  doors. 


Uniforms 


LOUVRE 

SEAL 


The  industrial  laundering  field 
has  doubled  and  tripled  and 
doubled  again  in  the  last  ten  years 
because  businessmen  —  from  the 
captains  of  industry,  to  the  small¬ 
est  —  have  discovered  through 
actual  dollar-by-dollar  test,  that  it 
is  cheaper  by  far,  to  rent  uniforms, 
coveralls,  towels,  etc.,  from  speci¬ 
alized  laundering  services  than  to 
buy  them.  Through  rental  service 
the  dealer  needn’t  maintain  stocks, 
operate  small  laundries,  or  do  any 
of  the  other  things  ^required  when 
he  owns  them  himself.  When  you 
rent,  the  launderer  takes  care  of 
all  the  problems. 

(Continued  on  Page  86) 


LOUVRE-SEAL  WINDOW  PRODUGS,  INC. 


97-24  ALBERT  ROAD 
OZONE  PARK  16,  NEW  YORK 


to  give  her  house  respite  from  the 
merciless  sun.  A  good,  specialty 
salesman  closed  the  deal  and  in  a 
few  days  the  mechanics  tripped  in 
to  ruin  it.  First,  they  cut  across 
her  lawn,  endangering  some  pet 
flowers.  Next  they  looked  as  if 
the  company  they  worked  for 
would  be  out  of  business  in  about 
twenty  -  four  hours.  A  tee-shirt, 
faded  and  dirty,  and  a  washed-out 
pair  of  blue  jeans  constituted  their 
“uniform.” 

She  cancelled  then  and  there. 


Appearances'  Sake 

(Continued  from  Page  80) 


“kept  up  with  the  Jones’  ”  by  giv¬ 
ing  the  dealer  a  bonus  customer  — 
and  all  because  of  the  good  appear¬ 
ance  of  his  men. 

Another  example,  but  one  that 
ended  unhappily,  was  the  case  of 
a  high-ranking  officer’.^  wife  who 
lives  across  the  street  from  us. 
She  wanted  her  huge  picture  win¬ 
dows  covered  with  bamboo  shades 
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AWNINGS  •  CANOPIES 


of  Sturdy  rustp roofed  steel! 


A  full  line  . . .  residence  awn¬ 
ings  .  .  .  awnings  for  store 
and  factory  .  .  .  canopies  and  terraces  ...  all 
factory  fabricated  and  shipped  ready  for 
installation. 


MOST  PROFITABLE  because . . . 


No  custom  assembly  —  far  cheaper  to  install. 

No  shop  or  extras  required  —  no  service  problems  or  expense. 


Strength  . . .  far  in  excess  of 
aluminum  ...  no  warping  . .  . 
sagging  ...  no  bolts  to  rattle. 

Cool  .  .  .  because  24%  of 


Beauty  .  .  .  horizontal 

louvers  match  architectural 
design. 


Lead  all 
others  in 
dealer  and 
distributor 
PROFIT! 


j 


48"  DOOR  CANOPY 


THE  72"  STOOP  CANOPY 


awning  is  ventilated. 


produced  on  high  speed  auto¬ 
matic  machinery. 


TROY  has  been  the  leading  manufacturer  of 
Sun  Control  Products  since  T  887 . . .  rated  AAA-1 . 

We  are  now  expanding  DEALER  and  DISTRIBU¬ 
TOR  representation  everywhere. 

Write  directly  to  us  ..  .  today. 

THE  TROY  SUNSHADE  CO.,  TROY,  OHIO 


i  THE  OLDEST  AND  LARGE  Stf 

MANUFACtu'RERS  OF  SUN  C  O'N  T  R  O  L  PRODUCTS  ' 
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Detigned  for  BIGGEST  YEAR  ’ROUND  PROFITS 


1.  Competitively  priced  for  distributors  and 
dealers 

2.  Fast  Delivery  You  Can  Count  On 

3.  Exclusive  Territories  for  Your  Protection 

4.  Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE:  Full  3y4"  wide  door 

frame  for  maximum  strength  and 
o  Reinforced  corners  for  lifelong  distinctive  appearance 

strength 

o  Fingertip  window  control  •  Aircraft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

^  ,  .  •  Vinyl  plastic  bottom  door  seal 

•  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  &  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  ..  .  Visit  our  plant 


Compony 


Arnot  Place,  Lodi,  N.  J. 
GRegory  3-0937 


i 


i 


Appearances'  Sake 

(Continued  from  Page  84) 

Here  are  ten  reasons  why  it  will 
pay  you  to  use  the  services  of  an 
industrial  launderer.  And  they  all 
add  up  to  more  and  better  business 
as  a  result  of  doing  something  for 
aijperances’  sake.  ^ 

•  When  you  rent  garments  you 
eliminate  the  large  investment 
necessary  to  provide  workers  with 
an  on-the-job  wardrobe. 


•  You  get  regular  laundry  serv¬ 
ice.  Your  industrial  launderer 
knows  that  a  uniform  isn’t  a  uni¬ 
form  at  all,  if  it  isn’t  kept  clean. 
Without  regular  cleaning,  em¬ 
ployees  tend  to  be  lax  in  turning 
their  garments  in  to  be  laundered. 

•  Rental  garments  are  kept  in 
tip-top  shape,  constantly  repaired. 
This  prevents  clothes  from  becom¬ 
ing  shabby  or  dangerous  due  to 
tears,  dangling  buttons  and  the 
like. 


•  When  you  hire  a  size  44  man 
to  replace  a  size  36  man,  you  don’t 
have  to  buy  a  uniform  for  the  new 
man  and  store  away  the  size  36. 
Your  industrial  launderer  outfits 
the  new  man  with  a  fresh,  clean 
uniform.  He  takes  the  size  36  and 
puts  it  in  his  storage  rooms. 

•  Your  entire  staff  will  be  fur¬ 
nished  with  new  uniforms  at  regu¬ 
lar  intervals,  by  your  industrial 
launderer.  This  gives  you  an 
opportunity  to  freshen  -  up  your 
organization’s  appearance  fre¬ 
quently. 

Emblems 

•  The  uniforms  of  your  men  will 
carry  your  individual  emblem, 
your  sales  story  direct  into  the 
homes  of  your  customers.  These 
emblems  give  you  definite  custom¬ 
er  public -relations  and  word-of- 
mouth  advertising  benefits  where 
it  counts  the  most  —  before  the 
woman  in  the  home,  and  before 
her  neighbors. 

•  The  rental  service  is  a  tax 
deductible  item. 

•  The  rental  service  boosts  em¬ 
ployee  morale. 

•  Special  uniforms  tailored  for 
your  operation  are  available  on 
the  rental  service.  Your  launderer 
will  have  these  made-up  for  you 
with  the  built-in  safety  features 
your  special  jobs  might  require. 

•  Savings. 

These  are  some  of  the  outstand¬ 
ing  reasons  for  the  use  of  the  serv¬ 
ices  offered  by  the  industrial  laun¬ 
derer  in  your  community.  Of  them 
all,  savings  is  the  most  important. 

For  just  pennies  per  week,  per 
man,  you  can  rent,  not  one  but  two 
uniforms  that  are  scientifically 
sterilized,  dirt  free  and  in  the 
finest  condition. 

A  yardstick  for  savings  in  this 
field  is  that  comparative  tests  made 
by  businessmen  have  shown  that 
the  minimum  saving  per  year  on 
rental  garments  over  owned-gar- 
ments  is  $17.00  per  man.  Multiply 
the  number  of  men  you  have  by 
$17.00  and  you’ll  have  a  very  con¬ 
servative  estimate  as  to  what  your 

(Continued  on  Page  88) 
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.  Through  competent  engineering, 
know-how  in  design, 
exacting  production  stondords, 
service  and  dependability. 
Nash's  skilled  craftsmen  are 
constantly  striving  to  bring  you 
the  ultimate  in  precision 
quality  built  products. 
These  foctors  make  for 
EASIER  SALES 
NO  SERVICE  CALL-BACKS 
And  products  thot  give  a  housetime  of 

COMFORT 


CLOSE-TITE  LOUVER  WINDOWS 
AND  DOORS 

Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


WRITE  US  FOR  A  CATALOG  ON: 

2  Track  Flanga  T/pe  Window 

2  Track  Channel  Type  Window 

3  Track  Flange  Type  Window 
3  Track  Channel  Type  Window 
Combination  Doors 
Casements 

Door  Grilles 

Door  Sweeps 

Aluminum  Thresholds 

Initials 

Numerals 

Glass  Louver  Windows  and  Doors 

Sm  Mw  hash  cob  /mtmm  ydwpnfHsl 


Discover  the  NASH  K.D.  Plan  which  will 
quickly  convince  you  of  a  New  and 
Modern  Profit  fcchniqv*  for  the 
window  industry. 


DOOR  SWiiPS 


DOOR  GRILLES 


miTIALS^ 


MANUFACTURING  CO. 

EXECUTIVE  OFFICES: 

17  So.  Seventh  Street 
Long  Branch,  N.  J. 

Long  Branch  6*6200 

FACTORY  BRANCH  OFFICES: 

State  Highway  #25,  Newark-Elizobeth  Line 
Elizabeth,  N.  J.  ELizabeth  4*4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street 
Porchester,  Mats..  Avenue  2*3600 
IN  CANADA 
NASH  ALUMINUM  LTD. 

904  Bruce  St.,  Oshawa,  Ontario 
Othawa  3*2219 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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lUlij  ON  DUTY 
ALL  YfAR  ROUND 


national  officers,  and  with  at¬ 
torneys  on  a  retainer  basis  ready 
to  fight  the  industry’s  battles  in 
Washington. 

In  conclusion,  Mr.  Inger  de¬ 
scribed  the  way  in  which  small 
local  groups  can  eventually  expand, 
cohere  and  become  national  in 
scope.  He  stated  that  close  contact 
between  all  existing  groups  should 
be  established  and  other  groups 
encouraged  to  organize  as  quickly 
as  possible.  As  soon  as  there  is  a 
sufficient  number  of  local  groups, 
a  convention  in  one  of  the  large 
cities  should  be  held,  and  the  na¬ 
tional  association  formed. 


Appearances'  Sake 

{Continued  from  Page  86) 

savings  will  be.  Remember  that 
this  figure  will  be  a  minimum  sav¬ 
ing. 

In  addition  to  coveralls,  work 
pants  and  shirts,  your  launderer 
can  supply  fire,  acid,  and  water- 
retardent  clothing,  towel  service, 
shop  coats,  dust  clothes  and  many 
other  items. 

For  appearances’  sake,  for 
profit’s  sake,  investigate  the  serv¬ 
ices  of  your  industrial  launderer 
soon. 


if  The  lowest  price  in  the  field. 

if  Direct  factory  dealing. 

if  Roil -form  construction,  roll -coated, 
baked -on  enamel  finish  —  all  colors 
—  white  underside. 

^  No  inventory  requirement  —  order 
them  as  you  sell  them. 

if  Immediate  delivery. 


Custom  made  for  any  installation  —  windows,  doors, 
terraces,  canopies,  for  homes,  apartments,  stores,  of¬ 
fices,  motels  and  factories. 

Write  or  Wire  tor  Our  Dealer  Set-up 


"Live  Model"  Selling 

{Continued  from  Page  57) 

they  saw  all  those  houses  brazenly 
naked  of  storm  windows,  all  those 
doors  with  only  wooden  screens. 
Which  was  hit  first  by  the  idea, 
neither  can  say  for  sure,  but  all 
of  a  sudden  the  Dodge  stopped, 
and  both  men  were  hustling  the 
storm  door  (a  Jamaica  sash  prod¬ 
uct)  out  of  the  tail-gate.  They 
stood  it  up  against  the  front  door 
of  a  house,  and  rang  the  bell. 

“Lady,  wouldn’t  this  beautiful 
aluminum  door  look  fine  on  your 
house?  And  think  of  the  insula¬ 
tion  value  in  our  New  England 
winters  .  .  .  etc.  etc.’’  (Any  build¬ 
ing  specialties  dealer  can  take  over 
{Continued  on  Page  94) 


GENERAL  ALUMINUM  PRODUCTS  CORP 

3949  S.  FEDERAL  ST. 


CHICAGO  9,  ILLINOIS 


Inger  detailed  the  possible  con¬ 
sequences  should  F.H.A.  home  im¬ 
provement  loans  be  reduced  or 
restricted  in  any  way.  Only  a 
national  organization  would  have 
the  facilities  and  the  prestige  to 
oppose  such  measures,  he  stated. 

He  outlined  the  additional  bene¬ 
fits  that  would  accrue  from  or¬ 
ganization  on  a  country-wide  basis, 
but  emphasized,  particularly,  those 
resulting  from  the  establishment 
of  a  national  headquarters,  with 


St.  Louis  Dealer 

{Continued  from  Page  37) 

Mr.  Inger  contended  however, 
that  the  larger  more  important 
motive  is  beyond  either  of  these 
and  stated,  “I  am  looking  far 
ahead  of  the  City  of  St.  Louis  and 
just  a  local  organization.  I  can  see 
a  lot  of  such  organizations  spread 
throughout  the  United  States  in 
all  major  and  metropolitan  cities.’’ 

To  justify  the  need  for  an  or¬ 
ganization  on  a  national  scale,  Mr. 
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TOP- QUALITY!  As  Featured  in 


For  Your  Many  Customers  Who  Realize  It  Pays  to 
Buy  the  Best  .  .  . 

Compare  these  doors  for  beauty  and  durability  —  and  you’ll  see 
why  the  Silver-Line  has  become  a  “buy”  word  for  those  who  are 
satisfied  with  nothing  but  the  best ! 


ALL-ALUMINUM 

Jalousie  ami 
Combination 

DOORS 


NEW/  PREFABRICATED 
SILVER  JALOUSIE  WALLS 

Custom-made  to  Specifications 
SHIPPED  K-D 


Compare  these  "Top  Quality"  Features 


•  Full  1"  Thick  Door 

•  Inside  and  Outside  Aluminum  Door 
Frames 

*  Aluminum  Door  Knob,  Lock  and 
Key 

*  Recessed  Aluminum  Screens 


•  Silver  -  Door  with  Double  -  Strength 
Glass 

•  Extra-Heavy  Embossed  Kick-Plate 

•  Adjustable  Bottom  Draft  Seal 

•  Pneumatic  Door  Check  and  Chain 


UNION  MfVCHINE  ( 
75  Michigan,  Ave 

KENILWORTH,  N.  J. 


THE 


L  NE 


BUn-TYPE, 
REINFORCED  CORNER 

•  6  Stainless  Steel 
Machine  Screws 

•  2  Locking  Plates 


PREASSEMBLED 
CONCEALED  HINGES 

•  Internal  Reinforcing  Plate 

•  3  Stainless  Steel  Screws 
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ONE  GOOD  REASON  IS  ENOUGH! 

here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COIs 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


JAL-O-VENT,  the  7"  Balanced 
Louver  Glau  Jalousie  with 
overlap,  it  precision  built  by 
modern  assembly-line  methods. 
Here  is  a  jalousie  that  gives  awn- 


no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sixes  of  heads,  sills  and  jambs. 


ing  protection,  coupled  with  jalou¬ 
sie  ease  of  operation.  Made  of 
heavy  extruded  aluminum  frame, 
and  screens  that  are  interchange¬ 
able  with  storm  sash. 


make  many  different  lengths  and  widths  of  jalousies. 
Simplicity  of  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  See  your 
dealer  now,  or  write  direct  to: 
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HAVE  A  BUSINESS  OF  YOUR  OWN 

MAKE  THE  DEAIER’J  AND  THE  MANUFACURER'S  PROFIT 


MOOD 

LETS  YOU 
GET  GOING 


Success  comes  naturally  to  good  sales  and  management  men 
who  adopt  the  Kaufmann  Plan  of  merchandising  aluminum 
building  products.  It  lets  you  start  as  small  as  you  wish  and 
promotes  your  growth  as  fast  as  you  can  take  it. 

You  are  safe  with  the  Kaufmann  Line  because  Kaufmann  is 
the  oldest  manufacturer  in  the  Aluminum  Storm  Window  busi¬ 
ness.  We  originated  the  double-hung  aluminum  combination. 
The  Kaufmann  line  is  the  most  complete  line  in  the  industry 
and  allows  you  to  sell  the  whole  market.  No  Kaufmann  dealer 
or  manufocturer  has  ever  failed  because  the  Kaufmann  Plan 
works  for  any  size  operation. 

Yes,  we  prefer  working  with  young,  aggressive  men  and  helping 
them  establish  and  build  a  business  of  their  own.  That's  how 
most  of  our  present  dealers  got  their  start. 


AS  A  MANUFACTURER 

KAUFMANN  CORP. 

17268  GABLE 
DETROIT,  12,  MICH. 
PHONE:  TWinbrook  3-2000 


KAUFMANN  CORPORATION 
17268  GABLE  STREET 
DETROIT  12,  MICHIGAN 


Send  me  complete  information  on  the  Kaufmann  Plan . Q 

I  will  make  a  trip  to  Detroit  to  visit  the  plant . Q 

NAME  . 

ADDRESS  . 


CITY .  STATE 


For:  Aluminum  Combination  Windows —  IVb"  Aluminum  Combinotion  Doors, 
Jalousie  Doors  and  Porch  Walls  —  Commercial,  Industrial;  Shade  and 
Special  Screens  —  Extrusions  —  Rolled  Sections  — Hardware. 
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'v' 

A  close  up  view  of  the  "Electronic  Brain,"  locoted  in  the  front  port  of  the  roll  forming 
mill.  The  various  dial  settings  determine  the  size  and  rate  at  which  the  aluminum  is 
formed.  Two  such  electronic  devices  ore  in  operation  at  the  Cee-Breeze  plant. 


YATES 


COMPANY 


Elecbonic  Biain  Employed  in  Fabricating 
Aluminum  Awnings 


Revolutionary  production 
line  methods  are  now  being 
employed  by  the  Cee-Breeze  Ven¬ 
tilated  Aluminum  Awning  Co.  of 
Toledo,  Ohio,  through  the  use  of 
an  electronically  operated  preset 
counter.  This  “Electronic  Brain” 
is  connected  to  control  the  output 
of  an  elaborate  roll  forming  mill 


capable  of  rolling  aluminum  panels 
and  framework  at  the  rate  of  150 
feet  per  minute.  The  “Brain”  is 
set  to  cut  and  punch  the  formed 
aluminum  at  a  specified  length  and 
the  individual  pieces  are  auto¬ 
matically  wrapped  for  shipment  by 
a  wrapping  machine,  designed  and 
{Continued  on  Page  94) 


EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  of  Rods,  Tubes,  Strips, 
Special  Shapes  for  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Sfni  inquirifs  for  rnfinffrint  recommenittions. 

YATES  Company 
S*in  Cemetery  Road  Erie,  Pa. 


This  picture  gives  an  overall  view  of  the  roll  forming  mill  containing  llhe  "Electronic 
Brain,"  with  the  ferris  wheel,  coil  stock,  feeding  device  at  the  rear.  The  mill  is  in  the 
process  of  forming  aluminum  panels  at  a  length  determined  by  the  setting  of  the  "Electronic 
Brain." 
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WARNER  is 


MOVING 


In  322  B.C.  the  philosopher  Aristotle  said;  "All  human 
actions  have  one  or  more  of  these  seven  causes;  chance, 
nature,  compulsion,  habit,  reason,  passion,  desire." 

In  moving  to  its  new  plant,  a  new  stage  in  WARNER 
progress  is  attained.  For  in  addition  to  greater  produc¬ 
tion  facility,  WARNER  will  increase  its  manufacturing 
services  to  encompass  almost  all  processes  involved  —  a 
position  demanded  by  the  steady  rise  in  distribution.  To 
the  dealers  and  distributors  who  made  this  progress  a 
reality  ...  to  the  customers  who  made  WARNER  WEATHER- 
MASTER  a  famous  name  .  .  .  our  humble  gratitude  and 
assurance  that  their  faith,  whatever  the  product,  will  never 
be  jeopardized.  To  old  friends  and  the  many  new 
ones  we  hope  to  make,  we  say:  WARNER  WEATHER- 
AAASTER  IS  MOVING,  yes  .  .  .  but  it  is  also  on  the  move. 

the  new  address  will  be 

265  WATSESSING  AVENUE 
BLOOMFIELD,  NEW  JERSEY 


We  hope  you  will  visit  us  soon 
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SCREENS 

BY 

DENISON 


Here's  Where  It  (ounb! 

Every  Screen  Guaranteed 

•  Every  Strand  in  Line 

•  Perfect  Mitres 

•  No  Bows 

•  No  Waves 

•  Wire  Drum  Tight 


-U^a 


Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 


■■■■■■■I 

.  •  •III 

Screens  and  Sash  for 
Jalousies 

Metal  Casement  Windows 

Double  Hung  Windows 
(Metal  or  wood) 

Porches 


Some  Distributorships  Still  Arailable 

Write  Today  For  Price  List 


Denison 


78  Moin  St. 


ORange  6-0333 


Co. 

Eost  Orange,  N.  J. 


Electronic  Brain 


{Continued  from  Page  92) 

developed  by  the  Cee-Breeze  en¬ 
gineering  staff. 

Glenn  Thomas,  president  of  Cee- 
Breeze,  says  this  new  machinery 
has  more  than  tripled  the  output 
of  his  plant  during  the  past  few 
months. 

The  Cee-Breeze  Co.,  one  of  the 
pioneers  of  aluminum  awnings  in 
Northwestern  Ohio,  had  its  be¬ 


ginning  in  1945,  manufacturing 
an  aluminum  canopy  sold  under 
the  name  of  Lumi-Glo.  1946  saw 
a  complete  retooling  of  the  Cee- 
Breeze  plant  with  hand  operated 
machinery  set  up  to  produce  an 
awning  designed  and  developed  in 
conjunction  with  the  Research 
Foundation  of  the  University  of 
Toledo.  This  was  the  predecessor 
to  the  present  Cee-Breeze  Venti¬ 
lated  Aluminum  Awning. 

In  1947,  with  the  addition  of 
its  own  engineering  staff,  Cee- 


Breeze  started  on  the  road  leading 
to  the  present  revolutionary  pro¬ 
duction  methods.  Each  year  the 
awning  design  has  been  improved 
and  newer  and  more  modern 
machinery  has  been  installed  in 
the  plant,  cutting  down  fabricating 
operations  and  making  it  possible 
to  employ  the  “Electronic  Brain” 
now  operating  the  new  roll  form¬ 
ing  mills. 

To  increase  the  rate  at  which 
the  mill  can  be  changed  to  produce 
panels  and  framework  of  the  vari¬ 
ous  colors,  an  electronically  driven, 
ferris-wheel  type,  spindle  was  de¬ 
veloped  by  the  engineering  staff 
to  hold  the  roll  coated,  baked 
enamel  coil  stock.  This  device, 
placed  at  the  rear  of  the  rollform- 
er,  feeds  the  coil  stock  of  the  de¬ 
sired  color  into  the  mill. 

With  the  increased  production 
possible  with  this  new  equipment, 
Cee-Breeze  is  now  able  to  supply 
many  more  dealers  who  are  readily 
being  added  to  the  present  chain 
throughout  this  section  of  the 
country. 

rA* 

"Live-Moder'  Selling 

{Continued  from  Page  88) 

from  there.)  Well,  that  lady  did 
not  buy,  but  she  seemed  amused, 
and  not  all  annoyed,  so  the  boys 
decided  to  try  again. 

P.S.  They  sold  three  doors,  com¬ 
pletely  cold  off  the  cuff,  that  eve¬ 
ning.  And  have  continued  the 
“live-model”  type  of  selling  since. 
They  use  hand  models  too,  of 
course,  but  they  have  found  that 
the  full-size  door  or  window  has 
a  final  convincing  push  to  put  a 
sale  over.  The  live-model  technique 
works  best  on  a  warm  lead,  they 
have  found,  despite  their  initial 
experience. 

Local  Market 

Certain  peculiarities  of  the  local 
market  give  such  sales  techniques 
a  certain  urgency  justification. 
The  competition  is  highly  fluid  and 

{Continued  on  Page  96) 
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UNION  ALUMINUM  COMPANY,  INC. 
SOUTHERN  SASH  SALES  &  SUPPLY  CO.. 
SHEFFIELD,  ALABAMA 


,  UNION  ALUMINUM  COMPANT,  INC.  D«pt.  OS 
•  SOUTHERN  SASH  SALES  A  SUPPLY  CO. 

ShtffiaM,  Alakaat 

Gtntlaman: 

Pleas#  rush  technical  data  and  prices. 


&  Home  Improvement  Dealer 


A  FEW  OF  MANY  OTHER  FEATURES: 

All  Vents  Open  More  Than  70  defree*  .  .  .  Top  Vent  l<owere 
About  4  Inches  To  Permit  Piany  C'leanina  PYom  Inside  .  .  .  Vents 
Actuated  On  Both  Sides  For  “PTnaer-TIp”  Operation,  Auto¬ 
matically  Lock  In  Any  Position  .  .  .  Completely  Weathrrstripped 
.  .  .  Intearal  Pin  Completely  Surrounds  H'lndow  .  .  .  Jiffy-Quick 
Sill  Clips  Help  To  Assure  Kasy  Installation  .  .  ,  PYame  Is  of 
Heavier  Pixtnided  Aluminum,  Sturdy,  More  Rigid. 


Ualco’s  is  the  only  “strip-proof”  operator  Alu¬ 
minum  Awning  Window  on  the  market  ...  an 
exclusive!  With  the  turn  of  the  operator  handle 
.  .  .  one  operation  only  .  .  .  the  built-in  cam-lock 
torsion  bar  unlocks,  opens,  closes  and  locks  the 
ventilators.  For  partial  ventilation  the  bottom  vent 
opens  while  top  vents  remain  closed.  All  stripping 
of  gears,  through  failure  to  unlock  window  before 
opening  ,  is  eliminated. 

Wide  warehousing  and  wholesale  distribution 
assures  quick  delivery  .  .  .  keeps  inventory  at 
minimum. 


JlomwJWnW 


Want  This 


Jcatlive 


AWNING  WINDOWS 


"Live-Model"  Selling 

{Continued  from  Page  94) 

strenuous,  with  comparatively  few 
stable  dealers  with  storefront, 
showroom,  and  steady  sales  force. 
Many  “dealers”  work  out  of  their 
hat,  with  a  telephone  answering 
service  and  some  models  of  various 
products.  Price-cutting  and  fly- 
by-night  operations  are  common. 
Therefore  the  supreme  effort  must 
be  expended  in  what  is  usually  a 
one-shot  try. 

“A  good  salesman  can  sell  one 
out  of  two  leads  he  demonstrates 
to,”  Assaline  pointed  out.  “You 
might  think  that  it  would  make 
sense  to  try  to  capitalize  on  the 
time  spent  on  the  others  by  coming 
back  at  them.  But  I’d  judge  that 
you  would  sell  maybe  one  out  of 
twenty  you  come  back  to.  The 
important  thing  in  this  sales  busi¬ 
ness  is  to  keep  seeing  new  faces, 
and  make  as  strong  a  presentation 
you  can  the  first  time.  Unless  you 
are  sure  the  lead  is  warm,  the  most 
you  should  spend  on  a  no-.sale  is 
a  reminder  telephone  call.” 

The  “live  model”  technique, 
then,  is  one  of  the  strong  tech¬ 
niques  which  Everseal  of  Connecti¬ 
cut  encourages  in  salesmen.  The 
company  uses  no  “bird-dogs”  to 
knock  on  doors,  but  relies  on  the 
salesmen  themselves  to  do  their 
own  canvassing.  About  40%  of  the 
presentations  are  to  cold  leads,  and 
the  principle  followed  is  that  the 
sale  must  be  made  then,  or  not 
at  all. 

The  basic  theme  is  the  product 
and  good  workmanship.  Much  of 
the  early  resistance  to  a  new  prod¬ 
uct  is  gone,  and  people  have  de¬ 
veloped  the  belief  that  anything 
in  aluminum  is  pretty  good.  There¬ 
fore  the  salesman  must  be  specific 
in  pointing  out  not  only  the  value 
of  storm  sash  in  general,  but  the 
qualities  of  their  own  product. 

Everseal  seems  to  be  having  less 
trouble  with  piece-work  installa¬ 
tion  than  other  dealers  have  re- 

{Continued  on  Page  98) 
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PROFITS! 


SELL  MORE! 
MAKE  MORE! 

with  a 

FRANCHISE 


ALUMINUM 
COMBINATION 
STORM  WINDOWS 


ALUMINUM 
COMBINATION 
STORM  DOORS 


ALUMINUM 
CASEMENT 
STORM  WINDOWS 


ALUMINUM 

''STURDI-RIB“ 

SCREENS 


SCREEN  AND  STORM  PANELS  FOR  ALL  TYPES 
OF  SLIDING  WINDOWS,  AWNING  WINDOWS  AND  JALOUSIES 


YOUR  BEST  DEAL  IS 


CORPORATION 


14575  MEYERS  RD.  .  DETROIT  27,  MICHIGAN 

Telephone  VE  8-7500 


&  Home  Improvement  Dealer 
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CUTS  WORK  90% 


#  All  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
are  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

#  No  special  tools  needed. 

*7.54  24" X  24" 

Everything  included.  Nothing 
else  to  buy  except  screen  and 
glazing  materials. 

See  Scoff  Windows  on  display  in  the  John  Wanamaker  Phila.  Store 

Thousands  Sold  •  Thousands  of  References 
Experienced  •  High  Rated  •  Responsible  Backing 

for  TODAY'S  profits  as  well  ^ 
os  a  solid,  long  term  connection  |  i 

WRITE  •  WIRE  •  PHONE  I 

about  a  VALUABLE  |  j 
PROTECTED  FRANCHISE  | 

NOTE  OUR  NEW  ADDRESS! 

SCOrT  WIHjOWS 

N.W.  COR.  EMERALD  &  BOSTON  STS. 
PHILADELPHIA  25,  PA. 

Hnone:  tiArfield  6-OOdO 


COTT 


extruded 


of 


line 


full 


SELF 


nd 


sliding 


hotels 


Ideal 


for 


nnd  private 
itions  Of'"  r 


wm 


Na*nepiaie 

Quilled 


Protection  and  bcouty  tl>ot  is  distinctly  in¬ 
dividual.  You  lock  tnc  nam:  ot  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
a  matt:  r  ot  minutes.  Only  one  size  torstock. 
Fits  all  ii"  doors.  S'mply  cut  off  ends  for 
narrower  sixes.  Available  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write; 


NEmlock  2709 

DUNCAN  MORRIS  CO. 

48  N.  Valley  St. 
AKRON  3,  OHIO 


"Liye-Model"  Selling 

{Continued  from  Page  96) 

ported.  Two  installens  are  kept 
busy,  working  on  contract,  with 
their  own  truck.  Asked  whether 
a  salary  arrangement  would  not 
insure  more  careful  work,  Assaline 
pointed  out  that  he  had  no  real 
choice.  With  the  tough  labor  situ¬ 
ation  that  prevails  in  Hartford 
these  days,  with  much  small  in¬ 
dustry  as  well  as  large,  including 
aircraft  factory  work,  it  is  hard 
to  keep  trained  installers  on  a 
straight  salary  basis.  “You  train 
a  man  on  .salary,  and  then  he  goes 
off  to  w’ork  for  someone  else  on  a 
contract  basis.” 

Insuring  Good  Work 

One  method  of  insuring  good 
work  is  to  make  sure  that  the  .sales¬ 
man  involved  in  the  job  turns  up 
at  every  in.stallation  to  check  the 
workman.ship.  In  ca.se  of  a  com¬ 
plaint,  the  .salesman  faces  his  cu.s- 
tomer,  and  the  installer  makes  the 
adjiKstment. 

There  is  no  drawing  against 
future  .salary  at  Everseal.  The 
.salesmen  do  not  object  to  this 
policy  becau.se  commissions  go  out 

fa. st.  This  in  turn  is  made  po.ssible 
by  regular  and  quick  in.stallations. 
Every  Friday  a  shipment  of  com¬ 
bination  windows  comes  from  the 
Ever.seal  factory  in  Warwick, 
Rhode  Island,  and  all  accounts  are 
cleared  up  within  two  weeks  after 
the  sale.  “No  one  owes  anybody 

el. se  a  penny  in  this  outfit,”  Mon¬ 
tano  .stres.sed.  He  pointed  to  John 
Mancaniello,  who  had  taken  the 
day  off  from  his  arduous  vacation 
task  of  fishing.  “And  he  would 
make  the  tweney-thou.sand-a-year 
bracket  easily  this  year  if  he  did 
not  insist  on  taking  off  on  a  vaca¬ 
tion.” 

The  company  has  been  under  its 
present  leadership  since  early  this 
year.  Assaline,  who  is  28  and  a 
resident  of  nearby  Windsor  Locks, 
was  formerly  a  salesman  for  Rus- 
co,  them  workeo  as  an  agent  for 

{Continued  on  Page  102) 
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PRO-TECT-U  JALOUSIE  CORP. 

HAS  BEEN 


by  leading  Architects,  Builders  and  Homeowners  of 
manufacturing  the  finest  jalousie  window  made  today 


LO-TEa-U's 

originol  design  plus  1 7  years  of  development 
and  improvement  provide  the  best  oper¬ 
ation  and  performance. 


lAHRIAL  AND  HARDWARE 

Extruded  63-S-T5  aluminum  frame  . . .  alu¬ 
minum  hardware  with  . . .  precision  oper¬ 
ating  mechanism. 


IRRICANE  TESTED  PERFORMANCE 
BY  UNIVERSITY  of  MIAMI  HOUSING 
RESEARCH  LABORATORY. 


Guaranteed 
Housekeeping 

if4DVrttlStOt'5^ 


Good 


o - 

BALANCED  VANES 

make  unit  easy  to  op¬ 
erate.  Shoulders  on  clip 
at  A  and  B  provide 
clearance  which  elim¬ 
inates  surface  friction 
and  galling. 


One  hundred  KD 
windows,  size  24 
(37"  X  50%")  can  be 
stored  in  less  than 
fifty  cu.  feet  of 
shelf  space. 


EQUALLY 

FORCE 


by  the  use  of  toggle 
links  is  shown  in  this 
schematic  drawing.  An¬ 
other  EXCLUSIVE  fea¬ 
ture  with  Pro-Tect-U. 


DISTRIBUTED  CLOSING 


^^1 


ESTEO  BY  PITTSBURGH  TESTING 
LABORATORY 


8  SCREWS  AND  SCREWDRIVER 

r  1 1  r  u  1 

symbolize  Pro-Tect-U  jalousies*  simplicity  of 
assembly. 


A  simple 
sawing  oper¬ 
ation  in  minufmt 
mokes  special  cus¬ 
tom  windows  on  the 
job  eliminating  unnecessary  delay. 

If  you  are  interested  in  becoming  on 
exclusive  Distributor  or  Dealer  of  — 


s^i 


SCREEN  REPLACEABLE  WITH  STORM 
SASH. 

Inside  aluminum  screen  is  inter 
changeable  with  aluminum  frame 
storm  sash.  I 

Architects,  Builders,  Contractors, 

16  d 

consult  Sweet's  tile  No.  -  for 

P  r 

our  catalogue  or  write  for  de¬ 
scriptive  literature. 


JALOy}S\h% 


•  THI  ORIGINAL  JALOUSII  WINDOW 
OTHI  PINIST  JALOUSII  WINDOW 
O  COMPITITIVILY  PRICED 

MAIL  THIS  COUPON  TO:  "1 

PRO-TECT-U 

JALOUSIE  CORPORATION 

4525  Ponce  de  Leon  Blvd. 

Dept.  BS-10  Coral  Gables,  Fla. 

Please  send  me  complete  details  on 
an  EXCLUSIVE  Pro-Tect-U  dealership  or 
distributorship. 

Name . 

Address  . 


City. 


State . 


THE  ORIGINAL  JALOUSIE  WINDOW  • - ^^11-1 
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Suivey  Proves  Need 
For  Good  Salesmen 

Two  million  salesmen  are  needed 
in  this  country,  according  to  a  sur¬ 
vey  conducted  earlier  this  year, 
under  the  direction  of  Mullins  Man¬ 
ufacturing  Corporation,  producers 
of  Youngstown  Kitchens.  This  in¬ 
formation  w'as  passed  on  to  Jones 
&  Brown  by  Marshall  Adams,  Ad¬ 
vertising  and  Sales  Promotion 
Manager  of  Mullins. 

In  a  letter,  Mr.  Adams  tells  of  a 
.study  made  by  Ford  Motor  Com¬ 
pany,  in  which  Ford  indicates  that 
they  need  15,000  .salesmen.  “Our 
dealers  ceuld  use  five  or  six  thou- 
.sand,  and  wherever  our  dealers 
have  salesmen,  busine.ss  is  good,” 
Mr.  Adams  writes. 

Mullins  adverti.sed  for  .sale.smen 
in  the  Saturday  Evening  Post, 
Specialty  Salesman,  Opportunity 
and  Sample  Case  and  the  response 
was  .so  poor  that  it  caused  Mr. 
Adams  to  remark  further  that  “we 
mu.st  go  out  and  create  a  brand  new 
generation  of  salesmen.” 


They  advertised  in  college  dailies 
and  weeklies  with  the  same  result 
that  was  received  in  the  national 
publications. 

N.  Y.  Dealer 

{Continued  from  Page  40) 

.some  novel  departure  was  not 
amiss.  Wherefore,  storm-screen 
combination  doors  and  windows, 
and  more  recently,  jalousies. 

Not  to  speak  of  other  products 
which  Lou  Kahn  is  not  sure  of  yet. 
His  approach  to  his  new  line  is 
characteristic  of  the  man  who  feels 
.strongly  about  the  need  for  every 
busine.ss  man  to  join  his  trade  or¬ 
ganization,  meet  his  fellows,  and 
strive  to  raise  the  standards  of  his 
industry.  Before  he  commits  the 
name  of  his  company  to  any  pro¬ 
duct,  he  insists  that  he  be  com¬ 
pletely  satisfied  with  its  perform¬ 
ance.  One  product  which  he  is  try¬ 
ing  out  does  its  main  job  excel¬ 
lently,  but  until  certain  annoying 


bugs  in  construction  are  cleared 
up,  he  withholds  official  recognition. 

American  Projects  Corporation 
is  sole  di.stributor  within  a  fifty- 
mile  radius  of  Times  Square  of  the 
Peerless  window  and  door  which 
are  made  under  rigid  specifications 
.satisfactory  to  Kahn.  He  keeps  re¬ 
fining  the  product :  for  example  he 
showed  a  casement  prime  alumi¬ 
num  window  equipped  with  screen 
which  he  said  he  is  holding  off  on 
until  it  is  equipped  with  a  rotary 
opener. 

All  of  the  indignation  born  of 
years  of  effort  to  improve  business 
.standards  came  out  on  the  mention 
of  “$9.95.”  “What  kind  of  product 
can  they  possibly  offer  at  that  price 
— not  to  speak  of  the  dirty  up- 
switch  !  When  people  call  up  about 
your  ad  the  first  thing  they  ask  is 
price,  and  they  cannot  understand 
how  a  .self-respecting  window  has 
to  cost  more  than  ten  dollars!  The 
papers  that  carry  those  ads  don’t 
care  a  hoot,  and  the  customer  is 
cheated  and  the  industry  suffers.” 

(Continued  on  Page  102) 


OVER  Va  million  PARKCHESTER  WINDOWS  NOW  IN  USE! 
INTRODUCING— TAf  All  New'— TROUBLE  FREE* 

pARKCHESTER  ««400 

ALL  ALUMINUM  COMBINATION - 


STORM  &  SCREEN 

WINDOWS 


COMPLETELY 


★  SMOOTH  TO  OPERATE  S^TO  80 

★  EASY  TO  DEMONSTRATE  FRAME  SIZE 

★  GLIDE  "O''  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 

The  Leader  Window  Yon  Really  Sell! 


*MORE  PROFIT 

MANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 


Factory: 

PAMCO  WINDOW  MFC.  CO.,  INC. 
1651  E.  233rd, Street 
New  Yerk  66,  V  Y. 
FAirbanks  4-7233 


Factory  Branch: 

TRENTON  STORM  WINDOW  CO.,  INC 
128  South  Warren  Street 
Trenton,  N.  J. 

TRenton  4-3940 


Factory  Branch: 

PARKCHESTER  OF  WILMINGTON,  INC. 

723  New  Castle  Avenue 
Wilmington,  Del. 

Wilmington  4-9988 

^^AAAAA^A^AAAAi^AAAA^AA^A^AAA^AA^AAAAA^^A^AAAAA^^AA^ 


100 


OCTOBER  1953  BUILDING  SPECIALTIES 


I'jt 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 
BECAUSE: 

The  C-THRU  AWNING  has  the  ad- 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  PORCH  CANOPY 


vantage  of  being  the  most  versatile 


as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 

Its  exclusive  patented  fea-  C*THRU  AWNINGS  Scientifically 
tures  combined  with  HIGH  Control  Light  A  Ventilation 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


C-THRU  WINDOW  AWNING 


C-THRU  ALUMINUM  AWNING  CO 


424  W.  IITH  ST.,  LOS  ANGELES  15,  CALIF 


yet,  its  MnfinttUi/  and  6tult 
for  use  in  snow  country. 


LIGHT 

C-THRU‘S  patented  curved  lowers  break 
up  harsh,  outside  light  which  enters  your 
room  soft,  glareless  and  diffused.  No  more 
dreary  rooms  with  this  exclusive  feature. 

VENTILATION 

C-THRU'S  engineered  louvers  keep  the  sun 
away  from  your  windows,  and  allow 
complete  awning  and  room  ventilation.  No 
dead  air  pockets  means  temperatures  low¬ 
ered  os  much  as  17  degrees. 


DISTRIBUTORS:  Write  or  wire  immediate¬ 
ly  for  further  information. 

DEALERS:  Contact  us  for  location  of  your 
nearest  distributor. 


C-THRU  PATIO  CANOPY 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 

C-THRU  INDUSTRIAL  AWNING 

C-THRU  CROSS-MITER  DOf^R 
OR  WINDOW  AWNING 

&  Home  Improvement  Dealer 
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AMERICAN  CEMENT  PRODUCTS 


rfce  Quikbrik  tiealership  in  your  Territory  may 
still  be  avof/ob/e ...  Write  direct  for  information. 


EASIER  SALES  AT  GREATER  PROFITS 


Quikbrik  can  be  applied  to  any  type  of  con¬ 
struction  in  less  than  half  the  time  of  common 
brick  veneering  at  a  fraction  of  its  cost.  Profit 
wise,  Quikbrik  is  by  far  your  best  deal  and 
it’s  easier  to  sell  .  .  .  Nationally,  dealers  have 
proven  Quikbrik  makes  more  profit  with  less 
sales  effort,  for  every  home  owner  is  a  poten¬ 
tial  Quikbrik  customer. 


NO  “CUT  THIOAT”  COMPHITION  .  .  .  Quikbrik 
is  a  prestige  product  and  will  lift  your  or¬ 
ganization  from  the  field  of  stiff  competitive 
bidding  ...  If  you  have  never  handled  a  non¬ 
competitive  product,  you’ll  be  amazed  at  the 
Quikbrik  Profit  Potential. 


STATT  OF  TRAINING  EXPIRTS  to  help  you 
establish  a  profitable,  going  Quikbrik  business 
.  .  .  We  maintain  a  large  crew  of  men.  They 
know  Quikbrik  from  the  wall  out  and  are 
available  to  train  your  workmen  to  do  an 
efficient  job. 


I  "Live-Model"  Selling 

{Continued  from  Page  98) 

Everseal,  until  he  and  Montano 
I  took  over  the  project.  Montano, 

I  in  his  40’s,  is  a  native  Hartfordian, 

I  and  cannot  think  of  taking  his 
j  family  anyplace  else,  unless  it’s 
;  “further  out  of  the  crush.”  He  had 
the  distributorship  for  Eastern 
!  States  in  West  Springfield,  Mass., 

I  until  his  new  venture.  He  con- 
I  fesses  that,  in  spite  of  his  long 
I  experience  in  sales,  he  much  pre- 
j  fers  getting  other  salesmen  to  go 
I  out  and  give  their  all  for  Dear  Old 
Company  than  going  out  himself. 
Not  that  he’s  slowing  up,  as  his 
'  little  experiment  in  “live-model” 
.selling  proved. 

Both  agree  on  an  established 
fact  in  the  storm-window  business ; 
“There’s  no  substitute  for  going 
out  and  ringing  doorbells.” 

N.  Y.  Dealer 

(Continued  from  Page  100) 

^  Lou  Kahn  was  one  of  the  found¬ 
ers  of  Nersica,  one  of  the  original 
twenty  directors  who  in  1941-42  re- 
.  organized  the  old  Northea.stern 
Association  of  NIRA  days.  He 
served  as  vice  president,  and  as 
'  chairman  of  the  membership  com- 
I  mittee  for  eight  years,  and  spent 
!  nine  years  as  president  of  the  Long 
Island  Council  of  Nersica.  He  is  a 
member  of  the  Queensboro  Cham¬ 
ber  of  Commerce,  and  represents 
his  industry  in  the  Jamaica  Rotary. 
He  is  also  a  member  of  the  New 
York  Sales  Executive  Club. 

He  keeps  returning  to  the  value 
of  building  associations  with  one’s 
fellow  business  men.  His  vigorous 
competitor.  Max  Jensen,  who  re¬ 
cently  died,  was  one  of  his  most  re¬ 
spected  friends,  and  there  was  no 
fear  that  “business  secrets”  would 
be  betrayed.  “Our  real  opponents 
are  the  fly-by-nights  and  the  cut¬ 
throats,  not  the  reputable  man  who 
plans  to  stay  in  business  at  the 

(Continued  on  Page  104) 
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No  need  to  remove  in¬ 
serts  for  cleaning!  Simply 
tilt  panel  inward;  SAFE¬ 
TY-ANCHORING  feature  * 
locks  it  in  place  for  easy 
cleaning  of  both  sides  of 
the  panel. 


SAFETY 
ANCHORED 


*Patents  Pending 


The  UTTU-BEAVIR 
WPU  TllT"*offers  you 

LARGER  PROFITS  —  EXTRA  SERVICE 

*  Guaranteed  quick  delivery! 

*  Simple,  low  cost  inetallation — no  cutting;  no  fitting! 

*  Low  competitive  prices  for  wider  profit  margins! 

*  A  demonstration  of  the  exclusive  "TRIPLE-TILT"*  features  will 
make  the  sale  for  you! 

EXCLUSIVE  "TRIPLE-TILT"*  FEATURES 

*  "TRIPLE-TILT"*  action  with  revolutionary  safety-anchoring  fea¬ 
ture  assuring  simplified  cleaning! 

*  Gadget-free  construction — No  clips,  springs  or  screws  throughout! 

*  Concealed  jam-proof,  automatic  click-in  safety  locks,  built  into  the 
corner  braces! 

*  A  perfected  engineering  design  that  eliminates  the  need  for  service 
calls! 

*  A  heavy  duty,  one-piece  extrusion  for  master  frame  and  all 
3-tracks!  Actually  weighs  50  ®o  more  than  average  aluminum 
storm  window. 

Full  Advertising  Support  and  Complete  Sales  Assis¬ 
tance!  We  Will  Help  You  to  Get  Leads!  We  Will 

Show  You  How  to  Sell  Them ! 

FULLY  ASSEMBLED  OR  KOI 

Franchises  Still  Available  in  Some  Areas ! 

Write,  wire  or  phone  for  details 

Our  representative  will  call  on  you  personally. 

THE 

LITTLE-BEAVER  CO. 

1507-13  Ashland  Ave.  Baltimore  5,  Md. 

Buster n  7-4200 
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Jamaica  Avenue  at  that  part  of 
Queens  is  not  a  busy  “foot  pass¬ 
age,”  but  is  at  all  times  of  day  and 
night  an  important  automobile 
thoroughfare.  Therefore  the  bril¬ 
liant  spotlight  and  fluorescent  dis¬ 
play  is  kept  splashing  the  street 
with  brightness  after  the  staid 
populace  has  retired.  People  re¬ 
member  the  display  far  out  on 
Long  Island,  and  call  for  informa¬ 
tion. 


WWK  AO  IN  Ir 

YmoHfPACes 


aluminum  awnimu 

OUALUNS  Aove 


Spring,  Summer,  Fail  and  Winter  ...  Rain, 
Sun,  Wind  and  Snow.  Cool-Ray  dealers  turn 
all  weather  complaints  into  cash  with  the 
sensational  PACKACED-ASSEMBLED  awn¬ 
ing.  Homeowners  huy  Cool-Ray  just  like  they 
huy  potatoes! 

Cool-Ray  PACKACED-ASSEMBLED  All 
Aluminum  Awnings  are  now  available  in  two 
sizes  and  three  colors  . . .  proved  by  sales  to 
satisfy  over  80%  of  all  customer  requirements. 
HERE’S  WHAT  DEALERS  SAY:  COOL- 
RAY  HAS  THE  BE.ST  AW  NIN(; . . .  THE 
BEST  AWNINt;  SALES  PLAN  TODAY! 

Gel  ALL  the  profitable  facts  about  a 
Cool-Ray  Dealer  or  Distributor  Fran¬ 
chise.  Some  choice  territories  available 
to  qualified  organizations. 

Write  in  full  confidence! 
*Conipletely  assembled,  ready  to  put  up! 


ALUMINUM 

AWNINGS 


N.  Y.  Dealer 

(Contiitued  from  Page  102) 

same  .stand  for  a  long  time,”  he 
insi.sts.  Efficiency,  vigorous  promo¬ 
tion,  and  good  service  are  the  tech¬ 
niques  of  the  proper  enterprise, 
according  to  Lou  Kahn. 

Having  tested  the  waters  of  the 
aluminum  product  business,  and 
found  them  not  too  turbulent, 
American  Projects  took  advantage 
of  a  vacancy  in  a  store  next  door, 


Division  of  Tho  Kosmnblum  Bros.  Co. 

226  South  Pholps  St.,  Youngstown  3,  Ohio  ‘ 


and  bought  it  last  June.  After  , 
a  complete  redecorating  job,  it 
emerged  as  a  showroom  for  the 
building  specialties  line.  An  at¬ 
tractive  housefront  mock-up  (duly 
fitted  with  insulated  imitation  stone 
siding  and  various  standard  brands 
of  roofing  shingles)  was  equipped 
with  the  various  models  of  win¬ 
dows  and  doors,  and  aluminum 
joined  paper,  asphalt,  rock  wool, 
and  tar  as  American  Projects’ 
stock  in  trade. 


Another  important  source  of 
leads  is  the  back-page  ad  of  the 
Classified  Telephone  Directory — an 
ad  which  the  Donnelly  Company 
featured  in  an  institutional  pro¬ 
motion  display  in  the  local  press. 
Lou  Kahn’s  picture  and  a  copy  of 
the  half  page  taken  by  American 
Projects  are  shown. 

“I  waited  for  sixteen  years  to  get 
that  back  page!  I  always  made 
sure  to  make  my  contract  for  our 
inside  quarter  page  not  with  a  clerk 
or  secretary,  but  with  one  of  the 
managers,  no  less.  Then  when  I 
heard  that  the  Queens  book  was  big 
enough  to  split  off  the  yellow  pages. 
I  was  there  Johnny-on-the-Spot. 
They  knew  me.  and  were  willing  to 
let  me  sign  a  contract  for  the  entire 
back  page  right  then  and  there. 
But  then  I  was  told  that  another 
firm  had  signed  up  the  same  day, 
but  a  couple  of  hours  later,  with 
another  official,  and  they  asked  me 
to  share  the  page.  I  did — it  seemed 
reasonable  to  do  so,  especially  since 
I’d  like  to  continue  having  that 
spot.” 

{Continued  on  Page  110) 
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SOLD  K.  D.  OR  ASSEMBLED 
EXCLUSIVE  TERRITORIES  AVAILABLE 


SEA'SION 


FOUR  SEASON  MANUFACTURING  CO. 

202-09  HOLLIS  AVE.,  HOLLIS  1 2,  N.  Y.  •  HOlHs  8-4206-7 


FOUR  SEASON  MFC.  CO. 

202-09  Hollis  Ave.,  Hollis  12,  N.  Y. 

Please  send  me  complete  details  on: 

Q  Th«  "Ariilocrat"  Aluminum  Combination  Door 
Q  Triple  Channel  Combination  Window 
□  Two  Trock  Window* 

Q  Sliding  Cosement  Windows 

NAME . 

addAess . 

CITY . STATE . 


•  The  Four-Season  “hideaway  hinge”  does  away  with 
installation  headaches  —  eliminates  “binding” 

fits  perfectly. 

•  The  “Aristocrat's”  rugged  construction  and  extra-heavy 
aluminum  used  will  hold  the  weight  of  three  large 
persons  without  sagging. 

•  It  includes  the  newest  design  improvements  —  for 
beauty  and  heavy-duty  service. 

•  Four  extra  horizontal  rods  at  key  “stress  points”  insure 
long  life  and  customer  satisfaction. 

•  Anodized  Finish  if  desired. 

•  Easy  to  Glaze  and  Install. 

•  Advertising  Materials  Available. 


Write  For 
Details  On 
Our  New 
Lines  of 

•  TWO-TRACK 
WINDOWS 

•  SLIDING 
CASEMENT 
WINDOWS 


TRIPLE 
COMBINATION 


““  The  New  Fast-Acfion“ 

CHANNEL  •  SELF 
STORM 


STORING 

WINDOW 


In  Anodized  Aluminum  •  Featuring  7  Big  Engineered  Improvements 

•  STAINLESS  STEEL  CHANNELS  —  one-piece  channels  Inserts 
ride  easily. 

•  3  FULL  Channels  Each  insert  rides  up  and  down  all  the 
way  in  its  own  channel.  Easily  removed  for  cleaning. 

•  INTERLOCKING  MEETING  RAIL  Full  width  Positive  weather- 
tight  seal  for  maximum  protection 

•  GLASS  CUSHIONED  TO  METAL,  with  rubber-like  glass  re¬ 
tainer  easily  removed  and  replaced. 

•  ADJUSTABLE  MAIN  FRAME  Choice  of  expander  to  fit  window 
to  Inside  or  Outside  of  house  frame.  No  binding  or  sticking 
of  windows,  even  if  house  settles. 

•  FULL-WIDTH  SILL-DRAINAGE  No  pockets  to  hold  water 
causing  rotted  sills. 

•  POSITIVE  LOCKING  BOLTS  Safe  operation  at  any  height  No 
rattles.  Barrier  against  intruders,  prowlers. 


6  Home  Improvement  Dealer 
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PYRAMID 

Offers  the  | 

LOWEST-PRICED 

3-TRACK  EXTRUDED 
ALL^ALUMINUM 

STORM  & 
SCREEN 
WINDOWS! 

For  New  England  and 
East  Coast  States 


SCREEN  Cr  WINDOW 


Available 

Knocked  Down.  Lengths, 
or  Fully  Assembled 

Check  These  PLUS  Features: 


V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 
V'  Prompt  delivery 


INVeSTIGATE  THIS 
FASTER-SELLING 
PROFIT  MAKER! 


Mots  and  Literature  available  for 
sales  promotion. 

Manufactured  exclusively  in  our  own  plant 
Write  or  phone. 

AyAaAvI  Al 


425  Third  Av«.,  Brooklyn  15.  N.  Y. 
Tol.:  50uth  B-5095 


Front  of  Floral  Combination  Window  Corporation  at  249  Jericho  Turnpike,  Mineola. 


"No  Price"  Adveitising  Gets  Results 
foi  This  New  York  Dealer 


By  O.  I.  MARR 
Special  Correspondent 
Building  Specialties 


PRODUCTIVE  mass  newspaper 
advertising  without  stating 
price  in  price-conscious  metropoli¬ 
tan  New’  York  is  the  program  that 
seems  to  be  w'orking  for  Floral 
Combination  Window  Corporation 
of  Mineola,  Long  Island. 

Having  initiated  a  “no  more 
$9.95,  no-switch”  policy  tw'o  years 
ago  with  the  coming  of  30-year 


Mike  Schneider,  top  man  in  Floral  Com¬ 
bination  Window  Corporation  in  the  jalousie 
display  section  of  Mineola  showroom.  Dem¬ 
onstration  of  window  and  door  goes  on  in 
background. 


old  Marine  vet  Mike  Schneider  to 
the  helm,  the  company  now  stresses 
quality,  the  exclusive  positive  fea¬ 
tures  of  the  StorMaster  line,  and 
a  five-year  warranty  on  workman¬ 
ship  and  materials.  At  Schneider’s 
insistence  the  Brooklyn,  Jamaica, 
and  Lynbrook  showrooms  were 
given  up,  and  the  display  concen¬ 
trated  at  249  Jericho  Turnpike. 
The  striking  front  on  one  of  the 
main  non-parkway  east-west 
thoroughfares  of  the  well-popu¬ 
lated  section  of  Nassau  County  has 
been  a  fine  investment. 

With  regular  and  frequent  de¬ 
liveries  from  the  Bronx  factory. 
Floral  can  handle  volume,  both  as 
distributor  with  over  a  dozen  deal¬ 
ers,  and  as  local  dealer.  Taking 
big  ads  in  the  Queens-Long  Island 
Section  of  the  Sunday  News,  with 
one  of  the  largest  circulations  in 
the  world,  and  in  the  local  Long 
Island  papers,  twice  a  week.  Floral 
stresses  17  reasons  why  their  com¬ 
binations  save  as  much  as  30% 
on  home  maintenance  bills.  The 
list  is  an  adaptation  of  a  checklist 
prepared  by  the  manufacturer  as 
a  comparison  chart  with  other 
makes. 

(Continued  on  Page  108) 
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AlUMINUM 
lAP  SIDING 


. . .  OFFERS  YOU  A  GOLDEN  BUSINESS 
-BUILDING  OPPORTUNITY  —  YOUR 
CHANCE  OF  A  LIFETIME  TO  GET  IN 
ON  THE  GROUND  FLOOR  WITH  A  RED 
HOT  PRODUCT  AND  DUPLICATE  IN 
YOUR  COMMUNITY  THE  SOLID  SUC¬ 
CESS  THAT  LYF-ALUM  HAS  SCORED 
FOR  OTHERS  IN  MANY  PARTS  OF  THE 
COUNTRY. 

IF  THERE  IS  NO  LYF-ALUM  DEALER 
ESTABLISHED  IN  YOUR  AREA  — 
PHONE,  WIRE,  OR  WRITE  TODAY. 


P.S.  Cc/e^  — 

got  t/ui, 

p/ucjt, 


COMPLETE 
MAT  SERVICE 


LyF'ALUM  iHc. 

164  East  Wisconsin  Av«nue 
Oconomowoc,  Wisconsin 
in  the  Metropolitan  Milwowheo  area 
A  division  of  Korhwmol  Stool 
and  Alutiinwnt  Corp  of  Wisconsin 
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THE  RESULT  OF 
2y2  YEARS 
OF  WINDOW 
RESEARCH 


Unanimous  Approval ! 

FOR  THf  FIRST  RfALLY  flllnenr  FRIMI  WINDOW 
INTRODUCSD  TO  THE  BWIDINO  INDUSTRY  IN  YEARS.. 


RrchitMt:  Itwurd  CInsar 
HfaMii  iMdi.Fla.: 

‘After  closely  examining 
this  new  SEAL-VENT 
window,  I  can  easily  see 
how  a  whole  new  held  of 
window  architecture  pre¬ 
sents  itself.  There  are  no 
unbroken  lines  on  this 
SEAL-VENT  Jalousie, 
and  air-inhitration  test 
results  conclusively  indi¬ 
cate  their  practicability 
for  northern  uses." 


BaMar:  Laa  Fitka 

Ft  laaRirRala,  Ba.: 

"The  hrst  time  I  saw  the 
new  SEAL-VENT  lalousie 
window,  I  couldn’t  be¬ 
lieve  my  eyes.  Here  was  a 
jalousie  window  that  ac¬ 
tually  could  be  used  in 
my  air-conditioned  homes 
instead  of  ordinary  win- 
do  ws.  The  sel  I  ing  features 
are  so  strong  that  I  was 
able  to  sell  32  homes  at 
more  money  simply  by 
including  SEAL-VEN'T 
Seal-Test^  jalousies  in 
the  homes." 


AMERICAN 


ffilKUAny 


PRODUCTS,  INC. 


P.O.  BOX  192 
MIAMI  48,  FLORIDA 


unanimous  approval . . .  because  Seal- 
Vent  Seal-Tested  Jalousies  offer  your  customers 
a  product  so  completely  different  it  replaces 
ordinary  prime  windows  in  any  type  con¬ 
struction  . . .  provides  greater  sales  and  greater 
profits  for  you ! 

Builders . . .  dealers . . .  architects . . .  home- 
owners. .  .will  join  you  in  giving  unanimous 
approval  to  this  amazing  new  Seal-Vent 
Jalousie  Window  and  Jalousie  Door! 

WRITE  FOR  DESCRIFTIVE  LITERATURE  AND 
INFORMATION  ON  AVAILABLE  DEALERSHIFS 


No  Price  Advertising 

(Continued  from  Page  106) 

In  following  leads,  the  salesmen 
go  through  every  point  on  the  list, 
and  contrast  their  window’s  fea¬ 
tures  with  those  of  a  model  of  a 
common  rival  type  of  construction, 
without  mentioning  the  rival’s 
name,  according  to  Bob  Blaine, 
sales  manager.  Special  stress  is 
laid  on  the  angle  interlocking  meet¬ 
ing  rail  in  both  advertising  and 


in  demonstration.  A  hand-size  cut¬ 
away  of  two  interlocking  extru¬ 
sions  is  prominently  demonstrated. 

Because  of  the  excellent  location, 
all  salesmen  are  given  a  turn  to 
take  a  day  in  the  store,  and  receive 
the  regular  10%  commission  for 
store  leads.  Schneider  says  that 
$100  a  day  is  not  uncommon  for 
a  salesman’s  share  of  a  home-base 
day’s  work. 

No  special  canvassers  are  em¬ 
ployed,  and  no  telephone  canvass¬ 
ing  has  been  used,  since  the  news¬ 


paper  ads,  recommendations,  and 
the  salesmen’s  own  cold  canvassing 
produce  satisfactory  results.  A 
:  customer  recommendation  that  re¬ 
sults  in  a  sale  nets  the  customer 
3%  of  the  job.  All  of  the  dozen-odd 
retail  salesmen  promote  the  entire 
!  line  of  window  combinations, 

I  doors,  awnings,  and  jalousies. 

!  Schneider  declares  that  a  full- 
I  salary  and  no  piece-work  policy 
for  his  mechanics  pays  off  in  terms 
!  of  thorough  workmanship  and  will¬ 
ing  satisfaction  of  complaints. 
“Piece-work  installers  feel  they 
i  have  to  get  the  job  done  the  same 
I  night.  A  man  who  is  on  salary  will 
I  come  back  the  next  day  and  finish 
I  the  job  properly.”  To  coordinate 
j  installations  and  the  growing 
I  jalousie  porch  reconversion  busi- 
I  ness,  a  full  time  expediter,  Sam 
I  Langer,  knows  where  every  man 
is  at  all  times,  and  how  far  along 
the  job  is.  He  helps  salesmen 
arrange  their  plans  to  drop  in  on 
every  job  while  it  is  in  work,  to 
check  with  the  customer  and  also 
to  take  advantage  of  the  interest 
aroused  to  canvass  the  block. 

Masonry 

!  Floral  subcontracts  any  masonry 
I  and  brick  work  that  must  be  done 
i  for  porch  conversions,  but  the 
i  carpenters  are  on  regular  salary, 
i  Schneider  says. 

A  manifestation  of  care  which 
impresses  customers  and  helps 
turn  them  into  recommenders  of 
their  friends  is  the  double-measure. 
The  salesmen  takes  a  careful 
measurement  of  the  windows,  in 
order  to  make  an  exact  estimate 
of  price,  but  tells  the  customer 
that  the  installer  will  be  around 
to  check  window  size  again  before 
the  custom  order  goes  in. 

The  usual  dealer’s  devices  of 
capitalizing  on  new  construction 
are  not  unknown  to  the  hard¬ 
hitting  Floral  outfit.  They  keep  in 
touch  with  builders  and  real  estate 
people,  and  make  the  common 
arrangement  of  supplying  Venetian 
blinds  at  builders’  prices.  In  a 
single  color,  of  course — and  then 

(Continued  on  Page  110) 
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PIVOT 

CONTROL 


Gnorantead 
Goad  Hoafckaapiltt  J 


NATIONALLY  ADVERTISED 

*  Good  Housekeeping  Magosine 

*  Better  Homes  and  Gardens 

*  The  American  Home 


YOUR  KEY  TO  EASIER 
AND  MORE  PROFITABLE 


SALES 


Years  ahead  of  any  other  window  .  .  .  feature  packed  to 
make  every  prospect  a  sure  sale  .  .  .  Winstrom's  new  window 
PIVOT  CONTROL  does  everything  but  sell  itself!  Here  Is  every 
single  engineering  feature  your  customers  want  ...  all  built 
into  a  window  that  is  demonstration-perfect  and  saleable! 

Winstrom  gives  you  exclusive  PIVOT  CONTROL 

.  .  .  But  that's  not  all!  You  get  expanders  on  all 

sides  •  Satin  Finish  •  Double  Slide  Action  I 

Bolts  on  Ball  Bearings  (all  panels)  •  Extruded  I  I 

63ST5  Aluminum  •  Protectively  Packaged  y  y 

•  3  Channel  Frame  •  Anti-Rattling  Features  \  ^^E^r 

•  Positive  Interlock  .  .  .  And  Many  More !  1 


et^Mr 


the  PROFITABLE  BENEFITS  of 
these  SERVICE  FREE  windows 


Write  Now!  Our  represerttatiye  will  demonstrate  Winstrom' s  complete  line 
of  Inside  Sliding  Casements,  Picture  Windows  (2  types).  One  Light  Units, 
and  our  famous  "Triple  Shield"  3  Track  .  .  .  all  with  the  ability  to  fit  any 
existing  window  opening. 


inSTRO 


MANUFACTURING  CORPORATION 
15-40  127TH  ST.,  COLLEGE  POINT  56,  N.  Y. 


WHO  SEE  IT 


AND  BUY  IT! 


CuHtomers  Recommend 
Their  Neighbors  ! 

Hi  I  n  s  I R  0  m's 

KtfEN’EASy  MTION 


GLASS  PANELS  AND 
SCREEN  PIVOT  IN 
FOR  EASY  CLEANING 
WITHOUT  REMOVAL 
FROM  FRAME 


PROTECTIVELY  PACKAGED 

Delivered  by  our  own  trucks  into  1 1  East¬ 
ern  States  .  .  .  With  Field  Managers  to 
help  dealers  in  their  respective  localities. 


TELEPHONE:  FLushino  3-5550 
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Aluminum  Combination 
Casement  Sash-Screen  and 

Doors... 


Quality. 

Good  Profits 
Ec^sy  ■ 


U  S.  PAT.  No.  2640232 


UNIQUE  INTERLOCKING 
DESIGN  COVERS  VENT 
OPENING 

1.  CORK  INSULATION 

2.  DOUBLE  STRENGTH 
GLASS 

3.  EXCLUSIVE  DRIP  CAP 


Exclusive  Territories 
Available 


QUALITY  COMBINATIONS  ARE  OUR  BUSI 
NESS.  MAKE  “WIN-SUM"  YOUR  QUALITY 
UNIT  FOR  6000  PROFITS  ANO  EASY  SALES. 


No  Price  Advertising 

{Continued  from  Page  108) 

the  customer  approach  comes  in. 
The  customer  must  be  consulted 
about  contrasting  tapes  and  slats, 
or  special  adaptation  to  the 
planned  color  scheme — and  that  is 
a  natural  entry  for  the  subject  of 
screens  or  storm  sash,  depending 
on  the  season. 

The  company  started  seven 
years  ago,  stressing  table  pads  and 


WRITE .. .  WIRE 
PHONE  '7odcUf. 


Venetian  blinds.  It  grew  with  the 
aluminum  building  specialty  in¬ 
dustry,  and  makes  a  big  point  of 
its  abandonment  of  switch  selling. 
Schneider  asserts  that  “retailers 
who  continue  this  practice  are 
harming  the  effects  of  advertising, 
and  in  turn,  hurting  the  market.” 
Another  technique  of  achieving 
customer  confidence  is  the  5  year 
warranty.  As  Schneider  says,  “The 
public  fears  fly-by-night  outfits, 
and  nothing  instills  greater  con¬ 
fidence  than  a  long  warranty.” 


One  of  the  results  of  the  no- 
price-mentioned  advertising  is  the 
kind  of  response,  as  well  as  the 
quantity.  Queries  are  likely  to  con¬ 
cern  performance,  not  price.  Cus¬ 
tomers  who  are  attracted  by  the 
features  of  the  windows  are  likely 
to  have  more  pretentious  homes, 
with  more  windows  to  hang — and 
they  are  likely  to  be  able  to  man¬ 
age  quicker  cash  payments.  The 
advertising  does  stress  three  years 
to  pay,  and  no  money  down,  for 
those  who  are  interested  in  quality, 
but  need  time  as  well. 

Hints  to  Salesmen 

{Continued  from  Page  32) 

;  these  sixty-four  dollar  questions, 
go  to  work,  exercise  your  intel¬ 
ligence,  your  ability,  and  your  hard- 
work,  well  knowing,  that  because 
!  of  your  evaluation  of  the  back¬ 
ground,  and  the  future,  OPPOR- 
I  TUNITY  is  within  your  grasp ;  and 
your  are  on  your  way  to  become  a 
master  Salesman  with  a  hard-hit¬ 
ting  aggressive  organization,  with 
a  good  financial  return  for  the  pres¬ 
ent,  and  a  tremendous  future,  both 
awaiting  ahead ! 


N.  Y.  Dealer 

{Continued  from  Page  104) 

It  would  be  unnecessary  to  stress 
that  Kahn  practices  what  he 
preaches  in  the  way  of  dependabili¬ 
ty  and  service.  The  crew  on  the 
four  installation  and  insulation 
trucks  are  instructed  to  lean  over 
backwards  in  satisfying  com¬ 
plaints,  and  speed  in  service  is  a 
principle.  The  superintendent,  who 
has  been  with  the  firm  for  almost 
twenty  years,  takes  one  of  the 
trucks  home  with  him  every  night, 
so  that  it  will  be  available  for  a 
quick  start  on  an  emergency  call. 

The  trucks  are  housed  in  a  near¬ 
by  warehouse  at  107  Street  and 
Atlantic  Avenue. 

The  general  tone  one  assimilates 
in  the  office  is  permanence  and  de- 
{Continued  on  Page  112) 


WIN-SUM  WINDOW  CORP. 


13006  GREELEY,  DETROIT  3.  MICH. 


T-r,  .  9-6948 
TOwnsend 
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The  best  looking  extruded  aluminum  storm 
window  ever  designed.  Ribbed  contour 
frame  housing  each  insert  allows  more 
glass  space  than  ever  before.  Adjustable 
"leak  proof”  sill  insures  a  perfect  fit.  Posi¬ 
tive  interlocking  meeting  rails.  Tubular 
safety  aluminum  screen  inserts.  Com¬ 
pletely  self-storing.  Foolproof  operation. 
Many  other  exclusive  features. 


We'll  prove  to  you  that  Youngstowners 
are  your  best  window  deal.  We  have  a 
complete  packaged  and  proven  sales 
plan  that  makes  sales  for  you  plus  a 
complete  advertising  co-op  plan. 


Youngslowner  windows 
and  doors  are  quality 
controlled  from  smelting 
to  finished  product  right 
in  our  own  plant,  assur¬ 
ing  you  the  finest,  fastest 
delivery  in  the  business. 


YOUNGSTOWN  WINDOW  AND  DOOR  COMPANY 

706  South  State  St.,  Girard,  Ohio,  Phone  II  5-5431 


K.D.  OPERATOR  □  DEALER  □ 


NAME 


FOR  THE  PROUDEST  HOMES  IN  AMERICA 


ADDRESS 
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►  PRECISION  Satin-Finish  Pencilled  Edges... 

>  FRACTIONAL  CUTS  to  your  specifications 


REDUCE  YOUR  INVENTORY 

OUR  lARGl  INVINTORICS  ASSURE  YOU 

mm  SEHim 


ANY  QUANTITY  .  .  .  ANYWHERE 


Let  us  show  you  how  we  can  meet 
your  needs  precisely  and  promptly. 
Call  or  write  for  information  and 


ONE  OF  AMERICA'S  LARGEST  GLASS-LOUVRE  SUPPLIERS 


inwrinw  Ilirror  IfMs^ 

S8  LINCOLN  AVENUE.  NEW  YORK  54  NEW  YORK  • 


GLASS-LOUVRE 
\  DIVISION 

Tel.  CYprets  2-flIOO 


FHA  To  Test  "Trade-Ins" 

For  Housing  Market 

When  you  trade  in  the  old  car 
for  a  new  one,  how  would  you  like, 
at  the  same  time,  to  turn  in  the 
old  house  on  a  late  model? 

The  Federal  Housing  Adminis¬ 
tration  has  asked  itself  that  ques¬ 
tion  and  launched  a  study  of  sales 
techniques  in  seven  cities  to  find 
out  if  “used-car  trade-in  practices” 
mijfht  be  found  feasible  for  used 
houses. 


In  some  sections  of  the  country 
— New  Jersey,  for  instance — the 
new  “home-exchange”  plan  already 
is  in  full  swing.  The  plan,  used  by 
B.  J.  Bergton  of  Teaneck,  resem¬ 
bles  the  automotive  technique  of 
turning  in  used  models  on  new 
ones.  It  has  speeded  up  home  sales 
by  making  it  unnecessary  for  the 
new  homeowners  to  first  unload  the 
older  house. 

The  Bergton  program  calls  for 
an  agreement  that  the  buyer  pur¬ 
chases  a  home  of  his  choice  in  the 


usual  way,  but  with  the  delivery 
date  contingent  upon  the  disposal 
of  the  older  house  by  the  real  estate 
agent  at  a  price  mutually  agreeable 
to  the  broker  and  owner. 

The  FHA  will  study  various 
plans  throughout  the  country  simi¬ 
lar  to  the  Bergton  technique.  Tests 
will  also  be  conducted  to  explore 
the  possibilities  of  FHA  assistance 
in  reconditioning  old  homes  to  in¬ 
crease  their  turned-in  values  on 
neve  houses. 

The  National  Association  of 
Home  Builders  is  cooperating  with 
the  FHA  in  tests  being  made  in 
Columbus,  Ohio,  Hartford,  Conn.; 
Washington,  D.  C. ;  Shreveport, 
La. ;  Oklahoma  City,  and  New 
Orleans.  The  results  may  produce 
the  technique  of  making  it  easier 
for  present  homeowners  to  buy  new 
homes  by  trading  in  the  old  on  the 
new. 

N.  Y.  Dealer 

(Confivned  from  Page  110) 

pendability.  One  of  the  more  re¬ 
cent  acquisitions  of  the  firm,  the 
secretary.  Miss  Helen  Meales,  has 
been  on  the  job  only  ten  years,  and 
she  says  she  is  keeping  the  brothers 
on  probation,  not  having  made  up 
her  mind  as  to  whether  she  will 
stay.  She  was  twenty-one  years 
in  her  previous  position,  until  the 
concern  moved  to  New  Jersey.  One 
of  the  commonest  expressions 
around  the  office  is,  “What  do  you 
think.  Miss  Meales,”  whether  the 
question  is  one  of  fact,  figure,  or 
an  opinion  as  to  a  customer’s  re¬ 
liability. 

Part  of  Lou  Kahn’s  program  of 
casing  the  industry  was  a  trip  he 
took  early  this  year  throughout  the 
South.  From  the  beginning  of 
April  to  the  middle  of  May  he 
wandered  around,  dropping  in  on 
old  acquaintances,  or  introducing 
himself  to  strangers  in  the  building 
specialties  line.  He  was  deeply  im¬ 
pressed  by  the  warmth  of  the  wel¬ 
come  he  received  wherever  he  went, 
even  from  strangers,  and  the  full- 

{Continned  on  Page  114) 
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Prehmd  by  homeowners . . . 

Preferred  by  dealers 
BECAUSE  Season-alf-and  ONLY 


Good  HoiiMkMpIng 


Offer  potented  BUILT-IN 


U.S.  Pot.  No.  2578470 


The  only  provod  dosign  for  complotoly  woothorproofing 
and  insulating  cosomont  windows! 


ONLY  SEASON-ALL  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWI 


Once  customers  learn  about  Season>all’s  patented 
built-in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advantages  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season-all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  all  Jour  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Funher- 
more,  each  Season-all  Storm  Window  has  a  special 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  "Buy-Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash ! 

Permanent  outside  installation  •  Precision  made  of  highest 
quality  materials  •  Open  and  close  automatically  with  the  prime 
windows  •  Never  need  be  removed — not  even  for  cleaning 
•  Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


Combjn  ^oion.. 

'«»«».  s. 


INQUIRIES  IN  VI  TED  FROM  SOUND,  AG  G.RESSIVE,  WELL-RATED 
ORGANIZATIONS  WITH  A  PRJDVEN  RECORD  OF  ACCOMPLISHMENT' 
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Our  Dealers 

DON^TWORRY 

About  Business 

They  Sell 
Storm  Windows  at 
and  MAKE  MONEY 


any 


fleetwoodi 


3 -Track 

All  Extruded  63ST 


ANERKA'S  FINEST  ENGINEERED  FULL  3-TRA(K  WINDOW 

•  STOP  losing  sales 

•  STOP  installation  headaches 

•  STOP  worrying  —  period 

•  START  having  piece  of  mind 

•  START  doing  it  the  easy  way 

WE  HAVE  THE  ANSWER— 

IT’S  YOURS  FOR  THE  ASKING 
Call  or  Wire  Now!!! 
for  Complete 
Information 


PHILADELPHIA,  Pa. 
2338  -  52  E.  York 
GArfield  6-6100 


S 
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N.  Y.  Dealer 

{Continued  from  Page  112) 

ness  of  the  confidence  he  received. 
He  was  convinced  again  that  reput- 
able  dealers  in  the  same  business 
need  have  few’  secrets  from  each 
other,  and  that  personal  contact 
will  break  down  barriers,  establish 
a  desire  for  mutual  respect,  im¬ 
prove  standards  of  workmanship 
thereby;  and  the  end  result  is  a 
steadier  income. 


Another  of  Lou  Kahn’s  objec¬ 
tives  is  to  make  aluminum  special¬ 
ties  an  all  year  round  buying  opera¬ 
tion,  rather  than  a  seasonal  one. 
He  intends  to  keep  his  .southern- 
made  bent  aluminum  pipe  garden 
chairs  in  the  showroom  all  year 
round  under  the  aluminum  awn¬ 
ings  opposite  the  house-front  mock- 
up. 

He  is  afraid  of  those  who  are 
afraid,  and  express  their  fear,  of 
a  possible  let-up  in  business.  “With 
their  phobia  they’ll  talk  us  into  a  j 


depression,’’  he  warned.  “Business 
is  healthy.  If  it  slows  a  bit,  w'hat 
is  needed  is  a  little  harder  work 
to  promote  business,  not  sitting 
around  waiting  for  things  to  hap¬ 
pen.”  Alw'ays  looking  out  for  a 
way  to  improve  a  product  or  an 
industry,  Lou  Kahn  has  found 
gratification  in  a  way  of  life  that 
has  given  him  rich  rewards. 


Jalousie  Walls 

{Continued  from  Page  58) 

The  advantages  claimed  by  the 
manufacturers  for  this  type  of  con¬ 
struction  are  many.  Prices  can  be 
figured  immediately  and  accurately 
since  the  walls  are  purcha.sed  and 
.sold  by  the  square  foot.  In.stalla- 
tion  co.sts  are  calculated  the  same 
way.  There  are  no  hidden  con.struc- 
tion  problems  and  no  losses  due 
to  unfigured  construction  details. 
They  can  be  sold  for  a  little  more 
than  jobs  with  wood  surrounds  or 
framing  but  with  the  added  advan¬ 
tages  of  attractive  appearance,  no 
painting,  rotting,  sagging  or  w’arp- 
ing,  and  longer  life.  The  aluminum 
po.sts  of  the  wall  and  door  framing 
eliminates  the  need  of  wooden  sup¬ 
porting  members  for  the  roof  and 
thus  a.ssures  an  entirely  aluminum 
enclosure  w’ithout  any  wood. 

Custom  Built 

Since  jalousie  walls  are  factory 
made  custom  built  jobs,  they  fit  the 
size  requirements  exactly  and  there 
are  no  problems  of  fitting.  Further¬ 
more,  the  u.se  of  factory  equipment 
makes  possible  more  accurately 
fitted  and  neater  jobs  than  can  be 
done  in  the  field  with  hand  tools. 

Installation  methods  vary  ac¬ 
cording  to  the  manufacturer  but 
since  these  are  pre-fitted  custom 
built  jobs,  the  entire  enclosure  can 
be  completed  within  one  eight-hour 
working  day  or  less  according  to 
the  manufacturers.  The  dealer’s 
present  mechanics  or  .semi-skilled 
help  can  in.stall  jalousie  walls  with¬ 
out  difficulty  or  special  training. 

One  manufacturer  uses  w^ood  or 
aluminum  moldings  to  secure  the 
{Continued  on  Page  116) 
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STORM  WINDOWS  OF | ALUMINUM,  l»ic.,  APCO,  OHIO* 


(AU  ALUMINUM)  COMBINATION 


WINDOWS 


Big  sales  in  combination  windows  are  yours  when  you 
sell  STOACO.  The  famous  STOACO  Triple  Track  all 
aluminum  window,  together  with  the  new  STOACO 
"Companion"  Double  Track  window  is  the  combina¬ 
tion  to  make  your  sales  soar.  All  STOACO  products 
are  manufactured  from  the  finest  materials  and  to  the 
strictest  engineering  standards.  This,  together  with  a 
sincere  service  policy,  assures  you  of  greater  profits. 


(ALL  ALUMINUM)  COMBINATION 


Big  soles  in  combination  doors  ore  yours  when  you  sell 
STOACO.  The  new  STOACO  door  is  the  door  with  the  split 
personality  ...  a  warm  cosy  personality  for  hard,  cold 
winters  and  a  cool  breezy  personality  for  hot,  humid 
summertimes.  The  two  separate  panels  in  the  new  STOACO 
door  are  an  additional  feature  that  adds  greater  conveni¬ 
ence  and  comfort.  This  is  truly  a  beautiful,  practical  all  alu¬ 
minum  door  that  is  fully  guaranteed  and  very  easy  to  sell. 


Gentlemen: 

Please  send  the  complete  story  on 
STOACO  Dealership. 


CHOtcr  TtnmjoKiis  for  sto-a.co 

FRANCHISFD  DtALFRSHIPS  ARl  STILL 
AVAILABLF  FOR  QUALIFltD  ORGANIZA- 
TIONS.  WRITl  IN  FULL  CONFIDFNCl  FOR 
SOMf  MIGHTY  INTlRtSTING  FACTS  ABOUT 
WHAT  STO-A-CO  CAN  DO  FOR  YOU! 


ADDRESS 


CITY  &  STATE 


&  Home  Improvement  Dealer 
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DEALERS  WANTED 


for  Exclusive  Territories  in  48  states 

Exclusive  territories  available  everywhere,  during  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 


selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 

today 

ore 

^  WHY  YOU 
SHOULD  BE  SELLING 


Cast  Stone 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu 
sive  selling  rights  in  territory  of  your  choice- 
no  "next-door”  competition! 

2.  YEAR-’ROUND  SALES— 12  months  a  year! 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  soles!  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 

5.  EASY  INSTALL  ATIONS !  Simple  to  a  pply 
as  tile — easy  for  even  novices!  Goes  over 

■■[brick,  weather-board,  everything! 

H  6.  TREMENDOUS  APPEAL!  Over 

$5,000,000.00  sales,  first  year  of  J 
JH  business.  Increasing  ever  since.  d 
kH  Protects,  insulates,  beautifies,  jjH 
saves  money,  increases 
comfort.  Guarontee^^jpp|r 


Write,  Wire 
or  Phene  for 
Cemplete  Detail*! 


NATIONAL  HEATHER  STONE,  INC 

2105  East  Gillingham  St.  •  Phila.  24,  Pa. 

Phone:  DEIawore  6-5900 


Jalousie  Walls 

(Continued  from  Page  114) 

walls  along  the  top  and  sides.  The 
bottom  of  the  wall  has  a  U-channel 
which  is  placed  over  aluminum 
blocks  anchored  to  the  porch  floor 
and  spaced  about  15"  apart. 

Another  manufacturer  uses  al¬ 
uminum  angle  of  various  sizes  to 
hold  the  wall  and  trim  up  the  in¬ 
side.  Aluminum  angle  is  also  used 
to  take  care  of  the  slope  which  is 
found  in  most  porches.  Where  walls 


have  to  be  installed  on  a  concrete 
floor  the  work  can  be  speeded  by 
the  use  of  a  cartridge  powered  stud 
driver  which  shoots  a  stud  through 
aluminum  angle  brackets  (used  by 
this  manufacturer)  directly  into 
the  concrete  or  brick. 

Jalousie  walls  enable  dealers  to 
offer  their  customers  a  choice  of 
methods  and  prices  for  erecting 
porch  enclosures  which  will  un¬ 
doubtedly  vary  according  to  cus¬ 
tomer  preference  and  dealer  sales 
ability. 


Unitron  Door 

(Continued  from  Page  48) 

They  come  in  stock  sizes,  individ¬ 
ually  packaged  complete  with  ny¬ 
lon  carriers,  track  and  hardware 
for  over  the  counter  sales.  Also 
custom-sizes  may  be  ordered  with 
prompt  delivery. 

Also  being  added  to  the  line  are : 
a  fine  imported  woven  wood  simu¬ 
lating  fine  drapery  fabrics,  and  %" 
woven  wood  imported  “Shina” 
slats. 

Unitron  claims  building  special¬ 
ties  dealers  can  beat  the  stiffest 
competition  with  Bam-Fold  doors, 
and  be  sure  of  full  profits  on  every 
sale.  There  are  no  strings,  tapes 
or  unsightly  mechanisms.  Unitron 
Bam-Fold  is  made  with  patented 
clip,  and  sold  through  authorized 
distributors  only.  Several  good  ter¬ 
ritories  are  still  available.  Address 
your  inquiries  to  Unitron  of  Cal¬ 
ifornia,  Dept.  BS,  1000  North 
Orange  Drive,  Los  Angeles  38, 
Calif. 


Door  Canopies 

(Continued  from  Page  59) 

that  may  not  be  immediately  ap¬ 
parent.)  Secondly,  if  you  don’t 
see  enough  profit  in  a  door  canopy 
sale  when  you  are  handling  instal¬ 
lation,  then  quote  an  “install-your- 
own"  price  and  let  the  homeowner 
do  the  work. 

Thousands  of  words  have  been 
written  about  the  huge  do-it-your¬ 
self  market  which  is  now  esti¬ 
mated  to  total  3V^  billion  dollars 
annually.  In  brief  it  is  simply  the 
American  public’s  answer  to  high 
costs.  Two  factors  are  generally 
given  credit  for  the  development 
of  this  market:  the  high  costs  of 
labor  and  the  additional  leisure 
time  that  most  wage-earners  enjoy 
these  days.  These  two  factors, 
working  together  have  developed 
an  entirely  new  market  for  a  host 
of  products  —  and  right  at  the  top 
of  the  list  of  these  products  are 

(Continued  on  Page  118) 
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Guaranteed  . . .  yes, 


0^  CALL  OR  WRITE  NOW 

Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO 


85  E.  MERRICK  RD.  VALLEY  ST'|?EAM,  L.  I.,  N.  Y 


^  TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 


Conclusive  proof  that  beauty  and 
superior  strength  CAN  be  combined! 
FEDCO  did  it — and  you  can  cash  in  on  it! 


FEDCO  "Concealed  Hinge"  DOOR 

The  FEDCO  Door  Is  Now,  as  Always,  a 

1  // 


FULLi 


The  first  thing  you  may  notice  about  the  new  FEDCO 
door  is  the  absence  af  visible  hinges.  But  there's 
much  more.  Exciting  new  advances  that  will  open  up  a 
whole  new  world  of  sales  potential  .  .  .  down-to-earth 
changes  created  by  FEDCO  experienced  engineering  .  .  . 
and  the  foremost  designers  of  our  times.  See  it  today! 

SEEING  IS  BELIEVING!  A  visit  to  our  plant  to  see  for 
yourself  is  the  best  way  to  convince  you  that  this  is  the 
greatest,  most  exciting  achievement  since  the  creatian  of 
aluminum  stormscreen  doors  themselves! 

Also  Available  FEDCO  Self-Storing  Door! 


In  conventional  door  installo- 
tion,  the  three  hinges 
are  separate  and  aligned 
by  eye.  The  "breaking  in" 
required  to  free  the 
operation  from  bind¬ 
ing  is,  in  reality,  a 
loosening  procedure.  This 
problem  is  ended  for  all 
time  by  the  new  FEDCO  door. 

Manufacturers  of  the  FEDCO 
Triple  Track  Window 


(Itrpt.  B-in) 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  Merrick  Rd.,  V^alley  Stream,  L.  I.,  N.  Y. 


Please  send  the  complete  story  on  FEDCO. 


DEALER 


I  ADDRESS 


I  CITY  4  STATE 


6t  Home  Improvement  Dealer 
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data  sheet*,  on  aluminum  extrusions 
in  architectural,  structural  and  decora¬ 
tive  shapes,  for  interior  and  exterior 
construction  and  product  manufacture. 
You  can  always  depend  on  McDermott 
for  fast  delivery  of  precision,  quality 
extrusions  mode  to  your  specifications. 
Inquiries  invited. 

Call  For  Our  Product  Engineer! 


Almninnin  Awoing  Queen  of  1953! 


i  Carol  Brewster,  Hollywood  act- 
I  ress,  found  out  that  aluminum  pro- 
I  tects  as  it  gives  32  degrees  cooler 
'  inside  comfort!  Known  as  “Miss 
Perma,”  Carol  displayed  the  latest 
j  use  for  aluminum  at  the  N.E.R.S. 
i  I.C.A.  (National  Established  Roof- 
I  ing  &  Siding  &  Insulating  Con- 
!  tractors  Association)  Show  in  San 


Francisco,  September  21-23.  Her 
novel  gown  featured  miniature 
outdoor  awnings  worn  over  a  bra. 
Carol  and  her  metal-top  dress  said 
“hello”  to  visitors  as  they  came 
to  the  Awning  and  Siding  Booth 
No.  23,  sponsored  by  the  Perma- 
Side  Company  of  Los  Angeles, 
California. 


M^DER/VIOTT 

METALS  CO. 

EDSEMONT  E  TIOGA  STS 
PNILAOELPHIA  34,  PA..  RE  41210 


Door  Canopies 

{Continued  from  Page  116) 

the  home-improvement  products 
which  are  our  bread  and  butter. 
Sooner  or  later  every  building  spe¬ 
cialty  dealer  is  going  to  have  to 
decide  what  his  answer  will  be  to 
this  huge  new  market.  He  can 
resi.st  this  trend  towards  “do-it- 


yourself”  or  he  can  make  addition¬ 
al  sales  by  capitalizing  on  it. 

I  think  that  most  dealers  will 
decide  to  go  along  with  the  trend. 
It  is  too  big  an  opportunity  to  pass 
up.  By  offering  the  homeowner 
the  choice  of  installing  his  own 
door  canopy  or  having  you  install 
it,  you  offer  him  a  dollar  and  cents 
saving.  The  door  canopy  is  a  nat- 
{Continued  on  Page  120)r’ 
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DEALERS:  WRITE,  WIRE,  PHONE 


Here’s  the  lock  to  Ullatch  the  Quality 


of  your 
(omhinotion 
aluminum 
doors! 


Dexter  No.  1116 

with  locking  devico  insido, 
disc  tumblor  cylinder  lock 
outside. *5atin  Anodized 
Aluminum  finish. 


Another  Quality  Dexter  Lock  —  made  by  the  World* 8 


Largest  manufacturer  of  locks  for  combination  doors 


No  single  unit  in  a  combination  aluminum  door 
is  more  important  than  the  lock.  That  is  why 
Dexter  offers  locks  that  insure  maximum 
security  and  beauty,  built  for  rugged  service 
—  to  match  the  qualities  of  the  aluminum  door 
itself.  Write  today  for  complete  information. 

These  Features  Make  Dexter  a  Better  Lock! 


t 


■It 


TWO-SPeiNC  ACTION  —  Lever  handle  never  sags  when 
door  closes 

TRIM  —  All  exposed  parts  aluminum.  Satin  Anodized 
finish  (US28) 

INTERIOR  PARTS  —  Cold  rolled  steel,  rust  protected 

REVERSIBLE  —  Comoletely  reversible  for  any  hand  of 
door.  No  reversing  of  parts  necessary 

DOOR  THICKNESS  — Fits  doors  to  I'/t"  thick.  No 
adjustments  necessary 


DEXTER  LOCK  COMPANY 

GRAND  RAPIDS,  MICHIGAN 
A  SUBSIDIARY  OF  NATIONAL  BRASS  COMPANY 


latch  Case  Fits  Thin  and 
Narrow  Extrusions 

*  Abio  available  in  two 
oth£r  models:  a  lock 
with  plain  plate  out¬ 
side,  no  key  operation; 
a  lock  with  emergency 
pass  key  operation 
from  outside. 


In  Canada; 

Dexter  Lock  Canada  Ltd., 
Guelph,  Ontario 
In  Mexico: 

Dexter  Locks,  Plata  Elegante,  S.A.  do 
C.V.  Monterrey,  Nuevo  Leon 


Viking  Combinations 

(Continued  from  Page  68) 
Main  frame  is  adjustable  with 
choice  of  expanders  to  fit  window  to 
inside  or  outside  of  house  frame. 
No  binding?  or  sticking  of  windows 
even  if  house  .settles.  In  addition 
to  the  polished  triple  channel  win¬ 
dow  mentioned  above,  Viking 
(brand  name)  also  offers  a  two 
track  aluminum  combination  win¬ 
dow  which  may  be  had  either  pol¬ 
ished  or  anodized. 


In  addition  Viking  has  available 
an  aluminum  combination  door  in 
either  anodized  or  polished  finish. 
The  door  has  its  own  jamb  frame 
to  permit  expansion  or  contraction. 
Door  frame  is  tubular  extrusion  for 
maximum  strength.  Adjustable  sill 
at  bottom  of  door  is  adjustable  and 
a  tubular  extrusion. 

Kick  plate  is  heavy  gauge  an¬ 
odized  aluminum  with  stops  made 
of  635  aluminum  fitted  against  kick 
panel  with  self  threading  screws. 


Expansion  strip  adjusts  to  uneven 
i  door  openings.  Glass  inserts  glazed 
with  plastic  spline.  Glass  and  screen 
insert  keys  of  heavy  extruded  al¬ 
uminum  while  the  insert  holding 
clips  are  anchored  with  aluminum 
machine  screws  and  riv-nuts. 
Three  stainless  steel  hinges,  door 
!  chain  and  air  operated  door  check. 

Ro.se  Window  Prod.  Co.,  Dept. 
!  BS,  48  Elm  St.,  Meriden,  Conn. 

nAw 

Door  Canopies 

(Continued  from  Page  118) 

:  ural  for  this  “do-it-yourself”  mar¬ 
ket  because  door  canopies  can  be 
i  installed  by  the  home  owner  in  20 
I  minutes. 

I  Well,  there  it  is  —  your  door 
I  canopy  market  for  the  Fall  and 
Winter  months.  You  have  a  prod¬ 
uct  that  sells  well  in  the  winter. 
It  can  be  priced  to  sell  profitably 
at  levels  low  enough  to  attract  a 
large  number  of  leads  that  you  can 
convert  into  additional  sales.  And 
it  is  a  product  that  permits  you  to 
test  for  yourself  the  profit  poten¬ 
tial  in  the  “do-it-yourself”  field. 
What  more  can  any  product  offer 
you?  Try  it  out  this  season  and 
you’ll  see  that  it  doesn’t  pay  to 
stop  diggin’  the  gold  just  ’cau.se 
it’s  quittin’  time 


Selling  Homemakers 

(Continued  from  Page  44) 
Since  such  a  situation  exists,  it 
is  easy  to  see  why  a  man  who 
knows  his  product  is  considered  a 
very  valuable  salesman.  This  is  es¬ 
pecially  true  in  the  home  improve¬ 
ment  field  where  the  products  are 
more  or  le.ss  of  a  technical  nature. 

Most  home  improvement  dealers 
do  not  have  a  training  program  for 
their  salesmen.  The  new  salesman 
is  given  a  sample,  a  price  sheet  and 
a  pat  on  the  back,  and  expected  to 
go  out  and  “knock  ’em  cold.”  The 
salesman  is  soon  discouraged  .  .  . 
the  dealer  disappointed.  The  condi¬ 
tion  is  deplorable,  yet  it  exists. 

(Continued  on  Page  122) 
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TRI^SEAL 


Crou  secfion  irww  of 


I.  topgha,  2.  Kroon. 


3.  bottom  glaa.  Expandor  fromot. 


iuilt-in  woothor  dripping.  ControUod 


vonlilolion.  Intorhcking  mooting  raili. 


Cxchttno  hdting  foattiro 


PA.  •  PHONE  WAlnut  2-2660 


the 


CHARLES 


C  O. 


Manwfoctuw  of  2  and  3  Track  Aluminum  Combination  Storm  Window*  and  Door*  •  ScrMn*  .  Ca**mont  Window*  •  Sliding  tonch  Typo  Window* 


THE  NEW  IMPROVED 


THE  NATION’S  FINEST 
TRIPLE  TRACK 
COMBINATION 
ALUMINUM  WINDOW 


Distributors!  Here  s  your  invitation  to  get 
the  facts  and  see  the  exclusive  features  that 
make  TRI  SEAL  Triple-Track  .  .  .  the 
engineering  triumph!  Gadget-free,  feature- 
packed  TRI • SEAL  T  riple-Track  Combination 
Aluminum  Storm  Window  is  superbly 
designed  and  masterfully  produced  to  give  a 
life-time  of  trouble-free  service.  It's  easier 
to  operate,  simple  to  demonstrate,  completely 
foolproof.  It's  the  nation  s  finest  window 
that  will  produce  more  sales,  greater 
profits  FOR  YOU! 

Don't  delay  —  write,  wire  or  phone  for  the 
TRI -SEAL  story  before  the  franchise 
m  your  market  is  closed 


&  Home  Improvement  Dealer 


You  get  a  FULL  YEAR’S  ADVERTISING 
at  the  cost  of  a  SINGLE  INSERTION 


NEW 

195tt  Edition 
How  in  Work 

(to  be  published  in  November,  1953) 

If  You  Want  to  Sell  to 
This  Aggressive,  Profit¬ 
able,  Fast-Growing  Field 


The  Only 

Reference  Volume  in  these  two  big  fields  .  .  . 

Contains  complete  "HOW  TO"  SECTION  on  every  phase 
of  selling,  application,  advertising,  management  .  .  . 
ENCYCLOPEDIA  OF  AVAILABLE  DATA  .  .  .  BUYERS' 
GUIDE  .  .  . 


Used  365  Pays  a  year 

By  your  Best  Prospects 

WRITE  or  PHONE  TODAY  for  Complete  Market  Data  and  Advertising  Rates 

ROOFING,  SIDING  &  BUILDING  SPECIALTIES  MANUAL  •  425  Fourth  Ave.  •  N.Y.C.  16 

Phone  MU  3-6280 

AHiUaUd  with  AMERICAN  ROOFER  A  SIDING  CONTRACTOR:  and 
BUILDING  SPECIALTIES 


Selling  Homemakers 

I  (Contviued  from  Page  120) 

If  the  manufacturer,  distributor 
;  or  dealer  does  not  offer  a  product 
'  training  course,  a  salesman  must 
I  dig  up  the  information  for  himself. 
He  can  do  this  in  one  or  more  of 
the  following  ways, 

1.  Study  all  the  literature, 
brochures  and  information 
available  concerning  both 
his  product  and  his  com¬ 
petitor’s  products. 

{  2.  Spend  some  time  working 

with  an  experienced  sales¬ 
man  who  knows  the  pro¬ 
duct. 

3.  Work  with  the  installation 
crews. 

4.  Visit  jobs  in  progress. 

I  5.  Continuously  ask  questions 

I  concerning  the  product  as 

j  they  arise, 

j  6.  Visit  the  factory,  see  the 
product  being  manufac¬ 
tured  and  discuss  the  pro¬ 
duct  with  the  manufac¬ 
turer. 

j  It  is  amazing  how  a  salesman’s 
“pitch”  will  improve  with  in- 
increased  product  knowledge, 
although  he  is  not  called  on  to  use 
I  this  knowledge  during  his  pitch, 
i  His  voice  carries  conviction.  He  is 
:  confident  of  his  ability  to  answer 
1  any  question  that  confronts  him. 

The  prospect  feels  this  confidence. 

'  He  knows  the  salesman  is  an  expert 
'  and  not  talking  through  his  hat. 

Training  Course 

I  am  well  acquainted  with  a 
salesman  who  earned  his  living  for 
more  than  a  year  selling  jalousies. 
He  did  not  know  what  he  was  sell¬ 
ing,  nor  did  his  customers  know 
what  they  were  buying.  Yet  he 
made  a  fair  living  during  that  pe¬ 
riod.  Then,  for  a  half  day  day  for 
a  period  of  one  month,  this  sales¬ 
man  attended  a  training  course 
!  conducted  by  the  jalousie  manufac- 
I  turer.  E  .en  before  the  end  of  the 
j  course,  a  remarkable  change  could 

!  (Continued  on  Page  124) 
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METAL  BUILDINGS 
REFRIGERATORS 
APPLIANCES 
STORM  WINDOWS 
DRY  GLAZING^ 


Yardley  has  successfully  solved  the  problem 
of  permanently  sealing  outside  weather 
joints  on  panels,  corners  and  windows  of 
nationally-known  metal  houses  and  com¬ 
mercial  buildings. 

The  cross  section  here  shown  is  a  vinyl  dry 
glazing  especially  designed  for  use  in  alumi¬ 
num  primary  windows. 

If  you  use  gaskets  of  any  kind,  consult 
Yardley.  Our  engineers  have  perfected 
modern  production  techniques  that  can 
save  you  time  and  money  on  exactly  the 
right  strip  for  your  specific  needs. 

Depend  on  us  for  pin-point  accuracy  in 
design  and  tolerances  that  assures  con¬ 
sistent  uniformity.  We  extrude  and 
fabricate  any  thermo-plastic  material. 


Thun’s  an  axpariuntad  Yardlay 
npnsanlatin  naar  you,  Wa 
will  sand  him  promptly. 


;f  9  Q:  7- 


f  1  J)  ID 
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w 


ARDLEY 

PLASTIC  S'  CO. 

142  Parvonj  Ave.,  Columbus  15,  Ohio  AD.  9315 


EXCLUSIVE  TERRITORIES 


CUSTOM  ROLL 
FORMING 


STANDARD  SHAPES 
AVAILABLE 
IMMEDIATELY! 

All  standard  shapes  are  in- 
Tentory  items.  RUSH  ORDERS 
are  processed  TODAY. 


FIELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


com 

385  MIDLAND  AVE.  I 


paries 


DETROIT  3,  MICHIGAN 
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ALUMINUM  COMBINATION 
DOORS 

ALUMINUM  COMBINATION 
^  WINDOWS 

ALUMINUM  AWNINGS. 
DOOR  CANOPIES. 
PATIO  COVERS 


Here  is  an  all-season,  year  'round  money-making 
line  of  your  major  products  that  has  real  SELL 
in  it.  Tie  in  with  the  DUAL-VENT  LINE  and 
you  have 


•  Quality  Engineering 

•  Sellable  Appearance 

•  Economy 

•  Profits 

DUAL-VENT  AWNING  Bea  uty,  sturdiness 
and  simplicity  of  installation  mean  more  sales 
for  you.  There's  no  off-season  with  this  all-year 
line  of  awnings,  canopies,  patio  covers,  commer¬ 
cial  awnings.  Ten  most  popular  colors. 

DUAL-VENT  WINDOW  Everytfiing  you  want 
in  an  extruded  aluminum  window  .  .  .  triple¬ 
action,  double  track,  strong  and  rigid.  It  will 
meet  your  ond  your  customers'  every  requirement. 

DUAL-VENT  DOOR  Meets  the  highest  priced 
in  quality,  engineering,  appearance,  yet  you  can 
sell  it  to  meet  your  toughest  competition.  An 
expensive  door  at  rock  bottom  price. 


Here  ts 
Your 
Profit 
Line 

Don't  waste  your 
time  looking  fur¬ 
ther  —  you  can't 
beat  the  DUAL¬ 
VENT  LINE  for 
sales,  profits  and 
fast  delivery.  Bc- 
come  a  DUAL¬ 
VENT  Franchise 
Holder  today  and 
watch  your  business 
zoom. 

Exclusive  territories 
for  Dealers  and 
Distributors  if  you 
show  us  you  want 
to  do  a  real  volume. 
Inquire  about  our 
K.D.  Package  Plan. 


DUAl-VENT  DISTRIBUTING  CO. 

400  H  St .  N  E  PHONE  llncoln  3  3141  Waskinftoii  2.  0  C 

New  Y«pfc  —  Tl  4-9322 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  correctly?  Examine  the  wrapper, 
and  notify  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  42.5  Fourth  Ave.,  New  York  16,  N.  Y„  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  address,  and  allow  about  five  weeks  for  the  change. 


Selling  Homemakers 

(Covtinued  from  Page  122) 
be  seen  in  the  salesman.  His  sales 
began  to  increase.  There  was  less 
misunderstanding  on  the  jobs  he 
sold.  Now,  he  is  the  leading  jalou.sie 
salesman  in  his  city.  I  doubt  that 
he  knows  the  reason  why  his  sales 
proficiency  has  increased.  I  worked 
with  him  before  he  took  the  course, 
and  since,  and  I  know  the  reason. 
Now  he  knows  what  he  is  talking 
about.  Before,  he  tried  to  bluff  his 
w'ay. 

Before  you  go  out  and  try  to 
.sell,  KNOW  WHAT  YOU  ARE 
SELLING. 

Before  we  leave  the  subject  of 
product  knowledge,  let’s  list  a  few 
ways  tfot  to  use  product  knowledge. 

1.  Don’t  bore  prospects  with 
voluminous  technical  de¬ 
tails  which  they  don’t  un¬ 
derstand,  and  are  not  in- 
tere.sted  in. 

2.  Don’t  try  to  impress  your 
prospect  with  your  supe¬ 
rior  knowledge. 

8.  Don’t  use  your  product 
knowledge  as  a  basis  to 
argue  dowm  your  customer. 

4.  Don’t  u.se  it  at  points  in 
your  “pitch”  where  emo¬ 
tional  appeals  are  more 
effective. 

Knowledge  of  company  policies 
and  pricing  fall  into  the  same  im¬ 
portant  catagory  of  product  knowl¬ 
edge  in  your  selling  picture. 

Company  Policies 

Not  only  is  it  embarrassing  to  a 
salesman  to  find  that  his  company 
will  not  back  him  up  in  promises 
to  the  customer,  but  it  usually  re¬ 
sults  in  a  lost  sale.  Be  certain  that 
you  fully  understand  your  company 
policies  concerning  terms,  allow¬ 
ances,  delivery  and  installation 
dates,  sale  inducements,  etc. . . .  Not 
only  is  it  important  that  you  know 
w'hat  you  are  selling,  but  you  should 
know’  how  your  company  wants  it 
sold. 

Be  certain  that  your  customers 
fully  understand  your  company’s 

{Continued  on  Page  128) 
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A  new  business  opporlunily  for  sound-thinking  businessmen 


A  prestige  and  money-making  opportunity  with 
‘Orange'  products  Screen  Department  of  The  Eagle- 
Picher  Company  is  available  for  you.  Here  is  a  brand 
new  proposition  —  one  that  has  never  occurred  before 
and  will  probably  never  occur  again. 


It’s  a  chance  to  get  an  exclusive  franchise  on  nation¬ 
ally  advertised  products  that  are  unexcelled  in  quality 
and  made  by  one  of  the  oldest  and  most  reliable  com¬ 
panies  serving  America  since  1843. 


Complete  line  of  aluminum  com¬ 
bination  storm  and  screen  win¬ 
dows  for  Double-Hung,  Casement 
and  Picture  Windows. 


We  have  spent  five  years  planning  this  new  expansion 
to  assure  its  success.  We  have  also  waited  until  the 
aluminum  shortage  was  relieved  so  that  we  could  back 
our  dealers  and  distributors  with  a  sufficient  supply 
of  windows  and  doors. 


If  you  are  looking  for  a  good  profit  with  one  of  the 
country’s  leading  manufacturers,  clip  out  the  coupon 
below’  and  send  it  today. 


SCREEN  DEPARTMENT 


The  fastest  selling  storm  and 
screen  door  on  the  market  today 
available  in  finished  or  K-D 
form,  popularly  priced. 


The  Eagle-Picher  Company 
Cincinnati  (1),  Ohio 


The 

The  Eagle-^cner 
Cincinnati  (1)  • 
Gentlemen: 

1  am  intereamd  m  d 


Picher  Compan> 


Name..-- 
Firm  ■■■ 
Business 
Address . 

City- •• 


State 


Zone 


ujithin  a 


I  ujill  hear 


understood 
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OUT  OF  NEW  ENGLAND 

COMES  A  COMPLETE  ACROSS  THE  BOARD 

ALUMINUM  LINE  « nsf 

WEATHERKING 

TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 

SOME  KD  AREAS  STILL  AVAILABLE. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYMAN  STREET,  PROVIDENCE  3,  R.  I.  DEXTER  1-4424 


I  5  Million  New  Home 
Owners  In  Post  5  Years 

The  Federal  Reserve  Board  said 
I  recently  the  nation’s  non -farm 
I  home  owners  increased  by  5,000- 
i  000  in  the  past  five  years,  with  de¬ 
mand  for  houses  still  apparently 
j  strong. 

j  Meanwhile,  the  board  said,  the 
i  number  of  families  renting  homes 
I  increased  by  2,000,000. 

Early  this  year,  when  a  survey 
of  housing  was  made  as  a  part  of 
I  a  study  of  consumer  purchases  and 
j  intentions,  more  people  than  in  two 
I  previous  annual  surveys  said  they 
i  planned  home  purchases  this  year, 

■  the  board  reported.  Also,  more  con¬ 
sumers  said  they  intended  to  make 
major  home  repairs  or  additions, 
j  The  study  of  consumer  housing 
;  was  made  in  collaboration  with  the 
,  survey  research  center  of  the  Uni- 
j  versity  of  Michigan, 
i  Other  highlights  of  the  study : 

I  The  North  Central  states  make 
I  up  the  “home-owningest”  section 
(Continued  on  Page  128) 


AN  UNUSUAL  PROFIT  OPPORTUNITY 

FOR  QUALIFIED  APPLICANTS 
WHO  ACT  QUICKLY! 


LICENSED  SUB-MANUFACTURING  UNITS 
FROM  COAST  TO  COAST 


in  the  following  cities: 


Hollis.  Long  Island,  N.  Y. 
Orange.  N.  J. 
Philadelphia,  Pa. 
Boyertown,  Pa. 

No.  Agawam,  Mass. 
Hsintington,  W.  Va. 
Clarksburg,  W.  Va. 
Chorleston,  S.  C. 
Cleveland,  Ohio 


Lima,  Ohio 
Ft.  Wayne,  Ind. 
Racine,  Wis. 
Manitowoc,  Wis. 
Topeka,  Kans. 

Tulsa,  Okla. 

Costa  Mesa,  Calif. 
Tilbury,  Ontario,  Can. 


Other  territories  in  key  markets  now 
open  for  additional  units  under  current 
expansion  program.  Write  at  once  for 
complete  particulars  on  unusual  profit 
opportunities. 


METAL  TILE  PRODUCTS,  Inc.  Dept.  907,  Hastings,  Mich. 

I  am  interested  in  sub-monufacturing  program  □  distributorship  □ 
dealership  □ 

NAME  . ; . 

ADDRESS  . .'.... 

CITY  .  STATE . 


Whether  it's  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 

CALBAR  PAINT  A  VARNISH  CO. 

Manufacturers  of  Technical  Products 
2612-26  N.  Martha  St.  •  Phila.  25,  Pa. 
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m/KORf  SALES/ 


Your  Best  Profit  Combination 


WRITE -WIRE 
PHONE 

Youngstown,  Ohio 
Sweetbrior 

9-9765 

For  Additional 
Information 


AMERICA'S  FINEST 
TROUBLE-FREE,  EXTRUDED 
ALUMINUM,  SELF-STORING 
COMBINATION  WINDOW 


PERMA-SEAL 

Aluminum  Combination 

WINDOWS 


STANDARD  24x24  SIZE 


Shipped  Knocked  Dow 


metal  only 


A  TOeatAefi-TVUc  ALUMINUM  PRODUCT  FOR  EVERY  PURSE 
AND  PURPOSE -PROFIT  BY  SELLING  THE  COMPLETE  LINE 


DELUXE  ALUMINUM 
COMBINATION  WINDOW 


Rigidly  constructed  of  finest  qualify, 
estruded  architectural  aluminum  — 
traatcd  for  esfra  hardness.  Built  to 
fit  and  to  allow  for  sagging  or 
change  of  shepe  of  primary  framts. 
Flush,  self-storing  type  installation. 


KfeatAt/i-TViie 
ALUMINUM  CASEMENT 
STORM  SASH 

Heavy,  all  extruded,  enodizcd,  satin-finish 
aluminum  framt  that  is  permanantly  attachad 
with  sturdy  pin-type  hinge.  Eech  unit  equipped 
with  Duo-Lock — en  exclusive  feature  that  make* 
it  absolutely  foolproof. 
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The  P.le„led* 


Self-Adjusting  Expander  Section 


for  the  bottom  of  all  aluminum 
and  all  wood  combination 
doors. 

•  NotKing  mechanical  to  go  out  of 
order.  The  harder  it  blows  the 
tighter  it  fits. 

•  Type  A  is  adaptable  to  all  alumi¬ 
num  doors  of  t/g"  dimension,  using 
an  internal  or  telescoping  type  ex¬ 
pander. 

•  Type  B  is  adaptable  to  oil  other 
doors  of  alum<n'.'m,  regardless  of 
dimensions,  that  have  no  expander 
and  use  a  rain  cap  on  the  bottom. 
It  is  also  applicable  to  all  wood 
combinotion  doors. 


Type  B 


Type  A 

-  U.  S.  Pit.  No.  2.6I2.6M. 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  U”  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 


Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  SU  Richmond  Hill  19,  Queens,  N.  Y. 


5  Million  New  Homes 

iConthiued  from  Page  126) 

of  the  country.  There,  64  pier  cent 
of  persons  interviewed  said  they 
owned  their  own  homes.  The  West 
rated  next,  with  57  per  cent  of 
families  interviewed  owning  their 
homes.  Then  came  the  South,  with 
50  per  cent,  followed  by  the  North¬ 
east,  with  44  per  cent. 

The  board  said  the  highly  urban 
character  of  the  Northeast  ac¬ 
counted  for  its  last  place  home¬ 
owning  rate,  because  the  tendency 
in  large  cities  to  live  in  apartments 
cuts  down  on  home  buying. 

The  average  value  of  owner-oc- ' 
copied  homes  increased  from  $9,100 
in  1949  to  $10,700  early  this  year. 
The  average  mortgage  went  up 
from  $3,700  to  $4,500.  The  propior- 
tion  of  homes  valued  at  $12,500  or 
more  w^as  2  in  10  in  1949  and  3  in 
10  early  this  year.  About  half  the 
homes  in  metropolitan  areas  were 
valued  at  $12,500  or  more  early  this 
year,  as  against  only  one  sixth  of 
country  homes  valued  that  high  or 
I  higher. 

Average  rent  payments  in  early 
1953  came  to  14  per  cent  of  the 
average  income  of  the  renters,  com¬ 
pared  with  12  per  cent  five  years 
earlier.  The  average  rent  went  up 
from  $33  to  $47. 


Selling  Homeowners 

(Continued  from  Page  124) 

policy  and  that  your  company  fully 
understands  the  agreements  you 
make  with  the  customers.  The  best 
way  to  make  this  clear  to  both 
parties  is  to  go  into  written  de¬ 
tails  in  your  contract  or  order.  A 
little  time  and  trouble  at  this  pioint 
may  save  a  great  deal  of  time  and 
I  trouble  later. 

*  Tw’o  of  the  be.st  ways  I  know  to 
j  lose  a  sale  are: 

i  1.  Build  a  prospect’s  interest 

I  and  desire  to  a  high  point 

'  and  then  tell  him  you  will 

have  to  give  him  a  price  at 
;  a  later  date. 

I  (Continued  on  Page  132) 
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The  Name  of . 

Champion .... 

Is  Your  Protection 

First .  .  . 

*  Triple-Track  Window 

*  Designed  in  New  England 
^Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 


Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  .  .  .  hut  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

sPlICITY 


Always  ...  ask  for  the  "BENART”  Tri-Plicity 
(the  champion  of  the  triple-track  windows)  and  be 
assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


■‘'-URMANCf 


CHAMPION  WINDOHS,  INC. 

•21  E.  First  Street  South  Boston,  Mess. 

SO  S-SS42 


A  Customer  Is  a  Satisfied  Customer 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 
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EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
IMMEDIATE  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIAIISTS  IN 

GLAZING  STRIPS.  CHANNELS 
WEATHERSTRIPPING 
CROSS  SECTIONS 


INDUSTRIAL 

PLASTICS  CORPORATION 

ELKHART.  INDIANA 
Phone:  2-9778 


AMAZING! 


ALUMINUM 

LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Mokes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 


See  for  yourself  what  an  amazing 
product  TRACK-EZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.00  today  for 
introductory  tube  ef 
TRACK-EZE. 

SILVER'S 

Standard  Equipment  Co 
National  Distributors 

*  1 308  Western  Ave. 

South  Bend  19.  Ind. 


i  $1  Billion  Worth  of  Goods  Sold 
I  Yearly  by  Door-to-Door  Salesmen 


Housewive.s  too  busy  to  .saunter 
I  out  to  the  stores  are  making  cash 
!  registers  of  companies  who  sell 
merchandise  from  door  to  door 
ring  merrily  to  the  tune  of  $1,000- 
000,000  a  year.  Recently  Edward 
L.  Sard,  executive  director  of  the 
:  National  Association  of  House  to 
Hou.se  Installment  Companies  re¬ 
ported  more  and  more  manufac¬ 
turers  are  turning  out  products 
j  designed  especially  and  exclusively 
for  house-to-house  .selling. 

1 

I  Range  of  Items 

These  items,  according  to  Mr. 
Sard,  cannot  be  found  in  retail 
stores.  His  organization  has  more 
than  600  members,  comprising 
leading  house-to-house  retailers 
and  manufacturers  who  supply 
them. 

1  The  special  items  range  from 
apparel  to  make  milady  charming 
!  to  small  household  appliances. 
Sometimes  a  busy  mother  can  buy 
a  dress  and  steam  iron  in  one  day 
without  ever  interrupting  her  bak¬ 
ing  of  a  tempting  chocolate  layer 
cake. 

Goods  thrust  under  the  nose  of 
the  harried  housewife  has  been  ex¬ 
panded  quite  a  bit  since  the  old 
house-to-house  pot  and  pan  stand¬ 
bys  of  several  years  ago.  A  deep 
fat  fryer,  Mr.  Sard  .said,  currently 
I  is  selling  like  hot  cakes. 

Many  manufacturers  of  small 
appliances,  particularly  steam 
irons,  make  special  deluxe  models 
for  door-to-door  selling  only,  he 
pointed  out.  These  producers,  ac¬ 
cording  to  Mr.  Sard,  cannot  keep 
up  with  deliveries  to  house-to-house 
retailers.  Automatic  toasters  and 
I  mixers  sell  well  too. 

I  Mr.  Sard  said  i.bout  a  dozen  of 
j  the  largest  potteries  in  the  country 
'  use  decals  for  house-to-house  Items 
that  are  not  used  in  dinnerware 


patterns  run  off  for  retail  stores. 
If  a  wife  and  mother  has  an  artis¬ 
tic  bent,  a  debonair  house  to  house 
salesman  will  supply  her  with  im¬ 
ported  hand  painted  original  oil 
work.s. 

Quality  Good 

Mr.  Sard  emphasized  the  modern 
house-to-house  salesmen,  although 
hawking  a  much  greater  variety  of 
mercliandise  than  predecessors  of 
a  few  years  ago,  have  not  given  up 
pots  and  pans.  Most  top  waterless 
aluminum  cookware  manufac¬ 
turers,  he  reported,  put  out  a  spe¬ 
cial  line  sold  only  from  door-to- 
door. 

The  quality  of  goods  made  up 
for  door-to-door  sales  must  be  good, 
according  to  Mr.  Sard.  He  said 
most  purchasers  buy  on  time  and 
take  as  much  as  forty  weeks  to  pay. 
If  the  housewife  is  not  pleased  by 
the  products’s  appearance  or  dur¬ 
ability,  he  added,  she  simply  re¬ 
turns  it  long  before  the  final  pay¬ 
ment  is  made. 

Mr.  Sard  took  issue  with  execu¬ 
tives  of  retail  stores  who  claim 
that  house-to-house  selling  dam¬ 
ages  their  business. 

Helps  Retailers 

“They  are  100  per  cent  wrong,’’ 
he  said.  “House-to-house  selling 
actually  helps  stores  because  they 
create  demand  for  new  products. 
House  -  to  -  house  sellers  pioneered 
the  women’s  combination  skirt  and 
blouse  that  has  been  selling  like 
mad  in  stores  for  the  last  six 
months.’’ 

Retail  store  executives  are  com¬ 
ing  to  accept  house-to-house  sell¬ 
ing  as  permanent  competition  al¬ 
though  many  speak  bitterly  about 
former  malpractices  that  have  now’ 
been  eliminated. 
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SENSATIONAL  NEW 
DEALER  SALES  PLAN 


Builds  Million  Dollar  Window 
Volume  in  Less  than  a  Year 


You  will  wonder  and  wonder  at  this  amazing  low  price  —  but  you  will  never 
guess  the  sensational  story  behind  it  —  nor  the  tremendous  sales  possibilities. 
COMBO  is  more  than  a  window  —  it  is  a  revolutionary  selling  plan.  As  one 
dealer  put  it,  “It’s  like  being  handed  a  million  dollar  volume  on  a  silver 
platter.”  This  dealer  is  already  hitting  a  million  in  9  months  —  triple  his 
best  year. 


WHAT  IS  COMBO  SPECIAL? 

Combo  Special  is  an  all-aluminum  combination  Sasb  &  Screen  unit,  especially 
designed  and  mass  produced  to  sell  at  the  world’s  lowest  price.  It  is  shipped 
to  you  completely  assembled  and  is  easily  installed.  Thrifty  is  a  manufacturer 
of  long  standing.  Besides  the  Combo  Special  we  manufacture  the  finest 
3  Track  Aluminum  Storm  Windows  and  Doors  in  America.  We  also  make  a 
Three  Way  Window,  nationally  famous  for  the  quality  of  its  construction  and 
ease  of  operation.  We  offer  advanced  engineering,  highly  skilled  craftsman¬ 
ship  —  all  the  selling  features  that  give  customer  satisfaction.  The  Thrifty 
Line  enables  you  to  meet  and  please  the  quality  trade  as  well  as  the  price 
trade  —  and  attract  the  biggest  possible  volume  in  your  area. 


WHAT  IT  TAKES  TO  BUILD  VOLUME 

This  sensational  dealer  plan  doesn’t  merely  promise  success  —  it  guarantees 
you  success.  It  guarantees  you  live  leads  in  quantity.  It  guarantees  you  the 
highest  percentage  of  closings.  It  guarantees  to  help  you  dominate  and  outsell 
competition  —  in  both  the  price  and  the  quality  class. 

FEW  SELECT  DEALERSHIPS 


This  is  an  invitation  to  a  few  ambitious  and  aggressive  dealers  interested  in 
doing  volume  and  making  more  money  —  REAL  MONEY  —  TODAY  —  instead 
of  waiting  for  the  proverbial  tomorrow.  Get  in  touch  with  us  at  once.  See  the 
COMBO  SPECIAL  for  yourself.  Get  the  whole  story.  Don’t  delay  —  pick  up 
the  phone  and  tell  us  when  you  can  come.  Get  the  facts  first  hand  and  judge 
for  yourself.  No  obligation.  We  have  room  for  only  a  few  dealerships  —  and 
prompt  action  is  imperative. 


Combo  Special 

ALUMINUM 

STORM  WINDOW 


COMPLETELY 

ASSEMBLED 


PHONE  OR  WIRE  GARFIELD  3-3500 


THRIFTY  PRODUCTS,  MNFG.  CO. 

'  I  '  ' 


3300  FRANKFORD  AVE.  PHILADELPHIA.  PA. 
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I 


now  in^roductipn 


dynamic  innovation  in  3  track  design 


the  new  Andrea  TH-Trac 


.  .  .  incorporates  the  most  advanced  engineering 
features  in  aluminum  storm  window  design  .  .  . 
at  the  lowest  price  in  the  field! 

*  Inserts  slide  on  roller  bearings  *  No  springs,  external  clips  ar  gimmicks 
af  any  kind  *  Completely  concealed  handles  *  100%  extruded  aluminum 

*  welded  corners  *  Non-removable  tracks  *  Custom-made  to  specification 
requirements  *  Installed  effortlessly  on  .  .  .  Overlap  Western  Type  apen- 
ings.  Blind  Stop  and  Overlap  Eastern  openings. 

Available  under  Andrea's  Unique  Prefabrication  K.  D.  Plan  or  Assembled, 
write,  wire,  phone  for  full  details. 


183  Horton  Avenue  •  Lynbrook,  L.  I.,  N.  Y. 

Telephone:  LYnbrook  3-8668 


added 


with  this  new  revolutionary  aluminum  cleaner-polish 


e  made  specifically  for  aluminum 
e  sold  exclusively  by  aluminum  dealers 


Here  is  an  aluminum  cleaner-polish 
that  will  leave  a  bright,  long  last¬ 
ing  finish  on  old  or  new  alumi¬ 
num.  Many  letters  from  deal¬ 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing 
product  today  .  .  .  and 
see  your  “extra  -  sales” 
profits  soar  with  every 
sale! 


Retail  price  for  8  oz.  package 
$1.00.  40%  discount  to  deal¬ 
ers  on  case  lots  (24).  Sample 
75c;  also  available  in  gallons 
at  $2.75  net. 


PROTECTALUM,  I 

1 1 0  CENTER  STREET  NEW  MILFORD,  N.  J. 
Oradell  8-6196 


I  Selling  Homeowners 

(Continued  from  Page  128) 

2.  Give  him  a  price  that  is  too 
low  and  have  to  revise  the 
price  to  a  higher  figure. 

If  the  pricing  of  your  jobs  is  so 
I  complicated  that  it  takes  an  esti¬ 
mator  to  figure  the  price,  be  sure 
that  you  save  enough  sales  ammu¬ 
nition  to  create  desire  when  you 
return  with  the  price.  Hold  back 
some  of  your  sales  presentation  and 
!  demonstrations  and  work  them  into 
I  a  new  “pitch”  before  you  tell  the 
1  price. 

If  you  are  not  sure  of  the  price 
of  a  job,  don’t  give  a  quotation.  If 
the  price  is  too  low,  your  company 
will  probably  refuse  the  job.  If  it 
is  too  high,  the  prospect  will  prob- 
I  ably  refuse  to  buy. 

!  Pricing  of  most  home  improve- 
i  ments  is  comparatively  simple  and 
i  the  salesman  with  average  intelli¬ 
gence  can  easily  master  the  mathe- 
;  matics  necessary  to  figure  a  job. 

;  Familiarity  with  the  price  list  and 
;  a  careful  check  of  figures  before 
j  quoting  a  price  will  prevent  costly 
I  mistakes  in  pricing. 

!  Every  salesman,  at  one  time  or 
j  another,  has  stumbled  through  an 
!  interview,  tripped  over  technical 
}  objections  and  fell  “flat  on  his 
j  face.”  In  nine  cases  out  of  ten  this 
;  is  the  result  of  either  poor  product 
!  knowledge,  ignorance  of  company 
'  policy  or  inability  to  give  a  firm 
j  and  proper  price.  To  overcome  the 
I  stumble,  trip  and  fall  of  home 
!  improvement  selling,  you  must 
KNOW  YOUR  PRODUCT,  KNOW 
YOUR  COMPANY’S  SALES 
POLICIES,  and  KNOW  HOW  TO 
PRICE  YOUR  JOBS. 

I 

B.  S.  Reporter 

(Continued  from  Page  67) 

Panelyte  Division’s  exhibit  at  the 
1  1953  ,Homefurnishings  Show.  A 
:  living  room,. kitchen  and  bathroom 
make  up  the  exhibit  which  includes 
j  a  wall  exhibit  featuring  back¬ 
lighted  Dodachromes  showing  ac- 


OCTOBER  1953  BUILDING  SPECIALTIES 


132 


tual  installations  of  Panelyte  in 
the  home. 

In  the  living  room,  Panelyte  is 
used  on  the  American  Furniture 
Company’s  new  black  and  white 
Silhouette  line.  The  Marl  white 
tops  of  the  furniture  are  Panelyte. 
Panelyte  is  also  used  for  the  tele¬ 
vision  cabinet  as  well  as  for  the 
top  of  the  rattan  folding  card 
table. 

The  modern  kitchen,  finished  in 
light  blue,  uses  the  exclusive  black 
“Myth”  Panelyte  pattern  for  sink 
and  counter  tops,  and  high  splash¬ 
boards.  These  splashboards  are 
carried  up  to  the  base  of  the  wall 
cabinets.  Panelyte’s  durable  heat 
and  stain  resistant  surface  makes 
it  an  ideal  kitchen  work  surface. 
The  new,  heavier,  1/10-inch  Pan¬ 
elyte  can  easily  be  installed  by  “do- 
it-yourself”  home-owners.  Availa¬ 
ble  in  a  wide  range  of  patterns  and 
colors,  it  can  be  installed  with  the 
use  of  a  few  basic  tools.  Panelyte 
is  available  in  both  the  1/ 16-inch 
and  1/10-inch  thicknesses. 

Panelyte  wall  panels  are  used 
for  the  tub  enclosure  in  the  bath¬ 
room.  The  vanity  table  top  and 
the  facing  of  the  towel  cupboard 
are  also  of  Panelyte. 

*  *  * 


Comilux  Installs  New 
Automatic  Equipment 

New  automatic  equipment  for 
the  manufacture  of  fiber  glass  re¬ 
inforced  translucent  plastic  panels, 
engineered  especially  for  the  Cor- 
rulux  Division  of  Libbey-Owens- 
Ford  Glass  Company,  is  now  being 
delivered  to  the  factory  here,  it 
was  announced  today  by  Joseph 
S.  Finger,  division  president. 

The  announcement  that  auto¬ 
matic  production  methods  have 
been  developed  for  the  making  of 
Corrulux  is  the  tip-off  that  many 
tough  technological  problems  en¬ 
countered  in  the  five  years  since 
this  plant  began  its  operation  in 
Houston  have  been  solved,  and  the 
division  is  stepping  into  a  new 
productive  era. 

{Continued  07i  Page  134) 


Prices 


in  effect 


October  15 

☆ 

Use  the  Coupon  to 
Get  Our  Free  Catalog 


DEC-O-GRILLES, 


502  Park  Place,  Long  Beach,  N.  Y. 
Long  Beach  6-1644 

Inc,  Please  RUSH  Your  Free  Catalog 


NAME  .... 
COMPANY 
ADDRESS  . 
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STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


1  Will  Not  Rust 

No  Thread  Stripping 
I  Heads  Won't  Snap  Off 
Low  In  Cost 

j  Economical  to  Use  •  Attractive 
j  in  Appearance  •  Foolproof 

J  Immediate  Delirery  Without  Priorities 


Ixpressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mod*  of  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Special  heot  treatment  insures  toujihness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breokage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameten  4-^-10 
and  12  and  in  lengths  Vi'f  H"  o*4 

Made  to  your  order  in  other  sixes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


^  Industrial  Steels,  Inc. 


Z30  Bent  St 


Tfletvpf 

t  A  M  H  I  I )  ( :  f  ^-1 


VINYL 

Oft 


EXTRUSIONS 


ftOLYiTHYlINf  AS  YOU  WANT  THEM  .  .  .  WHEN  YOU  WANT  THEM 


Vinyl  or  polyethylene  extrusions  —  properly  designed,  properly  com¬ 
pounded  and  properly  extruded  —  can  give  you  better  products  at  lower 
cost.  Conneaut  specializes  in  high  quality,  custom  extrusions.  Conneaut 
offers  a  triple  custom  service  to  handle  all  phases  of  any  extrusion  problem. 


CUSTOM  ENGINEERING 

Conneaut’s  engineers 
are  thoroughly  experi¬ 
enced  in  the  design  of 
vinyl  or  ptolyethylene 
extruded  parts  to  meet 
the  most  exacting  speci¬ 
fications — the  toughest 
job  requirements.  They 
know  extrusions — how 
to  use  them,  where  to 
use  them,  and  why  to 
use  them. 


CUSTOM  COMPOUNDING 

Conneaut’s  compound¬ 
ers  are  fully  qualified, 
organic  chemists.  They 
are  specialists  in  getting 
the  most  out  of  vinyl  or 
polyethylene — in  devel¬ 
oping  exactly  the  right 
compound  for  maxi¬ 
mum  service  under  vir¬ 
tually  any  conditions. 


CUSTOM  EXTRUDING 

Conneaut’s  modern 
plant  is  geared  to  the 
efficient  production  of 
"close  tolerance’’  extru¬ 
sions.  The  equipment  is 
up-to-date.  The  opera¬ 
tors  are  fully  experi¬ 
enced.  Together,  they 
give  you  just  the  prod¬ 
uct  you  want  —  when 
you  want  it  —  right  on 
schedule. 


Write,  today,  for  more  information!  dept.  B  ta  d 


CONNEAUT  RUBBER  &'PLASTIC5  COMPANY 

AKRON  9,  OHIO 


I 


B.  S.  Reporter 

{Continued  from  Page  133) 

Mr.  Finger  said  that  the  revolu¬ 
tionary  methods  had  been  achieved 
by  factory  know-how  and  experi¬ 
ence,  the  loyal  cooperation  of  a 
great  technological  team,  and 
plenty  of  capital  investment.  New 
automatic  methods  will  not  only 
assure  increased  factory  output 
but  also  will  improve  quality,  he 
said. 

“Like  any  new  industry,  the 
manufacture  of  fiber  glass-rein¬ 
forced  plastic  panels,  which  are 
filling  an  important  construction 
need  today,  required  the  organiza¬ 
tion  of  experienced  technological 
and  engineering  talent,  the  invest¬ 
ment  of  adequate  capital  and  the 
development  of  sources  of  supply 
for  high  quality  constituent  ma¬ 
terials,”  said  Mr.  Finger. 

*  *  * 

Green  Appointed  Mgr. 

By  Viking 

Frank  Gibbons,  General  Sales 
Manager  of  the  Viking  Air  Con¬ 
ditioning  Corporation,  Cleveland, 
Ohio,  has  announced  the  promotion 
of  Jack  Green  to  the  newly  created 
post  of  Manager  of  the  Wholesale 
Division. 

In  line  with  Viking’s  expanded 
sales  and  production  program  this 
new  Division  will  give  enlarged 
service  to  heating  equipment  dis¬ 
tributors.  Mr.  Green  will  be  in 
charge  of  heating  wholesaler  sales 
of  Viking  blower  packages,  humi¬ 
difiers,  window  and  attic  fans, 
window  air  conditioners  and  de¬ 
humidifiers. 

4c  Hi  I|< 

FHA  Mortgages  On 
Trade-Ins  Made  Easier 

To  encourage  more  extensive 
reconditioning  of  trade-in  houses 
FHA  Commissioner  Guy  T.  O. 
Hollyday  announced  today  that  the 
FHA  insured  mortgage  plan  has 
been  liberalized  to  assist  in  financ¬ 
ing  repairs  to  older  houses  as  well 
as  refinancing  the  existing  mort¬ 
gage  on  them. 
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The  more  liberal  provisions  will 
make  it  possible  for  builders  to  do 
a  more  economic  job  on  trade-in 
houses  and  this  action  was  taken 
by  the  FHA  as  a  result  of  the  ex¬ 
periments  that  have  been  carried 
on  in  connection  with  the  trade-in 
house  program. 

Analyses  of  trade-in  house  deals 
have  shown  that  it  pays  to  do  a 
thorough  reconditioning  job  on  the 
old  dwelling  rather  than  just  tak¬ 
ing  care  of  the  bare  necessities. 
When  the  trade-in  house  is  put  as 
nearly  as  possible  in  a  new  house 
condition  the  economic  value  is 
increased.  This  increase  may  well 
be  over  and  above  the  actual  cost 
of  the  repairs  and  modernization. 
In  addition  to  increased  value  and 
improved  livability  the  life  of  the 
dwelling  is  extended  and  the  char¬ 
acter  of  the  neighborhood  im¬ 
proved. 

Under  FHA’s  new  ruling  the 
builder  taking  in  an  old  house  as 
a  trade-in  on  a  new  home  may  get 
a  firm  commitment  from  the  FHA 
to  insure  80%  of  the  first  $7,000 
of  value  plus  60%  of  the  balance 
of  the  valuation.  The  total  mort¬ 
gage  amount  may  not  exceed 
$10,400  and  is  further  limited  to 
the  amount  of  the  existing  mort¬ 
gage  plus  the  cost  of  the  proposed 
repairs,  minus  any  cash  received 
by  the  builder  in  the  trade  -  in 
transaction. 


Alcoa  Dedicates  First 
Aluminum  Skyscraper 

America’s  first  aluminum  sky¬ 
scraper  —  the  410  foot  Alcoa 
Building  in  the  heart  of  Pitts¬ 
burgh’s  Golden  Triangle  —  was 
dedicated  recently,  marking  com-  building  innovations  than  any  heated  and  cooled  from  aluminum 
pletion  of  the  lightest  building  for  other  structure  of  modern  times,  ceilings.  All  electrical  wiring  and 
its  size  ever  built.  Twenty-five  Its  exterior  walls  are  sheated  with  most  of  the  plumbing  is  aluminum, 
floors  of  the  ultra-modern,  30-story  hundreds  of  6'  by  12"  aluminum  as  are  lighting  fixtures,  elevator 
structure  are  now  occupied  by  Alu-  panels.  cabs,  partition  framing  and  many 

minum  Company  of  America;  the  Its  aluminum  windows — rough-  thousands  of  pounds  of  interior 
balance  has  been  rented  to  tenants,  ly  four  feet  square  —  are  revers-  trim. 

More  than  7,500  specially-in-  able  for  cleaning  from  inside  the  The  Alcoa  Building’s  4V-i  story 
vited  Pittsburgh  guests  of  Alcoa’s  building;  weather  is  kept  out  by  glass  and  aluminum  entrance  — 
management  will  tour  the  Alcoa  means  of  an  inflatable  rubber  tube  .separated  from  the  sheer,  410-foot 
Building  in  the  next  three  days.  recessed  in  the  window’s  alumi-  tower — is  built  from  the  top  down. 

Begun  in  May,  1950,  the  Alcoa  num  frame.  Completely  air-con-  Framing  members  are  suspended 
Building  can  rightly  claim  more  ditioned,  the  buildings’  offices  are  {Continued  on  Page  136) 


DON’T  OVERLOOK  THE 

ASBESTOS-SIDED  HOUSE 

...THERE'S  HONEY  IN  II  FOR  YOU! 


THo 


that  makes 

old  WEATH' 

ER'BEATEN 

asbestos 

SHINGLES 

beautiful 

again 


NO  INVESTMENT 
IN  EQUIPMENT 
BRUSH  APPLICATOR 
EXCEPTIONAL 
PROFIT  STRUCTURE 

)EWATEX  MFC.  CORP. 

424  W.  42nd  Street 
New  York  36.  N.  Y. 

LO  3-6527 


Your  customers  will  be  grateful  to  you  for  mak¬ 
ing  Shingh-Seal  available  to  them.  For  Shingle¬ 
s'  restores  original  pride  in  a  Iseautiful  home 
as  it  brings  bock  the  protection  and  charm 
they  enjoy^  in  asbestos  siding.  Don't  overlook 
this  vast  market  .  .  .  look  into  it  today  and 
start  making  money  tomorrow! 


DEWATEX  MFC.  CORP. 

424  West  42nd  St.,  N.  Y.  C. 

Please  send  information  on  SHINGLE-SEAL. 


Type  of  Operation 
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DISTRIBUTORS 

DEALERS 

Don’t  pass  up  profitable  custom 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Extruded  Aluminum 
Screens,  makin;^  it  possible  for  you 
to  furnish  screens  regardless  of 
unusual  conditions. 


! — r 

\  • 


Example:  Extruded  Alum.  Wicket 
Screens  for  Pre-war  Simplex  Case¬ 
ments,  Projected  Sash,  etc. 

STEEL  WINDOW  PRODUaS  CO. 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  Y. 
FReeport  9-3401 


WANTED 


DEALERS  & 
DISTRIBUTORS 


This  is  Americo's  finest  porch,  breezeway 
ond  pafio  enclosure. 

We  hove  choice  soles  areos  still  open  for 
the  high  caliber  man  or  firm  who  wants  to 
represent,  sell  and  make  good  money  with  a 
tremendous  product.  Now  nationally  adver¬ 
tised. 


Self  Storing  Window  Co.,  Inc. 

S901  Wayzata  Blvd.  Dept.  B 
Minneapolis,  Minnesota 

I'm  interested  in  becoming  a  dealer  or  dis¬ 
tributor. 

NAME  . 

ADDRESS  . 

CITY  &  STATE . 


B.  S.  Reporter 

(Continued  from  Page  135) 

from  two  huge  cantilever  beams 
which  jut  out  at  the  fifth  floor 
level.  A  rooftop  aluminum  cooling 
tower  —  largest  of  its  type  ever 
constructed  —  cools  conductor 
water  for  refrigeration  equipment 
w'hich  air  conditions  the  building. 
Building  designers  have  used  sev¬ 
eral  types  of  marble  to  comple¬ 
ment  major  uses  of  aluminum  in¬ 
side  the  building.  Executive  offices, 
rooftop  boardroom  suite,  reception 
foyers  on  most  floors  and  many  ad¬ 
ministrative  offices  have  been  cus¬ 
tom  furnished  in  the  most  modern 
contemporary  skyline. 

Designed  by  Harrison  &  Abra- 
movitz.  New  York,  the  Alcoa 
Building  was  constructed  by  the 
George  A.  Fuller  Company,  New 
York  and  Pittsburgh.  Two  Pitts¬ 
burgh  architectural  firms  —  Mit¬ 
chell  &  Ritchey  and  Altenhof  & 
Brown — assisted  in  its  design. 

*  A  * 

American  Methods  Better 
Than  European,  Says  Silvers 

Charles  Silvers,  President  of 
Adams  Engineering  Company, 
Inc.,  Miami,  Fla.,  manufacturers 
of  ABC  jalousie  windows,  has  just 
returned  from  a  three  month’s 
motor  tour  of  Europe.  He  was  ac¬ 
companied  by  his  wife  and  two 
children. 

“In  so  far  as  European  produc¬ 
tion  methods  and  techniques  are 
concerned,”  states  Mr.  Silvers,  “I 
have  to  admit  that  there  is  abso¬ 
lutely  no  comparison.  We,  in  this 
country,  are  so  far  ahead  of  the 
Europeans,  in  every  way,  that 
comparison  would  be  ludicrous.” 

«  A  * 

M.  V.  Coffey  Appointed  By 
Asbestos-Cement  Prod.  Assn. 

Martin  V.  Coffey,  General  Sales 
Manager,  The  Philip  Carey  Mfg. 
Company,  Cincinnati,  Ohio  has 
been  appointed  again  to  the  Plan¬ 
ning  Committee  of  the  Asbestos- 
Cement  Products  Association  it 


AdM  Btoufy  for 
bomos.  ixtro 
soloi  for 
doolors. 


I^IVROUGHT  IRON 

COLUMNS 

BcItM  wrMfkt  irti  ciIhuis  all 
a  flaiskiai  taack  af  llstiactiaa  ta 
katk  all  aal  atw  kaaies.  Avail- 
akla  la  SB  styles,  rauelly  kailt 
far  lastiag  keaaty.  Slagle  paael 
Rat  ar  laakle  paael  ceraer  cal- 
aaias  availakle  la  all  lesigas. 
7'S"  aal  I'  keigkts,  alJasUkle  S" 
Fiaiskel  la  rast  iakikitar  priaier 


Aackar  plates 
are  pravilel 

far  all  calaaias 


Write  far  free  caaiplete  catalag 
ea  Calaaias,  Ralliags,  Peace, 
Grills,  Brackets,  Weatker  Vaaes, 
Gates. 


TBiPLE 

ACTION 


WONDER 

GLEAM 


ALUMINUM  POLISH  ANO  CLEANER 

With  th«  miracle  formula  SI-301  and 
Homogenized  SILKOL 

IT  CLEANS  I  IT  POLISHES  I  IT  PROTECTS  I 
IN  ONE  EASY  APPLICATION 

Unesnditionally  auarantevd  to  romovo  oxldatloa. 
corrooioa  aad  dltcoloratiaa  frtai  all  aluaiiauai.  Per¬ 
fect  pretectlea  la  teabetrd  aad  aiaaulaeturlaa 
area*.  Backed  by  hard-hittiae  aatleaal  advertiilag 
aad  preaiatioaal  plaat. 

Diitribiiters!  Choice  territerlee  ttlll  available. 
Eisht  euace  Jar  retails  for  $1.25  la  the  Eaetera 
Area.  Pricet  elisktiy  Hieker  ia  ether  aartt  of  the 
ceuatry.  24  Jars  to  a  cate.  Yaur  cast  40%  ell  retail 
priee  la  cast  lets.  16  ez.  Jar  available  for  cenaier- 
cial  use;  12  Jars  to  a  cate.  Cash  with  ordtr. 

Write,  Wire  or  Phone  your  orders  today. 

WILLIAM  HOWARD  MFG.  CO. 

“hlanufacturert  of  Cleaaiai  Ceaipeuadt  for  lafuttry" 
1472  BROADWAY  NEW  YORK  36,  N.  Y. 

Plioae;  BRyaav  9-9642 
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was  announced  recently  by  Ernest 
Muehleck,  president  of  that  or¬ 
ganization. 

In  addition  Coffey  is  a  life  mem¬ 
ber  of  the  Canadian  Army,  Navy 
and  Air  Force  League,  a  board  j 
member  of  the  Ohio  Soldiers’  and  | 
Sailors’  Home  and  former  Nation-  | 
al  Vice  Commander  of  the  Ameri-  | 
can  Legion.  i 

The  Asbestos-Cement  Products 
Association  is  composed  of  build-  ' 
ing  materials  manufacturers  who  | 
produce  asbestos  -  cement  sidings,  ; 
wall  boards  and  roofings.  It  is 
devoted  to  the  growth,  promotion 
and  general  usage  of  asbestos- 
cement  products. 

*  *  * 

Wells  Named  Reynolds  j 

Assistant  Vice-President 

W.  Monroe  Wells,  a  veteran  of  j 
35  years  in  the  aluminum  industry,  j 
has  been  named  assistant  vice-  i 
president  in  charge  of  operations, 
Reynolds  Metals  Company,  accord-  j 
ing  to  an  announcement  by  J.  i 
Louis  Reynolds,  the  company  vice-  : 
president  who  heads  up  the  opera-  i 
tions  division.  For  the  past  three  I 
years,  Mr.  Wells  has  served  as  j 
general  production  control  man-  | 
ager  for  the  company,  with  head-  i 
quarters  at  its  executive  offices  in 
Richmond,  Va. 

Born  in  Maryville,  Tennessee,  j 
Mr.  Wells  joined  Reynolds  in  1946 
as  production  control  manager  of  j 
the  company’s  McCook,  Illinois,  I 
sheet  mill.  Transferred  to  Louis-  j 
ville,  Kentucky,  in  1946  as  central 
production  control  manager  of  the 
firm’s  sheet  division,  he  went  to  j 
Richmond  in  1950  for  the  position  | 
which  preceded  his  new  appoint-  ! 
ment. 

*  *  * 

Mullins  Mfg.  Co. 

Appoints  P.  N.  Miller 

M.  L.  Ondo,  Youngstown  Kit-  j 
chens  sales  manager,  announces  | 
the  appointment  of  Paul  N.  Miller  | 
as  regional  manager  for  the  firm  | 
in  Texas,  of  E.  T.  Butler  as  zone  ! 
builder  manager  in  Southeastern 
states,  and  .D.  R.  Boehm,  Jr.  as  j 
{Continued  on  Page  138)  j 


Th 


^crat 


TRADE-MARK  REG.  U.S.  PAT.  OFF. 


I F  you  have  sold:  vacuum  cleaners,  pots  and  pans, 
1 1  aluminum  windows,  roofing  or  similar  specialties. 

I  E  you  have  had  a  successful  sales  background  and  think 
I  r  you  are  capable  of  management 

Til  PM  you  are  ready  for  a  real  opportunity  with 
■  lie  II  Aristocrat. 

*  LOOK  TO  ARISTOCRAT  for 

QIJ  Al  ITV  PDODUCTS  Aristocrat  3  in  1  Self-Storing  Aluminum  Combi- 

nation  Storm  &  Screen  Sash  is  a  masterpiece  of 
engineering.  Delivery  is  prompt  insuring  you  quick  completions  and  excellent  radiation. 

SALES  KNOW-HOW  Top-notch  field  directors  follow  the  men  we  train 


l|l|fl1tf.,IIQ11f  Top-notch  field  directors  follow  the  men  we  train 
*  ^  WWf  field  and  shaw  your  men  how  to  sell. 

HIRING  &  TRAINING 

methods  are  placed  at  your  disposal. 

A|)VEDT|C|llft  A  complete  advertising  staff  with  the  largest  direct 

''*^  ■  “■**  *'***”^  mail  system  in  the  industry  insures  your  lead 

production. 

JALOUSIES,  DOUBLE  HUNG,  CASEMENTS,  AWNINGS,  DOORS 

You  owe  it  to  yourself  to  learn  the  facts  about  this  unbeatable  combi¬ 
nation  of  Production  and  Sales  knowhow.  CALL  or  WRITE  TODAY  and 
arrange  to  see  for  yourself. 

ARISTOCRAT  SALTS  CORPORATION 


139  Van  Winkle  Avenue,  Garfield,  N.  J. 


GRegory  3-1070 


Manufactured  by  Consumers  Insulation  Co.,  Garfield,  N.  J. 


FOR  YOU  in  the  Apartment,  Hotel  and  Hospital  Field  wiA 
Folding  Aluminum  Awnings 

Now  is  the  time  to  sell  the  apartment,  hotel  and  hospital  trade  in 
preparation  for  next  year’s  awning  season.  Tremendous  opportunities 
for  volume  profits  exist  for  progressive  distributors  handling  Nelson 
awnings,  featuring  .  . . 

I - ,  ir  Low  co(t ...  as  little  as  (18.45  per  window  ir  Adaptable  to  case- 

j  I  O’’  double-hung  windows  H  Finger-tip  control  of  light  and 

i  wfn*^  visibility  Easily  iiistallcid  Sturdily  constructed 


visibility  -k  Easily  iiistallcid  k  Sturdily  constructed 


FAT.  AMP  MTS.  FCNPe 
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72  HOURS 

TO  GO . . . 

.  .  .  from  your  order  to  delivery  I  That's  the 
way  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  -  TRACK  all- 
oluminum  Storm- 
Screen  Window  .  .  . 

tor  budget  -  wise 
buyers  with  outo- 
matic  locking  ac¬ 
tion,  self-storing. 


THREE . TRACK 
0  II  aluminum 
Storm-Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  and 
bottom  ventobil- 
ity,  no  track  re¬ 
moval  and  4- 
side  expansion 
ore  a  tew  of  the 
reasons  tor  the 
big  switch  to 
Stephen-Laurie. 


All  Aluminum 
Storm  -  Screen  Door. 

Z-Bor  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  at  remarkably 
attractive  cost. 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operotion.  Louvre 
unit  uses  no 
screws,  practically 
installs  itself  in  a 
(iffy.  Rotor  opier- 
oted,  choice  of 
gloss,  built-in  rain 
cap. 

FIVE  PLANTS  TO  SERVE  YOU  .  .  . 

FINE  PRODUCTS  AT  COMPETITIVE 

PRICES  IN  EVERY  MARKET  AND  ON 
PROMOTION  LEVEL. 


B.  S.  Reporter 

(Continued  from  Page  137) 

zone  builder  manager  in  the  South 
central  area. 

As  regional  manager,  Miller  su¬ 
pervises  sales  of  the  firm’s  kitchen 
equipment  to  distributors  and  deal¬ 
ers  in  areas  served  out  the  Dallas, 
Fort  Worth,  San  Antonio  and 
Houston. 

Milller  joined  the  company  in 
1949  in  the  sales  training  depart¬ 
ment,  and  worked  as  a  member  of 
sales  management  before  being 
appointed  to  his  new  post.  He 
succeeds  Dan  R.  Boehm,  Jr.  as 
regional  manager,  and  Boehm  was 
named  zone  builder  manager.  Both 
Miller  and  Boehm  have  headquart¬ 
ers  in  Dallas. 

Butler,  who  works  out  of  At¬ 
lanta,  works  with  the  home  builder 
sales  departments  of  distributors 
in  Atlanta,  Winston-Salem,  Nor¬ 
folk,  Roanoke,  Richmond,  Miami, 
Jacksonville  and  Knoxville. 


NAHB  Convention  In 
Chicago  Jan.  17-21 

The  National  Association  of 
Home  Builders  has  announced  its 
10th  Annual  Convention  and  Ex¬ 
position  will  be  held  in  Chicago 
January  17-21. 

In  observance  of  the  tenth  an¬ 
niversary  of  the  industry  -  wide 
gathering,  the  association  is  de¬ 
veloping  a  convention  program  of 
unprecedented  scope,  with  empha¬ 
sis  on  valuable  “how-to-do-it-bet- 
ter”  technical  sessions  and  the 
major  national  issues  confronting 
the  industry,  according  to  conven¬ 
tion  chairman  Henry  Fett  of  Royal 
Oak,  Michigan.  Of  equal  interest 
will  be  a  record  breaking  exposi¬ 
tion  of  building  materials  and 
home  equipment. 

Two  hotels,  the  Conrad  Hilton 
and  the  Sherman,  will  be  required 
to  house  convention  activities.  Con¬ 
vention  meetings,  as  well  as  ex¬ 
hibits,  are  scheduled  in  both  hotels. 
Continuous  shuttle  bus  service  will 
provide  delegates  with  convenient 
transportation  between  the  hotels. 


AT  LAST!!!  B.W.C. 


THE  FINEST  ENGINEERED 
CALIFORNIA  REDWOOD  WIN¬ 
DOW  IN  THE  TRADE. 
UNEXCELLED  IN  PERFORM¬ 
ANCE. 


BUFFALO  WINDOW  COMPANY,  INC.,  225  Warwick  Ave.,  Buffalo  IS,  N.  Y.  UN.  4717 


(WE  INVITE  COMPARISON.) 


FEATURING: 

1.  Top  quality 
Redwood 

2.  Aluminum 
screenins 

3.  Clear  view, 
no  draft  vent 

4.  Outstanding  sales 
appeal 

5.  Simplified 
installation 

6.  Immediate 
delivery 

7.  Service  free 

8.  Low  price 

9.  High  profits 


DISTRIBUTORS 

DEALERS 

WRITE.  WIRE,  PHONE 
TODAY 

MANUFACTURERS 
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Address 


Storm  Wizard 


THE  WORLD'S  FINEST  ALL-ALUMINUM 
DOORS  •  WINDOWS  •  SCREENS 


B  &  G  Mfg.  Co.,  6905  Siisquehonno  St 
Pittsburgh  8,  Pa. 

PI....  ..nd  n 


n  samples 


Name 


From  Chicago,  convention-expo¬ 
sition  director  Paul  S.  Van  Auken 
reported  all  planned  exhibit  space 
was  sold  out  to  manufacturers  in 
August.  Additional  exhibit  areas 
were  secured  to  provide  25  per 
cent  more  spaces  than  last  year, 
but  even  this  has  fallen  short  of 
the  demand,  he  said.  Nearly  300 
leading  manufacturers  and  serv¬ 
ices  will  be  represented  in  the  huge 
show. 

«  *  dc 

Nat'l  Hardware  Show 
In  New  York  Oct.  5 

When  the  8th  National  Hard¬ 
ware  Show  opens  its  doors  October 

5  for  a  five  day  run  at  the  Grand 
Central  Palace,  New  York  City, 
over  900  manufacturers  will  have 
on  display  over  10,000  lines  of 
hardware  and  allied  products.  For 
the  first  time  in  the  history  of  the 
National  Hardware  Show,  it  was 
necessary  to  take  additional  exhi¬ 
bition  space  outside  the  Palace, 
and  this  year  the  entire  Fishing 

6  Hunting  Division  of  the  Show 
will  be  a  “main  floor”  attraction 
at  the  71st  Regiment  Armory,  34th 
&  Park  Avenue.  The  entire  fourth 
floor  of  the  Palace  will  be  occupied 
by  over  200  manufacturers  of 
lawn,  garden  and  light  farm  equip¬ 
ment. 

500  Items 

Buyers  will  have  the  opportunity 
to  see,  feel  and  examine  over  a 
million  dollars  worth  of  merchan¬ 
dise  displayed  for  their  approval 
at  the  National  Hardware  Show. 
Over  500  items  will  be  shown  to 
the  trade  for  the  first  time  at  this 
Show. 

Buyer  registration  is  the  heavi¬ 
est  in  the  history  of  the  Show,  and 
to  date,  buyers  have  registered 
from  37  foreign  countries. 

The  large  publicity  board  will 
be  maintained  at  the  Grand  Cen¬ 
tral  Palace,  on  which  will  be  dis¬ 
played  the  advertising  of  both  the 
Show  and  the  exhibitors,  who  used 
a  total  of  over  3,000  trade  papei* 
advertisements  to  publicize  not 
only  the  National  Hardware  Show, 


but  the  products  to  be  featured 
there.  Once  again  the  Show  will 
be  featured  as  the  most  highly 
publicized  trade  show  in  the  world. 

Success  Is  Profits 
From  Ideas 

It’s  no  small  wonder  that  an  ii. 
dependent  dealer  can  operate  at  a 
considerable  profit  for  years  in  the 
shadow  of  the  big  chain  ind  de¬ 
partment  stores.  The  key  to  success 


for  the  independent  dealer  lies 
mainly  in  himself. 

The  combination  that  clicks  in 
retailing  is  a  brain  with  topselling 
merchandising  ideas,  a  good  knowl¬ 
edge  of  values,  keeping  expense  in 
proper  relation  to  sales  and  profit, 
plus  the  necessary  operating  cap¬ 
ital. 

Many  operations  of  this  type  do 
not  succeed,  and  it  is  usually  due 
to  a  lack  of  one  of  these  very  nec¬ 
essary  atiTibutes. 
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•  ELASTICIZED 

•  NON  STAINING 

•  EASY  TO  APPLY 

•  COLOR  HARMONY 


PERFECT 


STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


ONSARNO 


INCOIPOIA1ID 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


elusive 

^AysidenSw 

ILe-WTesgi 


THERM-0-GiLAZE 
TRADE-MARK  IN 
STAINLESS  STEEL 


New  Products 

{Continued  from  Page  68) 

“Triple-Tilt”*  will  be  sent  upon 
request. 

The  Little-Beaver  Co.  also  man¬ 
ufactures  a  2-panel,  self-storing 
Z-bar  type,  aluminum  storm  door. 
Both  “Triple-Tilt”*  and  storm 
door  are  shipped  Fully  Assembled 
or  KD. 

An  experienced  sales  promo¬ 
tional  staff  is  available  to  all  deal¬ 
ers  to  aid  in  securing  leads  and 
increasing  sales.  The  Little-Beaver 
Co.  believes  that  this  is  the  only 
department  of  its  kind  in  the 
entire  storm  window  industry. 

For  full  details,  write  to  The 
Little-Beaver  Co.,  1507-13  Ashland 
Avenue,  Dept.  BS-0,  Baltimore  5, 
Md. 

*  *  * 

New  ED  Steel 
Door  Frame 

A  new  knocked-down  steel  door 
frame  designed  to  conserve  valu¬ 
able  storage  space  and  cut  down 
on  shipping  costs  is  now  being  pro¬ 
duced  by  the  Steelcraft  Manufac¬ 
turing  Company,  Rossmoyne,  Ohio. 


The  new  knocked-down  frame 
compliments  the  one  piece  factory 
welded  door  frame  which  has  been 
produced  by  Steelcraft  for  many 
years.  This  new  frame  was  de¬ 
signed  to  be  of  particular  value  to 
dealers  and  builders  in  the  con¬ 
servation  of  storage  space.  Costs 
will  naturally  be  reduced  because 
of  lower  shipping  rates. 

•Patent  Pending. 
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THE 


lumtij 


STORM  WINDOWS! 


An  Old 

ILAND 

Line 

For  Dealers  Who  Want 

*  QUALITY 
*  SERVICE 

*  DELIVERY 
*  PRICE 


Vikit 


☆  TRIPLt  CHANNEL  _  Polished 

Aluminum  Combination  Window. 

STAINLESS  STEEL  CHANNELS 

No  galling  or  binding  of  inserts. 

TWO  TRACK  —  Aluminum  Combi¬ 
nation  Window  —  polished  or  anodized  — 
trouble  free  —  easy  installation. 


i/iKing. 

ALUMINUM  COMBINATION  DOOR  —  anodized  or  polished  — 

complete  with  all  hardware  and  stainless  steel  hinges  —  heat-hardened  all- 
extruded  aluminum. 

^  CASEMENT  STORM  SASH  —  Outside  and  sliding  type.  All  extruded 
aluminum  —  easy  installation. 

Viking  windows  and  doors  are  designed  and  manufactured  in  New  England.  Our 
years  of  experience  enable  us  to  give  you  fast,  personal  service  and  prompt 
delivery,  at  lower  freight  cost.  We  supply  dealer  aids  and  advertising  mats. 

FOR  MANUFACTURERS:  We  can  set  you  up  as  a  manufacturer  in  certain 

territories  —  supplying  you  with  machinery  and 
lineal  lengths  —  windows  and  doors. 

Write  or  phone  today 

TD  QH?  WINDOW  PRODUCTS 

JLV  3  JD  Phone:  5-7956  MERIDEN,  CONN. 


The  frame  is  shipped  from  the 
factory  in  four  pieces,  two  jams, 
a  head  and  a  spreader  bar.  It  is 
an  easy  matter  to  assemble  using 
a  simple  tab  connection  and  four 
sheet  metal  screws.  The  spreader 
bar  is  used  to  keep  the  frame  in 
alignment. 

The  first  project  furnished  was 
the  Buena  Vista  Homes  develop¬ 
ment  at  the  White  Sands  Proving 
Ground  in  New  Mexico. 

Steelcraft  knocked  -  down  door 
frames  are  manufactured  in  all 
standard  sizes,  bonderized  and 
painted  with  a  baked-on  grey  pri¬ 
mer.  They  are  available  through 
all  regular  Steelcraft  distributors. 

*  m  * 

Mystery  Top  Makes 
Good  Give-Away 

A  new  “Mystery  Top”  that  de¬ 
fies  gravity,  changes  color  and 
dances  on  its  head  is  now  offered 
by  Arcon  Products  Co.,  of  Pitts¬ 
burgh,  as  an  exciting  give-away  or 
premium  item  for  business  promo¬ 
tion. 

The  tops  are  used  to  spark  sales 
meetings,  for  dealer  conventions, 
special  campaigns,  as  souvenir 
mementos  for  all  types  of  busi¬ 
nesses,  trade  shows  and  fairs. 
Arcon  will  imprint  the  attractive 
plastic  Mystery  Tops  with  a  busi¬ 
ness  name  or  slogan  to  promote 
any  campaign,  retail  store,  or 
other  venture.  Measuring  IV2"  in 
diameter,  the  top  is  endorsed  by 
Leon  Mandrake  the  Magician. 


According  to  Paul  Hoffman, 
Arcon  manager,  “With  a  name  or 
sales  message  imprinted  on  the 
Mystery  Tops,  firms  or  salesmen 
{Continued  on  Page  142) 


BIG 


•  ASBESTOS  SEAL 

Water  repellent  for  asbestos 
and  masonry 


•  SEAL-TEC 

Textured  coating  for  all 
sidewalls 

•  VER-A-SPRAY 

"Bake-Like"  exterior 
refinisher 

•  VER-A-SIL 

Siliconized  water  repellent 
for  mazsnry 


IF  YOU'VE  A  MIND  TO 
ENJOY  A  SOUND,  RELIABLE 
PRESTIGE-BUILDING  BUSINESS 
WRITE  FOR  THE  "WAY"  TO: 

VERFLEX  EALES  CORP. 

117  MOONACHIE  AVENUE  CARLSTADT,  N.  J. 

Hubbard  7-7S7B 
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Be  profit-wise — sell  Keystone  Insect 
Wire  Screening  and  build  lasting  satisfac¬ 
tion  and  goodwill  among  your  custom¬ 
ers!  You’ll  find  it’s  easy  to  sell  Keystone 
Wire  Screening  in  today’s  big  market 
for  new  and  replacement  work.  Keystone 
quality  is  carefully  controlled  by  modern 
manufacturing  methods.  This  results  in 
outstanding  strength,  durability  and  eye- 
appeal  ...  to  boost  your  sales!  Aluminum, 
Bronze  and  Galvanized  Insect  Wire 
Screening  available  in  all  standard  widths 
and  meets  U.  S.  Department  of  Com¬ 
merce  Commercial  Standard  138-49* 


KEYSTONE  WIRE  CLOTH  CO. 

Hanover,  Pa,  Fostoria,  Ohl^ 


New  Products 
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! 

have  a  new  sure-fire  way  to  keep 
customers  or  prospects  talking 
about  their  business  or  product. 
Youngsters  and  adults  are  mysti¬ 
fied  by  the  unusual  action  of  these 
tops.” 

Arcon  offers  a  sample  of  five 
assorted  colored  Mystery  Tops 
(un  -  imprinted)  for  $1.00  post¬ 
paid.  Prices  for  quantity  orders 
are  sent  quickly  upon  request. 
Orders  and  inquiries  should  be  sent 
to ;  Department  H-23,  Arcon  Prod¬ 
ucts  Company,  P.O.  Box  7942, 
Pittsburgh  16,  Pa. 


Republic  Steel  Kitchens 
Displayed  In  Newark,  N.  J. 

Quality  accessories  formerly 
found  only  in  custom  kitchens  are 
stock  items  in  the  Republic  Steel 
Kitchens  display  at  the  Masda 


Corporation,  852  Clinton  Avenue,  | 
Newark.  Demonstrating  a  Repub¬ 
lic  sliding  inner  drawer  to  a  pros-  | 
pective  dealer  is  James  D.  Hesser,  i 
RSK  district  sales  representative, 
as  Lean  Darche,  Masda  president 
looks  on. 


Coleman  Co.  Issues  a  New 
Air  Conditioning  Booklet 

Basic  information  about  heating 
and  cooling  the  home  is  contained 
in  a  new,  24-page  booklet  published 
for  the  general  public  by  the  Cole¬ 
man  Company,  manufacturer  of 
home  heating  and  air  conditioning 
equipment. 

In  addition  to  discussing  the 
principles  of  blended-air  heating 


THE  TRIPLE  EAGLE 

All  Aluminum  Combination  Storm 
Windows  and  Screens 


The  finest  Triple  Track  Storm  Windows 

EVER  DEVELOPED,  and  we  can  prove  it! 

1.  You  will  be  proud  to  sell  TRIPLE 
EAGLE  windows. 

2.  They  have  every  feature  your  cus¬ 
tomer  wants  and  needs. 

3.  Compare  TRIPLE  EAGLE  feature  for 
feature  with  any  window  on  the 
market.  Convince  yourself. 

4.  We  will  be  glad  to  send  you  com¬ 
plete  details  or  arrange  a  demon¬ 
stration  at  your  convenience. 

Inquiries  invited  from  aggressive  indi¬ 
viduals  or  dealers  who  want  to  progress. 

Write  or  wire  collect  for  complete  infor¬ 
mation. 

EAGLE  SALES  CORPORATION 

11-13-15  East  21  St  St. 

Baltimore  18,  Maryland 

BEImont  5-8913-5786 


The  Longest  Lasting 

ALUMINUM  -  CUBING 
SAW  BLADES 

At  The  Lowest  Price 

Now  being  used  by  many  leading  storm 
window  manufacturers. 


11 


Checks  accepted  —  or  shipped  C.O.D. 

•  Double  Hollow  Ground 

•  Standard  W  hole  •  10"  diam. 

•  Semi-high  Speed 

•  110  teeth  without  set 

•  Strongund  rigid,  .083  gauge 


wood.  Two  week  delivery. 
$1.25  plus  postage. 


tlades  resharpened 


Aluminum  gg 

Cuttina  Oil 


Write  to: 

Jiiliaio’s  Aluminum-Cutting  Saw 
196  N.  Central  Ave.  Valley  Stream,  N.  Y. 
Phone:  Tllden  4-8076 
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Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36,  N.Y. 
Nightingale  9-3845 


and  blended-air  conditioning,  the 
booklet  points  up  the  many  econo¬ 
mies  which  may  be  realized  by  the 
home  owner  who  installs  summer 
cooling. 

Copies  of  the  booklet,  “Heating 
and  Cooling  Your  Home,”  may  be 
obtained  by  writing  to  the  Cole¬ 
man  Company,  Dept.  BS,  Wichita, 
Kan. 


Corrugated  Plastic  Awnings 

These  new  Ray-O-Lite  awnings, 
covered  by  U.  S.  and  Canadian 
patents,  have  revolutionized  the 
awnings  of  America  with  fabu¬ 
lously  beautiful  corrugated  fiber 
glass  in  many  soft  and  lustrous 
color  combinations.  Remarkably 
durable,  this  material,  made  into 
awnings  with  a  light,  strong  alum¬ 
inum  understructure,  is  resistant 
to  stresses,  strains,  vibrations  or 
even  hard  blows. 

It  is  rot  proof,  mildew  proof  and 
shatter  proof,  yet  it  is  light  in 


Grilles  Illustrated  Are  Available  With  Or 
Without  Cast  Aluminum  Initials 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR-LIKE  FINISH  OR 
SPARKLING  IRIDESCENT  COLORS  AS  DESIRED 


Peerless  Door  Sweep 


•  Distinctive  New 
Styling 

•  Immediate 
Delivery 

•  low.  Low 
Prices 


weight  and  permits  a  soft,  pleas¬ 
ant,  diffused  glow  to  beautify  the 
rooms  it  protects  from  sun,  rain, 
sleet  and  snow.  Ray-O-Lite  is  the 
modern  awning  .  .  .  with  it  the 
wondows,  entrances,  terraces  and 
patios  of  even  the  most  exquisite 
homes  can  have  protection  without 
the  drab  darkness  formerly  asso¬ 
ciated  with  awnings. 

There  are  still  a  few  choice  ter¬ 
ritories  available.  Write  to  Ray-O- 
Lite  Corp.  of  America,  Dept.  BS, 
Atlanta  6,  Ga. 


Peerless  Moil  Slot 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave.,  Brooklyn  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slot  □  Grilles 

Firm . 

Address  . 


FOk  COMPLETE  INFORMATION 
AND  PRICE  LISTS 
call  NIghtingdale  9-3845 
Oft  MAIL  COUPON 


retail  trade  publication.  “Color  in  this  figure  to  rise  until  eventually 
the  kitchen  has  come  ‘of  age,’  ”  He  more  than  half  our  production  of 
said.  ranges  will  be  in  the  various 

He  cited  company  sales  figures  shades.” 
showing  that  the  percentage  of  Scheffer  credited  the  wide  ac- 
colored  ranges  sold,  as  compared  ceptance  of  colored  ranges  to  to- 
with  white,  has  increased  steadily  day’s  trend  toward  the  “living 
since  the  introduction  of  the  first  kitchen,”  plus  the  cooperation  of 
all-color  range  four  years  ago.  dealers  who  display  a  full  line  of 
“Today,”  Scheffer  said,  “all-  colors, 
color  ranges  account  for  nearly  “When  the  homemaker  sees  a 
40  per  cent  of  our  total  console  variety  of  colored  ranges  on  dis- 
range  business.  We  fully  expect  ,  (Contimted  on  Page  144) 


Gas  Ranges  To  Be 
In  Color 

One  of  the  nation’s  leading  pro¬ 
ducers  of  gas  ranges  believes  that 
more  than  half  its  production  of 
console  models  will  soon  be  in 
colors,  instead  of  traditional  white. 

The  prediction  came  from  A.  H. 
Scheffer  of  Chambers,  Indianapo¬ 
lis,  Ind.  He  made  the  statement 
in  a  featured  article  in  a  leading 
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Fkld  Tile 
414**  s  4V4"  in 
32  ouaiandinc 


PearlcKcai  Tile 
4V4"  s  4!4“  in 
8  unutual  at- 
iraciive  colors 


Fleaible  ouaide 


New  Burierflir 
(ups  and  downs) 


COMPLETE  SELECTIO 


uhlU  )'>/!  Dl^ljll 


Build  Prof'its  with  Crescent 
.  .  .  Buy  Guildcrest  ' 

•  QUAIITT  —  lureou  of  Standards  plv>i 

•  CONTiNUItT  Of  UNUSUAL  DfCOSATOR  COLORS 

•  lASf  of  appfxotton 

9  UNIOUf  ond  pra<t>co<  pa<tia9>n9 


il.iv  If  !)<•  i  .1  nn< if 
supph  M..;  u 

(  K  I  -v  r  I  \  1 

Mil  St  n.l  ,  s 


2938  West  63rd  Street,  Chicago  29,  III. 


Storm  and 

Cs^CVT^WrV  Screen  Door  Hardware! 


vxif//ArJ 


^/£2am6ck2A. 


Available  with  or  without  key 
locking.  Simple  three  Ks*  hole 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
Available  as  a  unit  aluminum  handies. 

or  in  complete  kits  including  closer,  chain  and  hinges 


No.  90  SCREEN  DOOR  CLOSER 
SnH-lubricotad  wMi  nncloand  theck  obferbnr  tpring. 


HINGES 

Piolnd  or  Stainlott.  Enginoorod 
\  lo  yowr  roquiroiiio'rm. 


No.  to  STORM  DOOR  CLOSER  A  PROTECTOR 

wNh  chain  holAopapring.  SoH-lubricolad. 

10  yoor  Ovoranloo. 


New  Products 

{Continued  from  Page  143) 

play,”  he  said,  “she  automatically 
begins  to  decide  which  color  she’d 
like  to  have.  She  is  already  sold 
on  the  idea  of  color  itself.” 

Scheffer  stated  that  favorable 
reaction  to  color  indicates  that 
“the  trend  away  from  the  hospital- 
white  kitchen  is  growing  each 
year.” 

*  *  * 

Drexler  Mfg.  Co.  Enters 
Shower  Door  Field 

Drexler  Manufacturing  Com¬ 
pany,  Atlanta,  Ga.,  announces  its 
entrance  into  the  field  of  Manu¬ 
facture  of  Shower  Doors,  Tub 
Enclosures  and  Daylight  Shower 


IDEAL  BRASS  WORKS,  Inc#  •  250E.5tii$T.,sT.PAULi,MiNN. 


Cecil  J.  Drexler,  owner  of  the 
company,  has  had  wide  experi¬ 
ence  over  the  past  20  years  in  the 
manufacturing  field  with  distribu¬ 
tion  throughout  the  Southeast  and 
Southwest. 

The  new  line  of  Glass  Shower 
Doors  trimmed  in  Anodized  Alum¬ 
inum  is  attractive  and  complete 
and  consists  of  a  range  of  models 
from  the  simple  inexpensive  ones 
to  the  more  elaborate  specially  de¬ 
signed  enclosures. 


Ornamented  Aluminum 
Chains  Avculable 

Hundreds  of  parks,  boulevards, 
lawns,  monuments,  and  other  re¬ 
stricted  areas,  protected  with 
chains  and  cables  —  are  promised 
a  new  style  treatment  —  with  the 
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announcement  of  a  process  for 
making  chain  of  attractive,  per¬ 
manent,  aluminum. 


The  new  chain  is  light,  strong 
and  enduring.  It  has  1/3  the 
weight  of  iron  and  is  compara¬ 
tively  strong.  It  needs  no  painting 
and  will  never  rust.  It  is  proluced 
in  standard  sizes. 

John  S.  Nelson,  President  of 
Bison  Metals  of  Buffalo,  N.  Y.,  de¬ 
velopers  of  the  new  aluminum 
chain  states: 

“Our  engineering  organization 
has  spent  several  years  in  the  de¬ 
velopment  of  a  process  for  mould¬ 
ing  aluminum  chain,  with  each 
link  smooth,  perfectly  formed  and 
non-corrosive.  We  are  proud  to 
offer  this  chain  for  ornamental, 
Marine  and  service  use.  Our  pat¬ 
ents  are  pending.” 

Further  information  may  be  had 
by  addressing  Ted  Nagle,  Director 
of  Sales  and  Advertising,  Dept. 
BS,  Crosby  Building,  Buffalo  2, 
N.  Y. 

*  *  * 

Flat  Plastic  Panels 
For  Tub  Enclosures 

Shower  door  panels  providing 
maximum  safety  as  well  as  beauty 
—  long  a  need  for  both  residential 


and  commercial  bathrooms  —  are 
now  available  for  use  hi  standard 
fixtures. 

Alsynite  Company  of  America 
now  is  producing  a  new  “Series 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


if  Heavy  Corner  Construction 

^  Top  Quality  Latch 

if  Super  Heavy  Kick  Panel 

if  Storm  King  Door  Check 

if  Quick  Change  from  Glass  to  Screen 


if  Double  Locked  Inserts 
if  Simple  Bottom  Adjustment 
if  Stainless  Steel  Hinges 
if  Aluminum  Screen  Wire 
if  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  PLozo  8-7588 


300”  flat,  extra-rigid  panel  de¬ 
signed  exclusively  for  shower 
doors  and  tub  enclosures. 

Heavier  than  standard-weight 
Alsynite,  but  more  translucent, 
these  new  panels  weigh  approxi¬ 
mately  11  ounces  a  square  foot  and 
are  .09  inches  thick.  Stock  sizes 
are  32"  x  60"  and  24"  x  66",  with 
smaller  sizes  available  at  no  extra 
cost  and  larger  panels  available  on 
order. 

Five  new  pastel  colors  have  been 


developed  by  the  Alsynite  Com¬ 
pany  —  mist  white,  mist  blue,  mist 
pink,  mist  yellow  and  mist  green 
—  designed  to  blend  with  any  color 
scheme.  These  shower  door  panels 
have  a  crinkled  surface  on  one  side 
and  are  smooth  on  the  other. 

Alsynite  panels  are  fire-resist¬ 
ant,  and  will  not  crack,  craze, 
warp,  buckle,  sag,  rot  or  mildew. 
They  are  unaffected  by  humidity, 
water,  sunlight,  heat  or  cold,  and 

(Continued  on  Page  148) 
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No  mottor  how  good  your  storm  window, 
your  customer  won’t  be  satisfied  unless  it 
seals  permanently  against  dust,  drafts, 
and  moisture.  Detroit  Macoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  makes  a  BEHER 
SEAL.  Macoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modern 
facilities  available,  Macoid  can  design, 
compound,  and  extrude  your  profile  in 
any  length— in  any  degree  of  hardness, 
flexibility,  or  color.  Macoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  EXTRA  COST-FUNGI  PROnCTION 


Because  we  compound  the  materials  in 
our  own  plant,  we  wiU  incorporate  a  fungi¬ 
cide  at  no  extra  cost. 


DETROIT 


CORPORATION 


12S40  CLOVntDAU 
DITROIT  4,  MICHIGAN 


Builders  Say  High  Discounts  From 
Borrowers  Is  Retarding  Construction 


The  National  Association  of 
Home  Builders  bluntly  advised  its 
26,000  members  this  week  to  stop 
building  any  houses  unless  they  re¬ 
ceive  “firm,  preferably  written” 
commitments  of  financial  backing. 

The  builders  accused  mortgage 
lenders — large  banks  and  insur¬ 
ance  companies  —  of  failing  to 
“honor”  their  commitments  and 
thus  causing  “service  hardship”  and 
“actual  losses”  to  builders.  The 
builders  also  charged  that  some 
lenders  are  determined  to  “extract 
every  ounce  of  net  yield  that  the 
distressed  condition  in  the  hous¬ 
ing  market  will  permit.” 

The  N.  A.  H.  B.  indicated  its 
belief  that,  unless  the  now'  critical 
mortgage  shortage  improves  in  the 
next  few'  months.  Congress  may 
step  in  and  authorize  a  broader 
direct  lending  program  by  the  Fed¬ 
eral  Government. 

The  N.  A.  H.  B.  thus  gave  notice 
of  the  growing  split  betw'een  build¬ 
ers  and  mortgage  bankers.  Earlier 
this  year  the  builders  reluctantly 
supported  the  mortgage  bankers’ 
demands  that  the  Eisenhower  Ad¬ 
ministration  increase  interest  rates 
on  F.  H.  A.  and  V.  A.-insured 
mortgages  and  permit  discounting 
on  these  loans. 

Situation  “Tough” 

The  National  Association  of 
Real  Estate  Boards  backed  the 
N.  A.  H.  B.  stand  “completely.” 

“It  would  certainly  be  prudent 
for  a  builder  now  to  know  where 
his  money  is  coming  from,”  said 
an  N.  A.  R.  E.  B.  spokesman.  “No 
one  is  crying  wolf.  No  one  is  ex¬ 
aggerating.  This  mortgage  situa¬ 
tion  is  very  tough.” 

The  Eisenhow'er  Administration 
meanwhile  said  in  its  “revivw”  of 
the  Federal  budget  that  expendi¬ 
tures  by  the  Federal  National 


Mortgage  Association  w'ere  esti¬ 
mated  at  $65,000,000  this  year — 
$289,000,000  less  than  earlier  esti¬ 
mates. 

“With  the  recent  increase  in  in¬ 
terest  rates  on  F.  H.  A.  and  V.  A. 
mortgages,”  the  budget  review' 
stated,  “private  lenders  are  ex¬ 
pected  to  supply  a  larger  propor¬ 
tion  of  mortgage  funds,  reducing 
the  need  for  Government  pur¬ 
chases.” 

A  spokesman  for  the  builders, 
shown  the  Government’s  state¬ 
ment,  said;  “They  must  be  really 
dreaming.” 

Solution 

The  builders  said  the  solution  to 
the  present  mortgage  money  crisis 
“must  be  found  through  adminis¬ 
trative  channels” — presumably  in¬ 
creased  mortgage  purchases  by 
F.  N.  M.  A. 

The  budget  review  said,  how¬ 
ever,  that  “more  extensive  sales” 
of  F.  N.  M.  A.-held  mortgages  were 
planned  by  the  Government.  The 
extent  of  these  sales,  the  review' 
said,  would  depend  “upon  the  state 
of  the  market.” 

The  builders  admitted  privately 
they  saw  little  chance  of  getting 
the  Administration  to  alter  its 
“hard  money”  policies. 

The  N.  A.  H.  B.  pointed  out,  how¬ 
ever,  that  the  “tightened  money 
market”  had  been  reflected  in  a 
decline  in  housing  starts.  The  July 
level  was  dowm  to  a  yearly  average 
of  998,000,  compared  to  1,021,000 
annually  at  the  June  rate. 

The  association’s  statement,  car¬ 
ried  in  its  weekly  newsletter  and 
published  prior  to  the  Govern¬ 
ment’s  budget  review,  said  “Gov¬ 
ernment  officials  are  becoming  in¬ 
creasingly  aware  of  the  possibility 
and  danger  to  the  economy  of  a 
sharp  decline  in  residential  con¬ 
struction.” 
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“The  shortage  of  mortgage 
money  remains  the  number  one 
national  housing  problem,”  the 
N.  A.  H,  B,  added. 

“Until  the  mortgage  market  re¬ 
turns  to  a  reasonable  state  of  nor¬ 
malcy,  builders  should  not  start 
any  projects  for  which  they  do 
not  have  firm,  preferably  written, 
financial  commitments.” 

Builders  have  been  forced  to 
“dump”  mortgages  at  “severe  dis¬ 
counts”  or  “actual  losses”  where 
lenders  have  failed  to  honor  their 
previous  commitments,  the  N.  A. 
H.  B.  said.  It  said  no  one  knows 
“how  many  millions  of  dollars 
w'orth  of  these  distress  mortgages 
are  still  depressing  the  market.” 

The  N.  A.  H.  B.  said  that  since 
the  elimination  by  Congress  of  the 
V.  A.  and  F.  H.  A.  authority  to 
control  mortgage  discounts,  lend¬ 
ers  have  increased  “markedly”  the 
amount  of  the  discount  they  de¬ 
mand. 

It  al.so  reported  that  “now  for 
the  first  time”  lenders  in  the  East 
where  mortgage  money  has  been 
reasonably  plentiful,  are  demand¬ 
ing  substantial  discounts  on  mort¬ 
gages  they  buy.  The  discounts  must 
be  paid  for  by  the  builders — or 
passed  on  to  the  home  buyer. 

“The  first  unfortunate  result  of 
such  restrictive  conditions,”  the 
N.  A.  H.  B.  said,  “is  to  cut  back 
the  low  cost  home  program.  Build¬ 
ers  are  forced  to  build  fewer, 
higher-priced  homes — lower  and 
medium  income  families  are  denied 
the  privileges  of  home  ownership.” 
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Read 


Public  Relations 


and  Green  River  Laws 


in  Nov.  Building  Specialties 


Get  details  of  this  ideal 
full-scale  or  supplemental  money-making 

dealership.  Write,  wire  or  phone  now! 


nnmn  cr3ravTfr\  ;  T 

Ai^uvju  u  l^roducls, 


nc. 


1000  WEST  KANSAS  //  McPMERSON.  KANSAS  PwONC  I379 


Exclusive  territories  available  for  aluminum  self¬ 
storing  combination  storm  windows  and  screens  which 
can  be  fabricated  in  your  shop  with  small  investment. 


For  immediote  delivery.  Write  for  more  informotion. 


_ in  nr3f\/Trr\ 
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1000  WEST  KANSAS 
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MONEY  WIDE  AWAKE 

MAKERS  AGGRESSIVE  DEALERS 

IN  NEW  JERSEY— NEW  YORK— CONN.  AND  MASS. 


TOP  QUALITY  —  ALL  EXTRUDED  —  PICTURE  FRAME  2  TRACK  UNIT 

ALUMINUM  ^S(»E*E?SA^  *10“ 

EASY  INSTALLATION  —  SERVICE  FREE  TO 28. 28  Si» 


SENSATIONAL  1  ALL  EXTRUDED  —  2  LITE  all  sizes  in  STOCK 

A  I  II  IJ  I  y  II  M  COMB  STORM 

L  u  n  I  n  u  n  &  screen  door  ^  a  size  to 

37  ,  85 


HOLLOW  CENTER  MULLION  MADE  ON  THE  '2  INCH  |inl0TS0F25 


STOCK  ALUMINUM  AWNINGS 

Aicn  OTiirD  «i7rc_PDirrn  dicut  ir  • 


ALSO  OTHER  SIZES -PRICED  RIGHT 


WE  STOCK  ALUMINUM 

JALOUSIE  DOORS 


TO 

FIT 

36" 

WINDOWS 


New  Products 

{Continued  from  Page  145) 

are  resistant  to  mild  acids. 

The  company’s  main  office  and 
plant  is  at  4654  De  Soto  St.,  San 
Diego,  with  a  second  plant  in 
Portsmouth,  O. 

*  *  * 

New  Tub  Enclosure 
Is  Easy  To  Install 

The  new  Aristo-Bath  Tub  En¬ 
closure  is  designed  for  exception¬ 
ally  simple  installation  on  built-in 
bath  tubs.  A  splash-tight,  draft- 
free  installation  is  achieved  with  a 
minimum  of  time  and  labor. 


silk  RADIATOR  ENCLOSURES 

3000  IN  STOCK  —  ALL  SIZES  —  STYLES 


DELIVERY  1  WEEK  —  IN  SEASON  OR  OUT 
TURN  YOUR  DOLLARS  FAST  — WITH  EASTERN 


CALL -PERTH  AMBOY  4-8569 

CENTRALLY  LOCATED  EXIT  11 
ON  NEW  JERSEY  TURNPIKE 


282  STATE  ST  •  PERTH  AMBOY.  N  J  it  will  pay  you  to  call  or  come  down 


EASTERN 

ALUMINUM  PRODUCTS  MFC.  CORP. 


All  framing  is  of  heavy-guage, 
polished,  rust-proof  aluminum. 
Translucent,  fine-ribbed  glass  pan¬ 
els  are  set  in  water-tight  neoprene 
gaskets.  Both  doors  roll  smoothly 
to  either  side  of  tub  on  double 
overhead  ball-bearing  wheels.  De¬ 
sign  prevents  sticking  or  sagging. 

Aristo-Bath  Tub  Enclosures  are 
available  nationally  through  fran¬ 
chised  distributors.  Complete  spec¬ 
ifications  and  installation  details 
can  be  obtained  from  the  Stewart- 
Hall  Corporation,  122  South  Mich¬ 
igan  Ave.,  Chicago  3,  Illinois. 

I  Df  *  * 

New  7"  Portable  Sow 
Has  Unique  Advantages 

Portable,  lightweight  saws  that 
can  cut  a  wide  variety  of  materials 
are  always  in  constant  demand. 
The  new  Power-Guide  weighs  only 
I  liy2  lbs.,  and  will  mitre  a  2"  plank 
at  45°  and  has  a  shoe  adjustment 
for  slotting  from  14,  up  to  2-7/16° 
deep. 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 


Sweep.  Quolity  built  —  will 
fit  any  door.  55c  each — 36"  length. 

Write  /or  quantity  discounts. 

Phone  STerling  8-9657 


KESSLER  PRODUCTS 
COMPANY 

4531  Lake  Park  Road 
YOUNGSTOWN,  OHIO 
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Power-Guide  is  a  brand  new 
product  of  the  Ram  Tool  Corp.  The 
Power-Guide  has  an  air  cooled 
motor  in  an  aluminum  housing 
that  delivers  one  full  horsepower 
under  peak  load,  and  a  full  7" 
blade.  The  gearbox  is  sealed  in 
grease  at  the  factory  and  has  a 
one  year  factory  guarantee  with 
each  unit. 


With  special  blades  it  will  cut 
steel,  tile  brick,  concrete,  or  cor¬ 
rugated  metal,  yet  its  overall  di¬ 
mensions  are  only  12  x  121^.  The 
motor  is  to  the  left  of  the  blade, 
thereby  insuring  perfect  balance 
and  safe  control  at  all  times.  The 
Power-Guide  lists  for  $59.95  com¬ 
plete.  For  further  information, 
write  to  Ram  Tool  Corp.,  Dept.  BS, 
411  N.  Claremont  Ave.,  Chicago, 
Illinois. 

*  *  * 

Carrier  Announces  New 
Unit  Heater 

Development  of  a  new,  compact, 
gas-fired  unit  heater,  designed  to 
meet  the  increasing  demand  for 


equipment  combining  maximum 
capacity  with  limited  installation 
space  requirements  is  announced 
by  Carrier  Corporation  for  imme¬ 
diate  distribution. 

The  new  unit  is  only  23  inches 
high,  less  than  23  inches  deep,  in¬ 
cluding  fan  and  motor  assembly, 
and  only  19  and  inches  wide. 


Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
leceive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


and  has  a  capacity  of  50,000  Btu 
per  hour.  It  is  particularly  suita¬ 
ble  for  those  spaces  where  head- 
room  is  at  a  premium.  The  heater 
couples  efficiency  and  economy  of 
operation  with  modern  styling. 

Enclosed  in  a  gray  baked  enam¬ 
el  casing,  the  new  heater  provides 
heat  quickly  and  automatically. 

The  new  Carrier  unit  heater  is 
approved  by  the  American  Gas 
Association  for  use  with  all  types 
of  gas.  It  is  designed  for  excep¬ 


tionally  quiet  operation. 

*  *  * 

Literature  On  Per-Fit 
Aluminum  DH  Windows 

Literature  is  available  which 
explains  how  to  install  Per-Fit 
aluminum  windows  beginning  with 
preparation  of  opening  for  frame, 
brick  veneer  and  solid  masonry 
construction.  It  tells  how  to  in¬ 
stall  single-unit  double-hung  types, 
how  to  assemble  and  install  90° 
{Continued  on  Page  150) 
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You'll  make  an 

mTAHT  HIT 


when  you 
sell  her 


INSTANT-FIT 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


Quick  to  install. 

Complete,  airtight  insulation 
—"Big  Inch"  air  space. 
Lifetime  construction. 

Easy  to  sell  —  with  quicker, 
bigger  profits  for  you. 

IMMEDIATE  DELIVERY 


UTAU  STAMDAMD  AAETAl  CASEMENTS 


UNIVERSAL  PABRlICATORS 

’S  lSfeSROONf  AVf  ‘NfW  YOBK  60  N  V 
’  I 

’  Kl  2-0359“ 


New  Products 

(Continued  from  Page  149) 

and  135°  mullions,  how  to  assemble 
and  install  picture  windows,  and 
how  to  install  storm  sash  and  in¬ 
sect  screens  from  the  inside.  Also 
available  are  very  complete  con¬ 
struction  details  including  dimen¬ 
sional  diagrams,  glass  sizes,  etc., 
also  full-size  picture  window  de¬ 
tails. 

Per-Fit  Prod.  Corp.,  Dept.  BS, 
1200  E.  52nd  Street,  Indianapolis 
5,  Indiana. 


New  Outdoor  Incinerator 

A  new  all-weather  outdoor  in¬ 
cinerator  has  been  announced  by 
the  Majestic  Company,  Inc.,  Hunt¬ 
ington,  Indiana,  pioneer  incinera¬ 
tor  manufacturers. 


The  new  Model  2000  burner  is 
designed  to  handle  all  burnable 
trash,  including  leaves,  twigs  and 
general  yard  and  garden  rubbish, 
in  any  kind  of  weather.  Completely 
inclosed  in  a  heavy  guage  outer 
casing,  the  unit  is  entirely  fire- 
safe.  The  enclosed  bottom  and 
cylindrical  shape  make  it  possible 
to  easily  roll  the  burner  from  one 
spot  to  another  if  desired.  This 
makes  it  possible  to  place  the  unit 
next  to  a  screen  of  shrubs  and  to 
roll  it  away  a  foot  or  so  for  use. 
An  8-inch  high  spark  arrestor  pre¬ 
vents  danger  of  fiying  debris. 

Draft  control  is  affected  by  a 
sliding  door  at  the  base.  The  sci- 


PRICED 
FOR  PR  OFITS! 


less  lidwe.  &  spline 

2  Panel 
Mitred 

All  Extruded 
63STS  Aluminum 
Combination  Doors 

QUALITY 

ENGINEERED 

RUGGED 

"SAG-PROOF" 

CONSTRUCTION 


PROMPT  DELIVERY 

Write,  Wire  or  Phone 
Your  Orders  Today! 


ELMONT 


MANUFACTURING  CO. 

575  Hempsteod  Turnpike  Elmont,  New  York 

FLorol  Pork  4-3620 


Sihannel 

2 


ami 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREEN  &  STORM 


Write  for  literature  and  details 
on  distributorship  franchise  for 
JASCO  WINDOWS  and  DOORS 
Patent  Pending 


ALUMINUM  PRODUCTS 

CORPORATIiON 

I  2099  Jericho  Turnpike  1 
New  Hyde  Pa^jk,  L.  I.,  N.  Y. 

Tele\)hone:  Fleldst^ne  7-8703 
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entific  draft  system  means  high 
temperatures  for  complete  and  effi¬ 
cient  combustion  of  contents  up  to 
the  full  two  bushel  capacity. 

The  Majestic  outdoor  incinera¬ 
tor  is  21"  in  diameter  and  41"  high. 
Its  inner  basket  of  heavy  duty 
electrically-welded  rods  is  easily 
removable  to  empty  non-burnables. 

Complete  descriptive  literature 
is  available  free  from  the  Majestic 
Co.,  Inc.,  Dept.  BS,  Huntington, 
Indiana. 

*  *  * 

Inexpensive  Vertical 
Drill  Stand 

An  inexpensive  vertical  drill 
stand  has  just  been  introduced  by 
the  Porter-Cable  Machine  Com¬ 
pany  of  Syracuse,  N.  Y.,  for  use 
with  their  new  portable  electric 
54"  drill.  The  Model  5009  Stand 
weighs  only  six  pounds  and  is  a 
sturdy,  convenient  accessory  for 
all  wood  and  metal  working  shops 
or  homecraftsmen. 


It  enables  the  operator  to  apply 
steady  powerful  pressure  with 
close  control.  The  drill  stand  is 
valuable  for  the  many  jobs  where 
absolutely  straight  perforations  or 
holes  are  necessary,  and  where 
free-hand  methods  may  be  too  in¬ 
accurate.  It  has  a  firm  flat  base 
with  a  column  on  which  is  mounted 
an  adjustable  carriage.  The  porta¬ 
ble  drill  can  be  attached  or  re¬ 
moved  in  a  matter  of  seconds  with¬ 
out  tools.  Clearance  between  end 
of  drill  and  base  is  .seven  inches. 

(Continued  on  Page  153) 


CUT  yOURALUMIHVM  AWHIHG  COST 

50% 

SPEED 

DELIVERY  TO  24  HOURS ! 

No  More  Cancellations 

Hom 

BY  MANUFACTURING  YOUR  OWN  ALUMINUM 
AWNINGS  WITH  OUR  NEW  PATENTED  MACHINERY 


EXCLUSIVE  MANUFACTURING  FRANCHISES 
FOR  ALUMINUM  AWNINGS  NOW  OPEN 

Throughout  the  United  States  and  Canada 


MAIL  TODAY  FOR  COMPLETE  INFORMATION! 


f 


CRAFT  METAL  PRODUCTS  CO. 

89  James  St.,  Newark,  New  Jersey 


Name 
Address 
City  . . . 
State 


INCREASE  YOUR  PROFITS  with  R-S 

Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-’round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE,  DETROIT  4.  MICHIGAN 
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MORE  SALES! 

^MORE  PROFITS  with 


3 


Bondsione 


Reg.  U.  S.  Pal.  Off. 


~XZ  jy. .  ■gi.^ 


NEW  HOLLYWOOD  TYPE  STONE  •  NEW  SIMPLIFIED  METHODS 
NEW  PROMOTION  AND  ADVERTISING  AVAILABLE 
LEADS  FURNISHED  •  BE  A  BONDSTONE  DEALER! 


CALL  OR  WRITE  EM€0  CEMENT  PRODUCTS^  INC. 

SHAMOKIN#  PA*  •  Telephone:  Shamokin  8-W84 


Business  Sales  Top 
All  Previous  Summers 

I  Current  business  sales  and  out¬ 
put  are  well  above  those  of  any 
'  previous  summer,  the  Commerce 
Department  said  recently. 

In  its  regular  monthly  report  on 
I  the  business  situation,  the  depart- 
I  ment  said  the  end  of  the  Korean 
fighting  has  made  little  immediate 
j  impression  on  the  domestic  econ- 
!  omy.  Private  and  public  demand 
i  are  strong,  it  declared. 

I  The  agency  pointed  out  that  con¬ 
sumer  buying  has  been  particularly 
heavy.  Per  capita  income  after 
taxes  has  risen  and  so  has  con¬ 
sumer  spending,  it  said. 

Looking  Ahead 

Looking  ahead,  the  department 
:  said  Congressional  appropriations 
I  for  national  security  were  smaller 
than  had  been  anticipated  but  still 
were  large  enough  to  maintain 
Federal  outlays  close  to  the  present 
I  high  rate  for  some  time  to  come. 

I  “It  appears  that  total  budget  ex¬ 
penditures  for  fiscal  year  1954 
I  (which  began  July  1) ,”  the  depart- 
i  ment  said  “may  be  about  3  per 
I  cent  below  the  $76.2  billion  annual 
I  rate  prevailing  during  the  period 
January  to  June,  1953. 

Discussing  current  conditions  in 
I  manufacturing  industries,  the 
j  agency  observed  that  unfilled  orders 
I  during  June  continued  to  decline 
gradually  and  now  are  $5  billion 
j  below  the  peak  reached  last  Sep- 
t  tember. 


Reductions 

I  “The  most  substantial  reduc- 
j  tions,”  it  continued,  “have  oc- 
I  curred  in  non-electrical  machinery 
I  and,  reflecting  primarily  last  year’s 
steel  strike,  in  primary  metals. 
However,  tlie  backlog  remaining  to 
durable  goods  producers  on  June 
30,  as  the  Korean  truce  approached, 
equaled  $67.3  billion  or  5.1  months’ 
sales,  as  compared  with  $21.5  bil¬ 
lion  or  2.3  months’  sales  at  the 
then  prevailing  rate,  when  the 
fighting  comyienced  three  years 
earlier.” 
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Turning  its  attention  to  price 
movements,  the  department  char¬ 
acterized  as  a  “major  development” 
the  gradual  but  relatively  steady 
depreciation  in  the  wholesale  prices 
of  raw  and  semi-manufactured  ma¬ 
terials  as  compared  to  the  prices 
of  manufactured  products. 

Little  change  in  the  rate  of  na¬ 
tional  security  expenditures  is 
implied.” 

But  the  department  stressed  that 
private  economic  developments  are 
expected  to  exert  an  increasingly 
important  influence  on  the  business 
situation. 

It  recalled  that  rising  Federal 
spending  provided  the  driving  force 
behind  the  growing  level  of  na¬ 
tional  output  during  the  two  years 
immediately  after  the  Korean  in¬ 
vasion,  but  that  private  develop¬ 
ments  in  past  months  have  increas¬ 
ingly  dominated  the  economic  sit¬ 
uation. 

“Congressional  action  on  the 
budget  for  flscal  year  1954  indi¬ 
cates  that  this  trend  will  continue,” 
it  said. 


New  Products 

(Continued  from  Page  151) 

Clearance  between  center  line  of 
column  and  bit  is  5  and  Height 
of  stand  is  21". 

The  drill  used  with  the  stand 
is  Porter-Cable's  new  Standard 
Model  107  with  a  gear-type 
chuck  and  spindle  ball-bearing  to 
absorb  radial  load  and  end  thrust. 
The  drill  is  8  and  y^"  long,  2  and 
%"  wide,  and  weighs  3  lbs.,  6  ozs. 
For  complete  literature  and  prices 
on  drill  and  stand,  write  Porter- 
Cable  Machine  Co.,  Dept.  BS,  29 
Exchange  Street,  Syracuse,  N.  Y. 
(In  Canada  write  Strongridge  Co., 
Ltd.,  124  Weston  Road,  London, 
Ontario). 

*  *  * 

New  White  Finish  On 
Armstrong  Tile 

A  new  improved  color,  “New 
White  Finish,”  will  be  used  on  all 
standard  Cushiontone  acoustical 
tile  items  after  October  15,  1953, 


A  WVO  A  TkATT  ABC 

^  PER  WINDOW!! 


Buy  Lineal  Lengths  As  You  Need  Them  I  Mgs 

Set  Up  Your  Own  KO  or  Dealer  Plans 
Save  KD  Cutting  Charges  —  Make  $2  to  $4 
in  Extra  Profits 

Cut  Your  Own  Windows  in  5  to  10  Minutes 
Eliminate  Inventory  Headaches  —  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  —  All  Hardware  Included 
—  All  Extruded  Shapes  in  Stock 


WrltB  Today  for  Details 


Features 

rk  These  TR 


PredMjti^ 


1610  Ralph  AveituAr  BrooMins  $6$  H*  Y, 


Rtiopo:  €i  3< 


according  to  James  V.  Jones,  Man¬ 
ager  of  Armstrong  Cork  Com¬ 
pany’s  Lumber  Dealer  Products 
Department.  The  change  answers 
a  demand  for  an  overall  whiter 
appearance  on  ceilings. 

The  new  color  is  an  ivory  white, 
decidedly  “Whiter”  than  the  pres¬ 
ent  production.  It  meets  Federal 
specifications  for  washability  and 
has  an  excellent  light  reflection 
factor  of  78  per  cent.  There  will 
be  no  color  change  in  Cushiontone 
with  flame-resistant  finish. 


New  Folder  On  Flour 
Repair  Material 

This  new  folder  describes  Ston- 
hard  Stonfast,  a  floor  repair  ma¬ 
terial  that  quickly  eliminates  ruts 
and  holes  in  factory  floors  and 
driveways  without  delaying  traffic. 
Just  fill  in  the  holes,  tramp  down, 
and  truck  over,  the  job’s  done. 
Stonhard  Stonfast  is  composed  of 
special  aggregates  mixed  with 
good  adhesive  and  cohesive  ma¬ 
terials  that  will  not  break  down. 

(Continued  on  Page  157) 
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NOW! 


100 


Reversible 


^OO^S\ 


The  Corbin  No.  21  Air  Controlled  Storm  and  Screen  Door 
Closer  offers  outstanding  advantages  to  manufacturers  of  Alu¬ 
minum  Storm  and  Screen  Doors.  Eliminates  expensive  servicing 
.  .  .  it’s  so  trouble-free  that  you  just  install  it  and  forget  it! 
Reversible  for  right  or  left  hand  doors.  Can  be  installed  on 
outside,  inside,  or  between  doors.  Closing  speed  easily  adjust¬ 
able  by  hand.  Aluminum  finish.  One  of  the  finest,  most  durable 
Air  Controlled  Door  Closers  in  its  field. 


Good  Doors  Desenro 
Good  Closers 


&F.  CORBIN  Di 

Amorican  Kardwaro  C 
Now  Britain,  Connecticut, 


NOW  IT  CAN  BE  SEEN! 

THE  ALL  NEW  m 

"CERTIFIED" 

ALUMIIVUM 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throughout— Including  Expanders — 

•  A  Terrific  Demonstrator  for  your  Salesmen  — 

•  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

PRICED  RIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


Food  Waste  Disposers 
To  Replace  Garbage  Man 

General  Electric  food  waste  dis¬ 
posers  will  replace  the  garbage 
man  and  collection  trucks  in  sub- 
;  urban  Shorewood  Hills,  it  has  been 
announced  by  village  officials. 

Installation  of  the  electric  dis¬ 
posal  units  in  all  of  the  communi¬ 
ty’s  475  homes  will  begin  in  No¬ 
vember  and  the  project  w’ill  be 
completed  in  about  eight  months, 
according  to  L.  J.  Tooley,  village 
I  engineer  and  manager. 

I  Tooley  said  the  village  had  de- 
;  cided  to  install  electric  food  waste 
I  disposers  after  studying  reports 
i  from  Jasper,  Indiana,  which  two 
!  years  ago  installed  the  General 
!  Electric  appliance  and  became  the 
I  first  community  in  the  world  to  use 
I  electric  food  waste  disposers  on  a 
j  community-wide  basis. 

I  Health  Improvement 

i 

'  Tooley  quoted  Jasper  officials 

!  that  the  “almost  total  absence  of 

1 

!  flies  and  rats,  a  fact  based  not  only 
on  observation  but  on  statistics 
j  compiled  from  actual  count  by  the 
j  Indiana  State  Board  of  Health,  and 
the  resulting  improvement  in  gen¬ 
eral  health,  are  the  most  important 
results  of  the  plan.” 

The  disposers  that  Shorewood 
Hills  will  buy  from  General  Elec¬ 
tric  shred  food  waste  into  minute 
particles  that  are  flushed  down  the 
I  drain  of  the  kitchen  sink  and  car- 
!  ried  away  through  municipal  sew¬ 
age  lines  connecting  with  the  Mad- 
^  ison  disposal  plant. 

Tooley  said  the  plan  first  was 
discussed  after  the  village  faced  an 
increase  in  garbage  collection  costs 
i  because  of  the  growing  reluctance 
of  farmers  to  feed  garbage  to  their 
,  livestock.  Village  garbage  now  is 
being  disposed  of  in  this  manner, 
he  added. 

In  addition,  he  reported,  a  bill  is 
j  pending  in  the  Wisconsin  legisla- 
j  ture  which  would  forbid  such  a 
I  practice.  If  this  became  effective, 
Tooley  said,  the  village  would  be 
faced  with  the  problem  of  hiring 
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trucks  and  obtaining  land  that 
could  be  used  for  sanitary  fill  pur¬ 
poses  and  the  capital  investment 
would  be  “prohibitive.”  A  village 
ordinance  bans  the  use  of  inciner¬ 
ators. 

At  present,  he  said,  the  village 
spends  about  $6,000  annually  for 
garbage  disposal. 

Under  the  contract  negotiated 
with  the  General  Electric  Com¬ 
pany,  the  village  will  buy  the  food 
disposers,  retain  title  to  them,  and 
install  them  in  all  homes  in  the 
community ;  payment  will  be  made 
from  village  general  funds  over  a 
period  of  10  years.  The  annual 
amortization  cost  to  the  village 
over  the  10-year  period  will  be 
about  equal  to  the  current  costs  for 
garbage  collection. 

After  the  disposers  have  been 
paid  for,  Tooley  said,  a  nominal 
charge  will  be  made  to  village  home 
owners  to  defray  replacement  costs 
and  maintenance  charges  and  to 
build  up  a  fund  for  the  purchase 
of  units  for  new  homes.  Building 
permits  will  not  be  issued  for  new 
homes  unless  the  specifications 
provide  for  the  food  waste  dispos¬ 
er,  he  said. 


Employment  At  Peak; 
Expected  To  Level  Off 

The  postwar  boom  in  employ¬ 
ment  appears  to  be  over,  but  Gov¬ 
ernment  manpower  experts  expect 
current  levels  to  hold  for  at  least 
six  months  and  maybe  longer. 

The  present  level  of  non-farm 
employment  at  49,361,000  is  a  post¬ 
war  peak  but  indications  are  that 
it  is  as  high  as  it  will  go. 

On  the  other  hand,  manpower 
experts  don’t  anticipate  a  down¬ 
trend  either.  What  they  really  ex¬ 
pect  is  a  leveling-off,  to  be  con¬ 
tinued  at  least  until  the  reductions 
in  defense  spending  start  taking 
their  bite  next  spring. 

Bureau  of  Labor  Statistics  em¬ 
ployment  figures  show  that  in  June 
there  were  almost  5  million  more 
workers  employed  than  three  years 
earlier.  However,  they  also  indicate 
that  most  of  this  tremendous  ^n- 
(Continued  on  Page  156) 


f#  I  EVERY 
HOME 

is  A  Prospect  For  This 

PRESSURE 
APPLIED 
^  MASTIC 

CARBO-TEX 


10-YEAR 

FACTORY 

REPLACEMENT 

GUARANTEE 


AMERICA’S  FASTEST  SELLING 
EXTERIOR  MASTIC  FOR  EVERY 
HOME.. .STUCCO,  BRICK,  WOOD  & 
ASBESTOS  SHINGLE  &  CLAPBOARD 


WRITE  OR  PHONE 


Exclusive 

Territories 

Available 


CARBOZin  PROncnVE  coatings,  INC. 

24-13  Bridge  Plaza  North,  Long  Island  City  1,  N.  Y. 
Carbo-Tex  Division  STillwell  6-0303 


IPs  a  sure  sale 
with  SPACO  ALUMINUM 


Check  these  outstanding  features  that  mean  faster 
turnover  and  more  profits  for  you. 

Easy  to  install  Wide  variety  of  colors 

Removable  slats  for  custom  sizing  Interlocking 
Bonderized  steel  frame  Permanent 

Leakproof  Rust  Proof 

And  above  all  —  they're  priced  right! 

S  Stock  or  Custom  Made 

RESIDENTIAL,  COMMERCIAL,  INDUSTRIAL 

paCO  MFG.  CO.  Huntsville,  Alu. 
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..for  greater  profits 


..for  simple 
low  cost  fabrication 


It's  the  new 
Precision  Built 
Atlas  Rolled 
*Aluminum  Screen 
Frame, 
Interchangeable 
Spline,  and  Solid 
One-piece  inserts! 


*50  H36  ALUMINUM 
USED  iXCLUSIVUY 


^nd  for 
your  free 
samples 
TODAY! 


•  FREE  SAMPLES 
AND  PRICE 
INFORMATION  UPON 
REQUEST.  PLEASE 
STATE  QUANTITIES 
AND  LENGTHS 
DESIRED.  NO  ORDER 
TOO  LARGE- 
NONE  TOO  SMALL. 
IMMEDIATE  DELIVERY 
F.O.B.OUR  MILL 

ENGINEERING  COMPANY 

5100  NORTHWEST  37th  AVENUE 
MIAAAI  •  FLORIDA 


Employment 
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crease  occurred  prior  to  1953  and 
that  since  then  employment  has 
virtually  levelled  off,  except  for 
seasonal  changes. 

The  very  fact  that  employment 
has  remained  steady  at  such  a  high 
level  despite  a  dropping-off  of  de¬ 
fense  expenditures  is  credited  to 
the  continued  high  level  of  con¬ 
sumer  demand,  plus  the  continued 
expansion  of  private  manufactur¬ 
ing  facilities. 

Some  observers  believe  that  em¬ 
ployment  may  hold  at  present  high 
levels  even  after  defense  spending 
drops  sharply.  They  point  out  that 
about  the  same  time  there  is  a  good 
chance  taxes  also  may  be  lower  and 
consequently  the  incentives  to  ex¬ 
pand  through  the  investment  of 
private  capital  will  be  higher. 

Changes 

In  the  meantime,  however,  there 
are  subtle  changes  occurring  in  the 
employment  structure  and  in  the 
relative  amounts  of  employment 
provided  by  the  individual  indus¬ 
tries. 

For  example,  one  of  the  phe¬ 
nomena  produced  by  the  tremen¬ 
dous  industrial  expansion  after 
Korea  is  the  increased  size  of  the 
durable  goods  manufacturing, 
which  added  2  million  workers,  in¬ 
creasing  from  18  to  21  its  percent¬ 
age  of  all  non-farm  workers  em¬ 
ployed. 

In  contrast  to  this,  nondurable 
goods  manufacturing  added  only 
300,000  workers  and  most  of  this 
occurred  in  chemicals,  paper,  pe¬ 
troleum  and  rubber.  In  one  indus¬ 
try,  textiles,  June  employment  was 
3  per  cent  below  the  pre-Korea 
level.  The  only  major  non-manu¬ 
facturing  industry  showing  a  drop 
in  its  work  force  since  Korea  is 
bituminous  mining,  in  which  there 
has  been  a  long-term  downward 
trend  in  employment. 

In  the  first  year  after  the  Korean 
outbreak  employment  jumped  by 
almost  3  million.  In  the  second  year 
the  gain  was  only  500,000. 

This  year  there  has  been  a  per- 


YOUR  PROFIT  MARGInI 
AND  MARKET  IS  I 
W-l-D-E^  I 


WHEN 
YOU  SELL 


CURI^ytLUtk 
aluminum 
combination 

ROUND  TOP 
DOORS  & 

WINDOWS 

CASH  IN  ON  AN  | 

UNTAPPED  MARKET  ■ 

OF  HUNDREDS  OF  | 

HOMEOWNERS  IN  | 

YOUR  COMMUNITY!  ■ 

EASY  INSTALIATION-It  has  been  proven  that  I 
Round  Top  Doors  ore  easier  lo  install  than  ■ 
Square  Top  Doors.  | 

NO  COSTLY  INVENTORY-Prompt  I  to  2  week  ■ 
delivery  eliminates  need  for  dealer  to  carry  R 
sleek.  _ 

GUARANTEED  SATISFACTION-Curvolum  Alu-  ■ 
minum  Combination  Products  ore  custom  built  R 
with  the  highest  quolity  standards  in  moteriols  I 
and  construction  ■ 

NEWSPAPER  MATS  t  WINDOW  STREAMERS  rtpilSt  | 

Write  for  complete  "Profit  Picture**  ond  inlor-  , 
motior)  on  closed  dealer 


IT  ricTwrv  ana  inTar* 

territories. 

DOOrMFlTco' 

E— '-’•■r  W*J  15  Prospect  Street  ■ 

'  Hewlett,  L.  I.,  N.  Y. 


[CURYALUtA 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 

The  Ou.tile  gosket  it  designed  with  on  extruded  pio.t.r  seal¬ 
ing  lip,  to  keep  metol  cosemeni  windows  DUST  TIGHT,  STORM 

Tight,  draft  tight,  rain  tight,  ond  wind  tight.  Easy 

lo  install. 

In  Summer  DUSTITE  seals  outside  heat  from  air 
conditioned  homes. 


Excellent  for  use  in  control  ot  condentatien 
where  storm  windows  are  used  A  small  od  in 
your  local  paper  will  automatically  bring  pros¬ 
pects  for  storm  windows  into  your  sales  room 
without  canvassing.  Dustite  Gasket  is  a  real 
traffic  builder  and  prospect  finder  for  storm 
windows  and  all  home  improvement  items.  Sold 
under  ten-day  money  back  guarantee. 


DUSTITE 

PRODUCTS  COMPANY 

*  CANTERIURY  DR.  •  DAYTON  f,  OHIO 


Dealers  wanted 

WHITE  FO|l  FULL  DETAILS. 
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ceptible  levelling-off,  particularly 
in  plants  producing  military  and 
industrial  equipment. 

In  June,  175  out  of  21  major 
manufacturing  groups  had  post- 
World  War  II  peak  employment  for 
the  month.  In  the  non-manufactur¬ 
ing  group,  wholesale  and  retail 
trade,  transportation  and  public 
utilities,  finance,  service,  and  State 
and  local  Governments  were  at  all- 
time  highs  for  the  month. 

These  are  records  only  for  the 
month  of  June,  however,  and  do 
not  represent  any  substantial  in- 
crea.se  since  the  first  of  the  year. 


New  Products 

{Continued  from  Page  153) 

It  bonds  to  concrete,  brick,  stone 
and  asphalt.  Used  just  as  it  comes 
from  the  container,  together  with 
a  primer,  Stonfast  provides  a  sur¬ 
face  that  can  be  used  immediately 
after  repairs.  It  is  resilient,  tough, 
resi.stant  to  cracking  and  compacts 
into  .smooth,  hard  patches.  Can  be 


applied  to  interior  or  exterior  sur-  i 
faces  —  factory  floors,  driveways,  I 
platforms  or  trucking  aisles  by  in¬ 
experienced,  untrained  personnel 
—  no  chipping  or  trowelling  is  re¬ 
quired.  Stonhard  Company,  Dept. 
SF,  1306  Spring  Garden  Street, 

Philadelphia  23,  Pa. 

«  *  * 

Fire-Resistant  Plastic 
Panels  Made  by  Alsynite 

Self-extinguishing,  fire-resistant  j 
translucent  fiberglass  panels — de¬ 
signed  for  highly-specialized  in-  ! 
stallations  in  critical  fire  areas —  I 
are  now  being  produced  for  the  i 
first  time. 

The  new  material,  called  Alsy¬ 
nite  #200-FR,  is  manufactured  by  i 
the  Alsynite  Company  of  America.  | 
(Continued  on  Page  158) 
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SENSATIONAL  SPACE  SAVERS 
to  retail  as  low  as  30<  sq.  ft. 

The  modern  trend  is  folding  doors. 
UNITRON  BAM-FOLD  is  your  answer  to  the 
mass  demand  because  most  folding  doors 
now  on  the  market  are  priced  too  high  — 
beyond  the  reach  of  the  average  income 
class.  Designed  for  low  budget  construc¬ 
tion  with  full  profit  to  dealer  and  distribu¬ 
tor.  You  can  beat  the  stiffest  competition. 
No  strings,  tapes  or  unsightly  mechanisms. 
UNITRON  is  made  with  patented  clip, 
matched  color  for  uniform  appearance  on 
both  sides.  Simple  to  install,  easy  to  main¬ 
tain.  Complete  with  nylon  carriers,  track 
and  hardware.  Attention  Accordion  Door 
Distributors  —  several  good  territories  still 
available.  Inquiries  invited. 

Write  for  descriptive  catalog  of  complete  line  of 
draperies,  curtains,  shades,  folding  floor  screens. 


BAM-FOID 

Doors  and  Room  Dividers 


1000  NORTH  ORANGE  DRIVE,  LOS  ANGELES  38,  CALIFORNIA  ,  Hollywood  9-1468 
HOUSTON,  TEXAS  PORTLAND,  OREGON 


I 


IF  YOU  USE 

FUXIBU 

GASKETS, 

SPLINE 

or  similar 


EXTRUDED  PLASTIC 

material  . .  . 

.  .  .  you’ll  do  better  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  workable  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 
Take  advantage  of  the  pioneer¬ 
ing  progress  that  marks  MAY¬ 
NARD  tops  in  the  field. 
You’ll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

moon  faster  assembly, 
fewer  service  colls.  Cor¬ 
rectly  designed  &  ex¬ 
truded  gaskets  &  spline 
mean  faster  production 
at  lower  cost  I  Prove  it  I 
Contact  MAYNARD  I 


NEED  HELP?  WRITE: 


NXYNARD  PLASTICS.  Inc. 

CHELSEA  50,  MASS. 
CHelsea  3-5850 
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Made  with  recently-developed  res¬ 
ins,  it  will  sell  at  a  premium  price. 


Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 
•  QUALITY  MATERIAL 
•  EFFICIENT  SERVICE 


Dealers 

Distributors 

Fine  midwestern  territories  still 
available  .  .  .  but  ACT  NOW 
TIME  IS  IMPORTANT 

•  FINEST  WORKMANSHIP 
•  EASY  INSTALLATION 

•  FAST  ASSEMBLY 
Write  Today  to: 

Aluma  Seal  Industries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


Self-extinguishing  resins  have 
been  available  for  some  time,  but 
until  now  weathering  qualities 
have  not  been  acceptable,  accord¬ 
ing  to  F,  X.  Ambrose,  Alsynite’s 
Director  of  Research,  who  called 
the  new  development  “the  most 
important  since  the  industry  was 
born." 

Alsynite  ^200-FR  is  available 
in  standard  corrugations  and  flat 
sheets,  and  in  three  colors — maize, 
lite  green  and  opal. 

Alsynite  Company  of  America, 
Dept.  BS,  at  4654  DeSoto  St.,  San 
Diego,  Calif. 


SELF-STORING  COMBINATION 
STORM  WINOOWS  ANO  SCREENS 


SLAZING  CHANNEL1 

fCOMPOUNOED  ,AND.JXTItljDiD;|^ 
iYOUIt|fARTICU£Alt£R|QUIREMENn 


New  Folders  On  Corbin 
Defender  Cylindrical  Locks 

P.  &  F.  Corbin  Division,  The 
American  Hardware  Corporation, 
Park  Street,  New  Britain,  Connec¬ 
ticut,  has  just  published  the  follow¬ 
ing  folders  which  picture  and 
describe  the  firm’s  new  line  of 
Defender  Standard-Duty  Cylindri¬ 
cal  Locks  and  Latchsets. 

K-80,  six-page,  814"  x  11"  book¬ 
let  for  professional  u.se  contains 
detailed  information  about  the  new 
Corbin  Defender  line  of  Standard- 
Duty  Cylindricals,  13  functions, 
.self-aligning,  reversible,  and  ad¬ 
justable  for  1%"  to  1%"  doors, 
ma.ster  -  keying.  Auxiliary  items, 
king-size  rose  plates,  backset  ex¬ 
tension  units, 'rabbeted,  reinforc¬ 
ing  frame  for  hollow  metal  doors, 
dummy  trim,  boring  jigs  and  bits. 

K-81,  consumer  folder,  3*/^"  x 
61 2"  (folded)  pictures  5  functions 


Jorene  "B"  Vinyl  Plastic  —  the  ideol  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Get  set  now  for  brisk  sales  this  fall — with  HOME 
SEAL,  the  original  triple  track  aluminum  combina¬ 
tion!  Sells  fast  when  you  demonstrate  the  exclu¬ 
sive  patented  features  that  mean  plus  value  tor 
the  homeowner. 

Simple  to  install.  Units  easy  to  reglaze  or  re¬ 
screen  if  damaged. 

Home  Seat  design  makes  it  possible  to  stock  fewer 
units  for  a  wider  variety  of  window  sizes.  Locking 
feature  in  open  or  closed  position  allows  you  to 
sell  extra  safety. 

Regardless  of  what  combinations  you  are  handling 
today,  it  wilt  pay  you  to  check  into  the  Home 
Seal  deal  and  find  out  how  Home  Seal  Distributors 
and  Dealers  en,oy  substantial  profits. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Write  for  complete 
information. 

THE  HOME 
WINDOW  CO 

Fostorio,  Ohio 
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of  the  Corbin  Defender  Cylindrical 
Lock  line  recommended  for  resi¬ 
dential  use.  Fashioned  in  wrought 
brass,  bronze,  and  aluminum  — 
master-keying. 

♦  *  * 


New  Flintkote  Decorative 
Board  Display 

A  compact  new  display  unit  de¬ 
signed  to  show  eight  standard 
Flintkote  12"  by  12"  board  samples 
was  recently  released  by  The  Flint¬ 
kote  Company.  This  new  unit,  tak¬ 
ing  up  a  trifle  more  than  a  square 
foot  of  counter  space,  is  only  24" 
high  when  assembled  and  has  a 
literature  compartment  conven¬ 
iently  placed  in  the  front  of  the 
display.  It  can  be  wall  hung  or  used 
as  window  df^ay. 

The  Flintkote  Co.,  Dept.  BS,  30 
Rockefeller  Plaza,  New  York  20, 
N.  Y. 

*  *  ♦ 


New  Carrier  Room 
Air  Conditioners 

A  new  1953  line  of  room  air  con¬ 
ditioners  which  cool  the  air  twice, 
and  feature  an  entirely  new  con¬ 
cept  of  versatile  design  and  ap¬ 
pearance,  is  announced  by  Carrier 
Corporation,  pioneer  and  largest 
manufacturer  in  the  air  condition¬ 
ing  industry. 

The  new  units  draw  the  air  to  be 
conditioned  through  the  front 
grille,  and  cool,  dehumidify,  and 
filter  it  two  times  before  releasing 
it  into  the  room. 

The  air  entering  the  space  to  be 
conditioned  is  the  driest  obtainable 
from  any  room  air  conditioner  on 
the  market.  The  unit  is  also  the 
quietest  due  to  the  new  balance  be¬ 
tween  air  motion  and  cooling. 

The  1953  Carrier  is  the  first 
room  air  conditioner  that  can  be 
installed  in  a  window  with  the 
grille  projecting  no  farther  than 
the  line  of  the  drapes.  This  elimi¬ 
nates  the  ungainly  box  protruding 
far  into  the  room  which  has  been 
associated  with  room  air  condi¬ 
tioners  in  the  past. 

Secret  of  the  unit’s  “hideaway 
design”  is  that  air  enters  or  leaves 


TRADE  MARK 


"That’s 

iti" 


We  show  the  WINSULITE  Three-Track  Window  to  dealers  every¬ 
where.  Ours  isn't  the  FIRST  they've  looked  at,  by  a  long  sight.  But 
four  out  of  five  dealers  that  we  show  the  WINSULITE  A-9  to  say  "That's 
IT."  They  like  our  window.  Here's  why:  it  is  the  ONE  window  that  gives 
them  what  they  want:  A  three-track  window  that  is  not  only  beautiful 
architedurally,  but  dependable  mechanically!  SOLD  WINDOWS  STAY 
SOLD  —  advanced  design  eliminates  costly,  profit-cutting  service  calls. 
Get  the  whole  story  of  WINSULITE  KD  set-ups,  backed  by  advertising 
mats,  colorful  literature,  powerful  dealer-aids,  field  service.  Write, 
wire,  or  phone  today  for  complete  details. 

Special  Discount  —  Incentive  Plan  For  New  Dealers! 


Your  hands  are  all  you  need 


Winsulite  Mfg.  Co.  BS 

721  N.  Central  Ave. 

Bolto.  2,  Maryland 
Gentlemen: 

I'd  like  to  take  a  look  at  the  A-9  3-Trock. 
Send  me  details. 

Name  . 

Address  . 

City .  State . 


to  assemble  KD  units! 


Winsulite  Mfg.  Co.,  Bolto.  2,  Md.  •  Eastern  7-6868 


only  through  the  front  or  back 
panels.  The  new  design  eliminates 
all  air  inlet  and  outlet  grilles  from 
the  sides,  top,  and  bottom  of  the 
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in  the  November 
Building  Specialties 


unit,  completely  enclosing  and  in¬ 
sulating  it  in  a  solid  box  of  girder 
construction. 

No  longer  need  it  go  half  in  and 
half  out  of  a  window. 

It  can  be  placed  in  a  simple 
framed  opening  in  the  wall  with 
only  the  grille  showing  inside  the 
wall.  Or  it  can  he  installed  entirely 
inside  the  room  with  the  back  inlet 
fitted  to  the  window  or  wall  open¬ 
ing. 

It  can  be  built  into  bookcases, 
(Continued  on  Page  160) 
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WEATHER  WIZARD  “PERFECTED” 
HDRIZDNTAL  SLIDING 
PRIMARY  WINDOW 

Now  Ready  for  National 
Distribution  — 
Immediate  Delivery 

THESE  FEATURES  WILL  HELP  YOU 
SELL  THE  WEATHER  WIZARD 
PRIMARY  WINDOW: 

•  Finger  Tip  Sliding  Control 

•  Jiffy  Lightweight  Take>out 
Panels 

•  Class  set  in  Special  Glazing 
Channels 

•  Master  Frame  Completely 
Beveled 

•  100%  Fully  Extruded  63ST5 
Aluminum 

•  Stainless  steel  Weather  Stripping 

•  Priced  right  for  Volume  Sales 
and  Good  Profit  Margin 

Shipped  “as  you  like  it” 
Completely  assembled, 
semi  KD  or  KD 
All  Sizes  in  Stock 

Bona  Fide  Distributors  and 
Franchise  Dealers 
Write  Today 
for  Further  Information 


50  Tulip  Place 

Garden  City  Park,  Long  Island 
GArden  City  3-4320 


New  Products  | 

(Continued  from  Page  159)  i 

;  cabinets,  or  storage  walls,  or  placed 
over  a  closet  in  motels,  camps,  or 
i  trailers  where  space  is  cramped. 

It  can  be  hung  at  the  top  of  a 
window  or  in  a  transom  or  base¬ 
ment  window.  Or  it  can  be  used 
with  a  casement  window  with  only 
the  panes  removed  and  without 
i  cutting  the  window  frame,  employ¬ 
ing  a  special  airtight  gasket 
against  the  window.  It  can  be  used  I 
on  a  portable  stand  for  rental  pur¬ 
poses  in  hospitals,  hotels,  or  motels, 
or  installed  in  any  one  of  14  ways. 

The  new  line  will  offer  10  models. 

;  Window  units  will  be  in  1/3,  1/2, 

!  3/4,  and  1  h.p.  sizes,  with  thermo- 
I  static  models  in  the  two  larger 
sizes.  Console  models  will  be  in  1 
and  1-1/2  h.p.,  plus  a  1  h.p.  and 
2  h.p.  console  with  water-cooled 
condensing  where  an  outside  air 
supply  is  not  available. 

The  3/4  h.p.  unit  provides  a 
“quick  cooler”  which  will  make 
warm  rooms  rapidly  comfortable 
by  building  a  pool  of  cool  air  from 
the  floor  upward.  Once  the  air 
around  the  occupants  has  been 
cooled,  the  units  can  be  switched  to 
normal  operation. 

All  models  are  equipped  for  using 
either  outside  air  or  room  air,  or  a 
mixture  of  the  two.  The  exclusive 
Carrier  Humitrol  on  the  three 
larger  models  can  be  set  for  even 
greater  cooling  for  quick  pull  down 
of  temperatures  in  crowded  rooms. 
On  the  two  larger  models  it  can  be 
set  for  greater  moisture  removal 
on  extremely  humid  days. 

Despite  special  features,  the  unit 
is  also  designed  for  competitive 
pricing.  Carrier  officials  said.  It  will 
be  manufactured  on  a  new  produc¬ 
tion  line  designed  especially  for 
this  unit  in  Carrier’s  newest,  ultra¬ 
modern,  completely  air  conditioned 
plant, 

*  *  * 

Automatic  Door  Device 
Stops  Droits  and  Dust 

A  new,  efficient  automatic  device 
is  announced  by  Sentry  Stop-A- 
Draft  Co.,  which  may  be  quickly 
and  easily  installed  by  anyone  to 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 

A  good  product,  well  designed, 
produced  by  capable  well  trained 
personnel,  continually  bringing 
profit  and  repeat  business  to  dis¬ 
tributors  and  dealers. 

We  never  make  false  claims  or 
vague  promises  about  our  product, 
but  we  do  make  a  good  door,  and 
wherever  installed,  repeat  business 
follows,  mostly  through  satisfied 
customers. 

At  this  time  we  can  supply  one  or 
two  responsible  distributors  cover¬ 
ing  any  of  the  following  areas: 

Allentown,  Pa.  Cincinnati,  Ohio 
Erie,  Pa.  Wheeling,  W.  Va. 

Washington,  D.  C.  Baltimore,  Md. 

Kenbero  Aluminum  Products 
Weyl  &  Gahagan,  Nfgn. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 


any  door  for  keeping  out  under¬ 
door  drafts,  insects,  dampness, 
dust  and  noises.  It  does  not  inter¬ 
fere  with  the  opening  or  closing  of 
the  door. 

Called  Sentry  Stop-A-Draft,  this 
unit  consists  of  a  long,  strip-like 
metal  casing  2"  high,  V4"  thick  and 
of  a  length  to  correspond  to  the 
width  of  a  door.  Also  included  is 
a  small  metal  channel  piece  called 
a  strike  plate,  and  matching  screws 
for  mounting.  This  casing  is  made 
of  heavy  gauge  steel  and  is  finished 
in  “twin  coat”  satin  brass  enamel, 

I  producing  a  lustre  that  lasts  indef- 
I  initely. 

Protruding  from  the  upper  end 
j  of  STOP-A-DRAFT  is  a  small  but¬ 
ton  which,  when  pressed  in,  sends 
!  down  to  the  floor  a  strip  of  extra 
i  heavy  weather-proofed  insulating 
I  felt  that  positively  seals  the  door- 
;  to-floor  opening,  whether  the  floor 
I  is  bare,  covered  with  carpeting, 

;  linoleum  or  tile.  The  clever  mech- 
I  anism  operating  this  felt  is  con- 
:  cealed. 

In  use,  STOP-A-DRAFT  is  easily 
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and  inconspicuously  attached  to 
the  inside  bottom  of  the  door  by 
means  of  four  screws,  mounted  so 
that  the  bottom  of  the  metal  cas¬ 
ing  is  flush  with  the  bottom  edge 
of  the  door.  The  strike  plate  is 
then  secured  to  the  door  frame,  so 
located  as  to  contact  the  “button” 
when  the  door  is  closed.  When  the 
door  is  closed,  the  button  is  pushed 
in,  causing  the  felt  to  come  down, 
thereby  shutting  out  drafts  com¬ 
pletely.  When  the  door  is  opened, 
the  button  pops  out,  automatically 
causing  the  felt  to  spring  back 
into  concealment,  out  of  the  way. 

Prices — Standard  sizes  (28",  30", 
32",  34"  and  36")  $2.95;  Adjustable 
models  -  (32"  to  36")  $3.45;  (36" 
to  40")  $3.75  and  (40"  to  44") 
$39.5. 

Sentry  Stop-A-Draft  Co.,  Dept. 
BS,  20  N.  Wacker  Dr.,  Chicago  6, 
Ill. 


STATEMENT  OF  OWNERSHIP 

Statement  of  the  ownership,  management  and  cir¬ 
culation  required  by  the  Act  of  Congress  of  August 
24,  1912,  as  amended  by  the  Act  of  March  3,  1933, 
and  July  2,  1946.  (Title  39,  United  States  Code, 
Section  233.) 

Of  Building  Specialties  and  Home  Improve¬ 
ment  Dealer,  published  monthly  at  New  York, 
N.  Y.  for  October  1,  1953. 

1.  The  names  and  addresses  of  the  publisher, 
editor,  managing  editor,  and  business  managers  are: 
Publisher,  Hoffman  Publications,  Inc.,  425  Fourth 
Ave.,  New  York  16,  N.  Y.  Editor,  Arnold  B. 
Romney,  425  Fourth  Ave.,  New  York  16,  N.  Y. 
Managing  F-ditor,  none. Business  manager,  Roliert  M. 
Hoffman,  425  Fourth  .\ve..  New  York  16,  N.  Y. 

2.  The  owner  is:  (If  owned  by  a  corporation, 
its  name  and  address  must  lie  stated  and  also  imme¬ 
diately  thereunder  the  names  and  addresses  of  stock¬ 
holders  owning  or  holding  one  percent  or  more  of 
total  amount  of  stock.  If  not  owned  by  a  corpora¬ 
tion  the  names  and  addresses  of  the  individual 
owners  must  be  given.  If  owned  by  a  partnership 
or  other  unincorporated  firm,  its  name  and  address, 
as  well  as  that  of  each  individual  member,  must 
be  given.) 

Hoffman  Publications,  Inc.,  425  F'ourth  Ave.,  New 
York  16,  N.  Y.  Sylvan  Hoffman,  425  Fourth  Ave., 
New  York  16,  N.  Y.  Robert  M.  Hoffman,  425 
Fourth  Ave.,  New  York  16,  N.  Y.  Stanley  R. 
Kermish,  425  Fourth  Ave.,  New  York  16,  N.  Y. 

3.  The  known  bondholders,  mortgages,  and 
other  security  hobiers  owning  or  holding  1  percent  or 
more  of  total  amounts  of  bonds,  mortgages,  or  other 
securities  are:  (If  there  are  none,  so  state.)  None. 

4.  Paragraphs  2  and  3  include,  in  cases  where 
the  .stockholder  or  security  holder  appears  upon  the 
books  of  the  company  as  trustees  or  in  any  other 
fiduciary  relation,  the  name  of  the  person  or  cor¬ 
poration  for  whom  such  trustee  is  acting:  also  the 
statements  in  the  two  paragraphs  show  the  affiant’s 
full  knowledge  and  belief  to  the  circumstances 
and  conditions  under  which  stockholders  and  secu¬ 
rity  holders  who  do  not  appear  upon  the  books  of 
the  company  as  trustees,  hold  stock  and  .securities 
in  a  capacity  other  than  that  of  a  bona  fide  owner. 

ROBERT  M.  HOFFMAN, 

Business  Manager 

Sworn  to  and  subscribed  liefore  me  this  18th  d.ay 
of  .Septemlier,  1953. 

[seal]  THEODORE  RAUCH. 

(My  commission  expires  March  30,  1955.) 


CLASSIFIED  ADVERTISING 

Under  heading  clauUied  advertUemento  are  accepted  at  the  uniiorxn  rate  oi  25  emte  a 
word  but  no  odTertiaement  taken  ior  leu  than  20  words  with  a  minimum  charge  oi  S5.00: 
3  months  at  20c  per  word  per  insertion.  Check  or  Money  Order  must  accompany  copy  oi  Clas¬ 
sified  Ad.  AdTertisements  soliciting  deolers  or  distributors,  or  new  products  ior  sale,  not  cm- 
cepted  in  classified  section.  Addrus  oil  communications  to  Classified  Department.  BUILDING 
SpeclaltiM.  425  Fourth  ATenue,  New  York  16.  N.  Y. 


HELP  WANTED 


SALESMEN— CHAIN  LINK  Fence.  Experienced. 
Sell  direct  or  act  as  representative  for  national 
manufacturer.  Applications  held  in  strict  confidence. 
Atlas  Fence  Company,  3650  Richmond  Street,  Phila¬ 
delphia,  Penna.  10-53 


-METAL  MOULDING  SALESMAN.  Full  time  or 
side  line.  To  call  on  Linoleum-Hardware-Furniture 
Stores-Cabinet  Shops-Manufacturers  and  Wholesale 
Distributors.  Representing  Manufacturer  of  complete 
quality  line  of  aluminum  and  stainless  steel  mould¬ 
ings  and  plastic  wall  tile.  Exclusive  territories 
open.  National  Aluminum  Company,  1133  -Mum 
Creek  Drive,  Columbus  9,  Ohio.  12-53 


HELP  WANTED:  A  wide  awake  Manufacturers’ 
Representative  organization  to  sell  on  an  exclusive 
basis  a  Nationally  Advertised  Beautidor  — America’s 
lowest  list  price  5  and  Syi  ft.  (dass  .'Muminum  Tub 
Enclosure.  Organization  must  have  actual  contacts 
among  distributors  and  key  accounts,  and  must  also 
be  able  to  sell  our  K.D.  Kits.  -See  our  advertisement 
in  the  August  and  October  issues  of  Glass  Digest 
and  .-\ugust  issue  of  Building  Specialties.  We  do 
not  have  “house  accounts.”  Present  “reps”  earn 
more  than  Four  Figures  monthly  on  straight  com¬ 
mission.  Prefer  reps  that  cover  two  or  three  states. 
One  or  two  non-conflicting  lines  permitted.  Refer¬ 
ences  please.  Write  immediately  to  S.  J.  Marks, 
President,  Shower  Enclosures,  Inc.,  6351  N.  Mag¬ 
nolia,  ('hicago  40,  Illinois. 


U.NUSUAL  OPPORTUNITY:  OLD  establisheil  re¬ 
tail  building  materials  chain  in  Southeastern  Penn¬ 
sylvania  has  decided  to  enter  the  direct-to-consumer 
building  specialty  package  selling  field.  Want  man 
experienced  in  sales  of  such  building  specialty  pack¬ 
ages  as  Ci.mbination  VV’indows,  Roofing,  Siding. 
Insulation,  etc.,  to  plan,  develop,  exjiand  and  manage 
this  new  division.  Must  lie  capable  of  selecting  and 
training  sales  personnel  as  needed.  Give  your  present 
position,  past  experience  and  compensation  exi>ected. 
Box  428.  BUILDING  SPECIALTIES  &  Hemie 
Improvement  Dealer,  425  Fourth  -Ave.,  New  York 
16,  N.  Y. 


-ARE  YOU  -A  Live-Wire  Manufacturer’s  Rep?  If 
you  are  and  are  accustomed  to  big  earnings,  you’re 
the  man  we  want.  We  are  one  of  the  largest  manu 
facturers  of  a  patented  storm  door  l-oc  t  (Storm- 
I-ok)  that  requires  only  a  five-minute  installation  — 
eliminates  cutting  and  mortising  of  doors.  Fits 
wooden  screen  doors  and  Jalousies  as  well.  This  is 
the  only  key  lock  of  its  type  —  there’s  no  comiie- 
tition.  We  are  interested  in  hearing  from  men  cov¬ 
ering  the  foHowing  territories: —  .Alabama,  -Arizona. 
-Arkansas,  California,  Colorado,  Florida.  (leorgia, 
Idaho,  Kentucky.  Louisiana,  Mississipjti,  Missouri, 
Montana,  Nebra.ska,  Nevada.  New  Mexico,  North 
Carolina,  North  Dakota,  Oklahoma,  Oregon,  South 
( arclina.  South  Dakota,  Tennessee,  Texas,  Utah, 
Virgini,!.  Washington,  West  Virginia,  Wyoming  and 
entire  New  England  territory.  This  is  a  once-in  a- 
lifetime  opportunity  for  men  who  call  on  the  storm 


door  trade  and  who  carry  kindred  lines.  Those  who 
qualify  will  be  selling  a  storm  door  key  lock  that 
has  been  intensively  advertised  and  publicized  and 
will  continue  to  be  promoted.  The  firm  behind  this 
product  is  recognized  as  a  leader  in  the  field,  highly 
progressive  and  one  that  is  accustomed  to  pay  liberal 
commissions  to  men  who  produce  and  can  give  us 
intensive  coverage.  Storm-Lok  is  priced  to  produce 
volume  business,  assuring  high  earnings  on  commis¬ 
sion.  If  you  think  you  fit  this  picture,  write  and  tell 
us  about  your  experience  and  the  lines  you  handle. 
Everything  in  confidence,  of  course.  Our  Reps  know 
about  this  ad.  Write  Jack  Greene,  Sales  Mgr.,  Se¬ 
curity  Storm  1-ock  and  Hardware  C'orp.,  858  East 
29th  Street,  Brooklyn  10,  N. 


E.XPERIE.NCED  -SALES  M-A-NAGER  to  appriint 
dealers  and  set  up  KD  distributors  for  New  A’ork 
manufacturer  of  a  new  triple  track  aluminum  storm 
window  and  door.  V'ery  lucrative  proposition  for 
thoroughly  experienced  man.  Write  immediately  to 
Box  429,  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  Y. 


SALES  MAN-AGER  WANTED  by  prominent  man¬ 
ufacturer  of  fully  extruded,  aluminum,  three-track, 
storm  and  screen  windows.  Attractive  proposition  for 
live-wire,  enthusiastic  gogetter  for  area  as  far  west 
as  Chicago,  north  as  far  as  Canada,  and  south  as 
far  as  Virginia.  Write  to  Box  430,  BUILDING 
SPECI.-ALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  A'ork  16,  N.  Y. 


SITUATIONS  WANTED 


SALES  MANAGER:  EXPERIENCED  all  phases 
of  aluminum  storm  windows  and  doors;  wholesale 
and  retail;  now  residing  in  New  York  City.  Box 
431,  BUlLDl.Nfi  SPECIAI-TIES  &  Home  Improve¬ 
ment  Dealer,  425  Fourth  Avenue,  New  A'ork  16, 
N.  Y. 


PRODUCTION  MANAGER  AND  Executive 
thoroughly  experienced  in  Alum.  Combination  win¬ 
dows  and  doors  seeks  position  with  future  in  New 
York  area.  Willing  to  invest  as  partner.  Box  423, 
BUILDLNG  SPECIALTIES  &  Home  Improve¬ 
ment  Dealer,  425  Fourth  Avenue,  New  York  16, 
N.  Y.  10-53 


MISCELLANEOUS 


“.MIRACLE  GRIP”  ALUMINUM  Railing  Wants 
Manufacturer’s  Agents  to  set  up  and  service 
dealers  accounts.  Most  areas  now  have  established 
dealers.  .  .  .  New  accounts  are  relatively  easy  to 
obtain  liecause  we  have  one  of  the  most  wanted 
products  ever  to  appear  in  the  Home  Improvement 
Field.  “Miracle  Grip”  Aluminum  Railing  is  new  on 
the  National  Market  but  four  years  old  in  the 
development.  It  is  a  real  chance  to  get  in  on  the 
“Second  Floor”  of  a  rapidly  expanding  Company. 
VVe  have  leads  from  all  over  the  United  States  and 
Canada.  We  need  help  in  covering  the  field.  -Appli¬ 
cants  must  be  high  caliber  men  with  an  established 
record  of  accomplishment.  Reply  by  letters  with  full 
details  and  include  photo  or  snapshot.  All  replies 
held  strictly  confidential.  Cremens  Associates,  184 

S.  Bridge  St.,  Striithers,  Ohio. 
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Stephen-Laurie  Mfg.  Co .  138 

Sterling  Awning  Co .  82 

Storm  Windows  of  .Aluminum,  Inc.. .  115 

Storm  Wizard  .  114 

Sunmaster  .Aluminum  Awning  Co.. . .  63 

Sun-Sash  Company  .  31 

Sun  Screen  Products .  70 

Superior  Window  Co .  90 

T 

Tartan  Industries,  Inc .  69 

Tele  King  Corp .  77 

Thrifty  Products  Mfg.  Co .  131 

Troy  Sunshade  Co.,  The .  85 

U 

Union  .Aluminum  Co.,  Inc .  95 

Union  .Machine  Co .  89 

Uni  Temp  Products,  Inc .  147 

Unitron  of  California .  157 

Universal  Fabricators .  150 

V 

Verflex  Sales  Corp .  141 

V’olpert,  Inc .  33 

V-Seal  Corporation . Third  Cover 

Vulcan  Metal  Products .  80 

W 

Warner  .Mfg.  Co .  93 

Weatherlock  Aluminum  Products...  128 

Weather-Proof  Co.,  The .  119 

Weather-Wise  Windows,  Inc .  127 

W'eather  Wizard .  160 

Weyl  &  Gahagan,  Mfgrs .  160 

Win-Chek  Co .  86 

Winstrom  Mfg.  Co .  109 

Winsulite  Mfg.  Co .  159 

Win-Sun  W’indow  Corp .  llO 

Winter  Seal  Corp .  97 

Y 

Yardley  Plastics  Co .  123 

Yates  Company .  92 

Youngstown  Industries,  Inc .  47 

Youngs-town  Window  &  Door  Co..  ..  Ill 
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«  R01L-F0RA4ED  olumlnuni? 

Only  rotted  aluminum  offers  the 
strength^  re$ilien<e«  flexibility^  and 
lightness  that  is  so  necessary  for  the 
protecting  outer  skin  of  all  airplanes* 
This  rolled  outer  skin  must  resist  hoil# 
sleety  snow,  ice,  moisture,  sudden 
temperature  dianges,ond  the  stresses 
of  excessive  wind  resistoneel 

A  storm  window  must  for  the  most 
part  resist  these  same  elements!  Whot 
better  proof  is  needed  to  show  thot 
ROllED-fpRMEO  oluminum  Is  best  for 
oluminurri  windows* 


SUMS  WINDOWS 
V^Swl  Vewfftp* 

V*S«ai  Itemeh 

$CM»NS 
Sfamlord,  OromitMt 
Wicket 


STOIIIM  SASH 


V-S*ol  Dcttfxe 
V«Seol  S»«itino*t*f 
V-SeCit  Triple 
V.$eat  Side  Slide 
CornttiRotion  Saaement  Sash 


Ail  V-SecI  products  are  a¥otlobie"K.O<'^'W^ 
window  individvaiiy  packed  for  easy  storage 
end  aslemblr-~onother  "V-SEM  FIRST"! 


We  ROUtFORM  section*  to  your  ^edf icationt* 


^Am€rictt*9  most  progressive  ahmioum  winimo^ 
mamfoetura^* 


exclusive 


PATENTED  SPRING-CLIP 


ALL  BALANCED  CONTROL 


euLL  NATIONAL 

ADVERTISING  SUPPORT 

onrf  COMPtfTf  SALES  HCLPS! 


Makes  inatallation  easy,  foolproof,  diip- 
proof».claaa  it  held  firmly  in1tnee^ictk)ii'* 
assemhiy  that  cannot  rattlet 


Perfectly  suspended  jalouaiea  are  smooth' 
operating...never  a  strain  on  movfog  parts 
^}roo  can  eliminate  unnecessary  operators 
because  there  is  no  we^t  to  lift! 


ABC  JalouiMas  hmm  moiigiSim 
advertising  miies  sides  foripli 
sales  aida  and  fosfesM^  aa«f 
srour  lob  easy  I 

...and  remember,  Adams  | 
Compim^  manafactarw  Juei 


